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Up-to-the-minute style is just one of the things 
that makes the John C. Roberts Shoe easy to 
sell. Quality leathers ... expert design ... honest 
craftsmanship... the exclusive ‘‘Mello-Stride 
Feature”... all these contribute to the ever- 
growing acceptance of the John C. Roberts Shoe. 
Dominant national advertising plus a compre- 
hensive dealer advertising program, and in-stock 
immediate delivery service will help you get your 
share of this business. See our representative or 
write for further information. 





$99 to $14°° Retail. Some styles slightly higher 


NATIONALLY ADVERTISED 
In “Saturday Evening Post”, “Esquire”, “Look”, and “Life” 


FRIEDMAN-SHELBY DIVISION ¢ INTERNATIONAL SHOE COMPANY « ST. LOUIS 
NEW YORK OFFICE: 551-553-555 MARBRIDGE BUILDING 








High tashion 


KEEPS ‘‘STEADY COMPANY" WITH 


Tandrite Calf 


Fox’ Sabot Strap 


A first breath of Spring !— 
on the Lee last, with 18/8 heel. 
Hubschman’s #972 Town Brown Calf 
by 
FOX SHOE MANUFACTURING CORP. 
New York 3, N.Y. 
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...1ts outstanding Quality, 
Uniform Color and Fine 
Finish interpret true beauty 
and enduring charm. 
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what women 


meath 


by VALUE... 


These days, women want value in shoes... real 


value. The sum total of many good qualities. 


Women want new-but-right styling, fine materials, 


expert craftsmanship and detailing, excellent 





fit. In these basic qualities, Vitality leads, and 


has consistently led for many years. 





It is this leadership in basic qualitics that keeps 





women loyal to Vitality Shoes, and loyal to 
the leading stores that are constantly identified 


with Vitality. 


Se 






more-for-your-money shoes 
and Vitality Open Road Shoes for Outdoor and Campus Wear 


Complete range of sizes and widths 
# 


7 


Vitality Shoes for Children Made by America’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
Vol. CXXXV, No. 7, BOOT AND SHOE RECORDER, published semi-monthly by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. 


Entered as second class matter June 5, 1943, at the Post Office, Philadelphia, under Act of March 3, 1879. Subscription price $3.00 per year. Printed 
in U. S. A. (Canadian rate $3.50 per year.) 
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Yoitiful: Sle LEADERSHIP 






Style 2g0 
Brown Antique Hand 
Woven Oxford. Leather Sole 
... Rubber Heel. 


Style 292 

Two Tone Tan Hand 
Woven Casual. Natural 
Crepe Welt and Sole. 


2> IN-STOCK SHOES for your immediate 
e Spring-Summer selling... fast styles developed 
, in cooperation with a number of the Nation’s 
top-flight retailers. Our representative will 
gladly show you the complete line, and we will 
be pleased to mail you our Spring Catalog. 








Every Style a Profitable $8.95 RETAILER... in the 
Nation’s Largest, Smartest Stores . . . available trom Stock 
for Your Easter Selling. 





JOHN E. LuCEY Lie. INC., BRIDGEWATER 10, MASSACHUSETTS 
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Dinner in the desert. Mollie Parnis’ happy contradiction for ali resort spots with coolish evenings. 
Bare but shawled wool and rayon jersey. White, aqua, yellow. 69.95. Resort Sportswear. 
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the coming 


WY EU 1 


season 
will make 
you 

very happy 


Fashion 
endorsement 

of dressy 

white shoes 

was never 
more emphatic! 
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NEW YORK *® CHICAGO ® BEVERLY HILLS * DETROIT ® MIAMI BEACH * PALM BEACH 





White Kid and SUEDE KiD 


Brazil Cabretta 


G. LEVOR & CO.. INC. Booth 86 at the LEATHER SHOW Gloversville. N. Y. 



































Season after season dominant national advertising helps pre-sell the good 


looks, comfort, long wear, and economy of Red Goose Shoes to American 






youngsters and their parents. This Spring, for example, over 66,006,000 ads 






will appear in 77 national magazines and Sunday newspapers. You can’t 






beat the sales-making possibilities of the smartly styled, nationally adver- 





tised, universally accepted Red Goose line in the juvenile field. It’s all in stock 
for immediate delivery, too. We'll gladly tell you more about it—just write: 


RED GOOSE “ACTION” SHOES FOR BOYS AND GIRLS 


RED GOOSE. DIVISION + INTERNATIONAL SHOE COMPANY - ST.LOUIS 3, MISSOURI 


NEW YORK OFFICE: 551-553-555 MARBRIDGE BLDG. 


= 
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Will your store 
' make a profit in 49? 





This book may mean the difference between 
red and black figures. Send for your copy today. 


It’s our Walk-Over In-Stock catalog of men’s shoes—just off the press. 

58 popular styles on the floor ready to ship to you—including such 
best-selling sure-fitters as the Walk-Over Broadway, carried in 190 sizes 
and widths. Just imagine how that takes a load off your bankroll. 

With our fast-action stock department to back you up—you can really hold 
down overhead—speed up turnover—make a Profit! 

Walk-Over retail prices from $12.95. 


Write: Geo. E. Keith Company, Brockton 63, Mass. 
New York Sales Rooms, Marbridge Building—822 and 906 


1 WALK-OVER ; 


75 YEARS of HELPING THE RETAILER MAKE A PROFIT 
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Saces Ss 
ee eee G. LEVOR & CO., INC. ager ocepign 


BOSTON, MASS 


SAMUEL ROTHSCHILD, Presioenr 


100 GOLD STREET SIEGFRIED COHEN, Secv. 
NEW YORK 7, N.Y 


To You, Mr. Retailer: 


The present personnel of our companies has for three decades 
watched the ebb and flow of demand for white shoe leather; the “feel” 
of that white business is in our blood and tissues. 


We feel that the shoe retailers of the United States this year are 
going to wake up to a fairly strong demand for white shoes, glazed and 
suede - TOO LATE. 


Too late because it takes seven weeks to put a skin from its raw 
condition into the hands of a shoe manufacturer in white. We should 
guess that nowadays the average shoe takes a minimum of three weeks 
in the making. Ten weeks from now is May Ist, - the deadline, 


In prewar years in early February we ordinarily would have in 
white finished leather on hand ready for delivery, enough for upwards 
of one and a half million pairs of shoes, - and rolling through 
the tanneries the equivalent of another half million pairs. Shoe 
manufacturers ordinarily would have received by now enough leathers 
from us for more than two million pairs. In these postwar months 
leather demand has prevented us from piling up this very necessary 
backlog. 


There is no backlog on hand, 


Right now the entire production of our tanneries in black, colors 
and white, is moving out daily to the trade with no backlog in white 
supply. We are absolutely confident that the white leathers moving 
out to shoe manufacturers in glazed and suede represents hardly more 
than the skeleton of impending needs in white shoes. 


This letter is not presented selfishly; our unfilled orders call for 
our entire production over the next three months, Some of those 
orders can be postponed in delivery - the blacks and browns for next 
fall season - to make way for a larger production in the next few weeks 
of white, - - - if it is ordered on time. 





Respectfully, 
G, LEVOR & CO., INC. 


Samuel Rothschild 


President 
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“Ca ELASTIC 





IT’S THE 


fal 


Shoe goring of Fulflex Quality Elastic 


















provides that gentle, snug flexibility of 
fit so important to the active young 
woman of today. 


She can rely on flexible, stylish freedom 
and uniformity of tension and size. 
Shoes made with built-in goring of Ful- 
flex Quality Elastic Thread and Yarn 
allow good shoes to fit her individual 
feet, assuring long-life durability. 











Carr-Fulflex* @ 





BRISTOL, RHODE ISLAND 


THE QUALITY ELASTIC 
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for profit the year ‘round! 


Three Good Lines from One Good House 
That Sell in Every Season! 


Growing children’s feet need re-fitting several times a year— 
with PRO-TEK-TIV, Modern Age and Official Girl Scout 
Shoes you're right in line for year ‘round profit. 


You can depend on them to sell mothers the first time 
and keep them coming back for repeat sales. 


Keep your inventory low and sales high. Complete 
lines in all sizes are ready for quick delivery. 


Planned merchandising aids, newspaper mats and national 
advertising increase sales—for profit the year ‘round. 


Your inquiries are invited about these lines. 
The PRO-TEK-TIV line is placed on an exclusive 


agency basis. 


Pro-tek-tiv 


for Normal Foot Growth 


MODERN AGE 


for Every Age 


MODERN AGE 


REG.U.S. GrFiciag 
GIRL SCOUT 
— Se, THIS 














Send Today For Our 
Color Catalog 
—.; 
IN STOCK 
STYLES 0) 


cy 





neat K y rtis Stephens - Embry Co.. Inc. 
oF ens _ 


” Manufacturers of Footwear Since 1882 
READING, PENNSYLVANIA 
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LUTESVILLE, MO. 


LUXURY LOAFER 
STYLE NO. 1-552 






CHERRYWOOD 
COLOR NO. 302 


7 
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* 





Pawnee imparts that extra measure of smartness, 
character and comfort so necessary to command preference, 
whether in men’s, women’s or children’s footwear. 
Pawnee’s soft texture and beautiful aniline 


finish will earn this preference for your shoes, too! 





FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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When Phofping 


FOR SHOES 


She Ficlures 
A PERFECT MATCH 








( 
Buitt Up Hed 


Built-Up Heel Conference 


77 Summer Street, Boston, Mass. 


SHOES WITH 


Manufacturers! ... See your heel supplier ...we promote but do not sell Built-Up Heels. 
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Let him know the luxury of Genuine White Buck . . . the luxury 


of Full Leather Lining and soft, deep-yielding Red Gum Sar Sole. 
Style 6511, featured in April Esquire, will retail about 14.95. 


Style 6511 is representative of the Finer Leather appeal in our entire Merchandising Program. 
If you'd like to discuss the sales possibilities in the Taylor Program, 
or receive our Spring Mailings of Style Groups in Stock, write Dept. 7, 
E. E. TAYLOR CORPORATION MANUFACTURERS BOSTON. MASSACHUSETTS 


ALSO MAKERS OF THE TAYLORED MOCCASIN 
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PATENT 
L the yleam Oh Sprig MH Cfdlduns Shout. 


Springtime is the dress-up season for youngsters, 
\ so be sure you have plenty of shoe styles made 
with smart Colonial Patent leather. It’s pliable, 
easy to work and retains good shape and shine 
after long, hard wear. Specify economical 


Colonial Patent for all your “best” shoes. 


COLONIAL TANNING COMPANY, INC. 
BOSTON 11 ° MASSACHUSETTS 


Colonial for the best Patent Leather 
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¥ Quality First 
| First in Qualit 











Style 5377 


Misses’ sizes, Style 5378. 


Fleet-Air creation is ideal. It's typical 


of the really complete Fleet-Air line for 


. a line so high in quality 
that its acceptance is amazing. 


Write for the Fleet-Air catalog. 
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TWO-TONE TWO-STRAP 


Ch: — lated en" 
Childrens sizes. Otferegd also i 


FOR SPRING AND SUMMER wear, this smart 


Infants, Children, Misses, and Senior Misses 


EBY SHOE CORPORATION ” 


T, 
EPHRATA 2, PENNSYLVANIA our 4 


BOSTON OF PIGE .: «. SHbLiecoin otREeeT 
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“And now she wants m 


199 






“! bet Sundial would get a lift out 
of this customer. Her folks all wear 


? 


her family wearing them, too. That's one thing about that 


Sundial Shoes, so she’s going to start 


“shoes for all the family” idea. It sure gets ‘em young 
and gets ‘em all. So | guess | better be waiting on my 
trade, Sam. S'long.” : 

From the cradle up — boys and girls —through school 
and college — men and women — for dress, for work — 
all along the line your complete Sundial line is a big 
competitive advantage. One name, Sundial—one line— 
sells the entire family market. 


ONE NAME 


to fit Raggedy Ann to Sundials! 


Through the Sundial Shoe Company, eastern divi- 
sion of International Shoe Company, the resources of 
the largest maker of shoes in the world are thrown be- 
hind Sundial dealers. Unsurpassed quality and value for 
the money; modern store merchandising methods; and 
heavy national advertising combine with the exclusive 
Sundial One Name idea to produce some of the 
country’s outstanding retail shoe successes. 

We'd like to tell you about them, if you're really 
interested in taking a look at the new look in shoe 
merchandising. A note or a call to Sundial — today — 
will bring the whole story. 





FOR ALL THE FAMILY 


SUNDIAL SHOE COMPANY — MANCHESTER. N.H.— DIVISION OF INTERNATIONAL SHOE COMPANY 
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Three new styles from 
Sundial’s popular line of \ndinall 3 ‘we “NE reag, wet, 
juvenile shoes. Left to Sa ed vi wee y BE 
right: Cute loop-tie pump e : : o, Ber” <— 
in black suede or green ; : <a yg - 
elk; two-strap saddle ox- 
ford in white with brown, 
green or red saddle— 
in all-brown, too; brown 
or green two-buckle san- 
dal with built-up heel. 









Sundial’s spring parade features 
this duet of fashion headliners. 
Left to right: Sundial combines 
blue suede with blue smooth lea- 








ther in a sleek platform sandal — 






also black suede and patent or 






green suede and green smooth 






leather; black suede coupled with 






gun-color smooth leather makes 






this Sundial a favorite sling back. 
Also blue suede and blue smooth 
leather or white suede and tan 









smooth leather. 





Typical of Sundial’s 
truly masculine styling 
are these three hand- 
some shoes. Left to right: 
A tie-less moccasin blu- 
cher in eight different 
colors; ventilated bal 











oxford in brown and ma- 
hogany, brownand white, 
or brown and beige; 
brown leather strap- 
loafer with woven vamp. 
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A NEW MILLER MONEY- MAKER 
...- the Ski Boot Tree! 


Here’s a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers value their shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you're selling ski boots, 
don’t fail to take advantage of this 


easy extra sale. Write for com- 


plete information on Miller Ski 


Boot Trees today! 


Miller Ski Boot Trees have the same 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes— auto- 
matically adjusts for width. Attractive 


walnut finish on fine grained hardwood. 








Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 


For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 

Order today! 








O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 


PLYMOUTH, NEW HAMPSHIRE 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 
that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 
difference in appearance . . . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation | 
BOSTON, MASSACHUSETTS 
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qe DOUGLAS 


, Ae 
No Magic Formula needed to sell these shoes! 


Here are new, bold designs packed with plenty of Youth Appeal! It’s a 
known fact that the new Douglas Styling combines honest craftsmanship 
with quality materials . . . a reputation that earns steady, repeat business. 





STYLE NO. 2380 STYLE NO. 2384 STYLE NO. 2372 


See our new Douglas Styles. 

Inquire about the new efficient Douglas In-Stock Service for faster turn-over. 
Send for our Spring Catalogue plus full information on the new Douglas 
Dealer Promotions for quicker profits. 

You'll find “America’s Best Known” trademark in shoes is your positive 
sales insurance. 


Deuglas Shoes 


W. L. DOUGLAS HOE CO.,BROCKTON 15, MASS. 


New York Offices, 508 Marbridge Building, New York 1, N. Y. 
West Coast Offices, 401 Haas Building, Los Angeles 14, Calif. 








Add elegance to shoes with high lustrous heels . . . 
Achieved best with Spectro Brand Leather Fibre — 
A proven material that retains true natural beauty 
And increases shoe value by longer wear. 


THE GEORGE 0. JENKINS CO. 


BRIDGEWATER MASSACHUSETTS 
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Spectro © Brand Leather Fibre is also made in Canada by Bennett Ltd., 
Chambly Canton, P. Q. and in Caseyville, Ill. by Western Fibre Co. 


“the plain facts stared me 


square in the fuce.... 


I’m Paying For 
Air-Conditioning 
Whether I Have It 

Or Not?! 



































Hot weather was robbing me blind! 
- It was driving customers over to my 
competitor—causing my help to skip 
work—breeding discourtesy, careless 
work and inefficiency! It’s easy to see 
why I hated the hot-weather season. 


My partner figured our monthly loss, 
and it staggered me. We were losing 
more than the monthly payments on 
an Airtemp Air-Conditioning unit! 
Yes, we were paying for air-condi- 
tioning without having it! 


So we had the Airtemp people install 
their compact “Packaged” Air-Con- 
ditioner. Man, what a change! Busi- 
ness increased 23% . . . we paid for 
our Airtemp unit the first season— 
and I actually enjoyed summer work!” 


Why pay for air-conditioning and be without it? 
Install a Chrysler Airtemp “Packaged” unit this 
week! Factory-assembled —factory-tested — backed 
by twelve years of proved dependability—approved 
by Underwriters’ Laboratories, Inc. Easily installed 
—no complex duct-work needed—only three simple 
connections. Remember, more Airtemp units are in 
use than any other make. Get further facts today— 
call your local Airtemp dealer or mail the coupon. 
(See Yellow Pages of Telephone Book.) 


Chrysler 
ee | 


“PACKAGED” AIR CONDITIONING | 


CENTRAL STATION SYSTEMS 
HEATING AND COMMERCIAL REFRIGERATION 





Pull in patrons with this sign! Beauti- 
ful window decal invites the public 
into your air-conditioned place. 


= CHRYSLER 
IRTEMP 








Mail this coupon today! 





PERE SEE we pena aaa " . 7 


rote Sr 
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SS samme an omen tng 


AIRTEMP DIVISION OF CHRYSLER CORPORATION 
DAYTON 1, OHIO 


Send “Packaged” air-conditioning information to: 


in te Vo Ml Se 


Name__ 


Address 


Phone __ a se 





AIRTEMP DIVISION OF CHRYSLER CORPORATION 
DAYTON 1, OHIO 


In Canada: Therm-O-Rite Products, Ltd., Toronto 
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NOTHING LIKE THE NATIONAL 200° 
HAS EVER BEEN 


OFFERED AT THE PRICE! 





provides information 
that makes money, 


as well as 
protection 
that 


saves 


money! 


The National ‘'200” is a modern cash register... with a 
built-in adding mechanism. All at a price that brings 
simplified record-keeping within the reach of practically 
every retail business. 

It prevents mistakes...speeds service...shows the 
price of each item in a purchase and the mechanically- 
added total of all. 

It mechanizescash-and-charge control... printsa record 
of every transaction...distributes the amounts auto- 
matically into separate columns for any desired classifi- 


pays for 
itself 
and then 


pays 


you! 


cations—such as, departments, selling employees, serv- 
ices, commodities, etc. Notations may be written oppo- 
site any entry. And. . .the‘* 200” can be used for adding at 
any time without disturbing the accumulated cash total. 

See this modern ac- 
counting tool for today’s 
business—the National 
**200’’—at your local 
National Cash Register 
office, today. 





THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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KIDDIE SANDALS 


Have a built-in 
POINT 








HAVE LEATHER 
COVERED SPONGE 
RUBBER CUSHION 






* DURABLE ... High grade elk finish cowhide uppers. Chrome retan 
leather soles. Goodyear stitched. 


* EASY TO STOCK... Adjustable vamp, fits all feet with one width. 


* VARIETY ... Open or closed back in Brown, White, Red, Beige, 
Sizes 4-12. 


* AVAILABLE ... We are prepared to ship from stock. 


Nationally advertised SUN-SAN Sandals are sold from 
coast to coast. Dealers are assisted by point of sale 
advertising material. 


STURDY ENOUGH TO PLAY IN... ATTRACTIVE ENOUGH TO “GO PLACES” IN. 


HOY SHOE CO., 1128 Locust St., St. Louis, Mo. 
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In addition to the ever- 
popular flesh and clear 
transparent forms, Ankle- 
Hi Fairy Forms are avail- 
able in a complete range 
of striking new colors, 
plain or pearlescent. 


\\ 








New Lock-Seam TOPS 


Fairy Form’s new Lock- 
Seam top provides an even 
more attractive appear- 
ance — even sleeker lines 
—even greater strength 
for effectiveness and long 
service. 


SHOE FORM CO. INC., AUBURN, N.Y. 
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Prices of Standard Non-Flam AnkleHi Fairy Forms are now the 
lowest since 1940 — welcome news made possible by new machinery 
and new techniques which permit the manufacture of improved forms 
from basic raw materials. 


To meet the great seasonal demand for special custom-made forms 
for manufacturers’ sample shoes, it is necessary that we keep our plant 
fully manned. We anticipate that the new AnkleHi prices will result 
in a retail-store volume which will keep the plant operating with a 
full staff in readiness for the shoe trade who look to us for service and 
for high-quality forms that FIT. 


Prices are subject to change without notice. Order now to take 
advantage of this exceptional buy. Write for Bulletin 305. 


Display Shoes Sell Ges¢ 


When the Forms FIT! 


Your display shoes sell most effectively with forms that enhance 
their beauty — that don’t distort the shoes. That’s why women’s 
AnkleHi Fairy Forms are available in 3 sizes, 3 toe effects, 2 heel 
styles, 6 heel heights, open or closed tops, Standard (illustrated) or 
Zephyr styles. Flexible material and adjustable crossbars further im- 
prove the fit and make the forms easy to insert and remove. Order today. 
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At Lowest Pruces Since 1940 
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Nationally Advertised 
No. 4353 on the Commodore Last 
One of 40 In-Stock Styles 


Compare this 


MAMMOTH 
SHOE fff 
VALUE! AMI 


IT 1S WORTH .... 





NOT WHAT IT 


COULD BRING! 


WARD HILL SHOES HAVE 
12 BIG VALUE FEATURES! 


(Quality features found in 
top-grade custom shoemaking,) 











Ever think you'd find a value shoe in the 
market we have today? But it’s true! 

Ward Hill is value... real honest-to-goodness 
shoe value. Ward Hill is priced at what it is worth — not 
at what it could bring. Compare Ward Hill Shoes! 

See for yourself if there is any other shoe... nationally 
advertised ... sold at this price ... except for Ward Hill, 
that has all 12 of the big value, quality features! 


SURVEY PROVES WARD HILL A SUCCESS 
9 out of 10 men who've switched 
to Ward Hill Shoes — say they 
Fit better 

Feel more comfortable 

Break in more easily 

than the other brands 

they’ve worn previously! * 


4 Setter Value... 
AT A MODERATE PRICE! 





*Results of o two-yeor impartial survey 
conducted for Ward Hill Shoes 


Write for our FREE In-Stock Catalogue to Knipe Bros., Inc., Ward Hill, Mass., 
for over 60 years famous for fine shoes for men. (No obligation, of course.) 
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SUMMER and Earty FAL 
ce SHOES > 
MUST BE BOUGHT EARLY IN APRIL 


ANY SHOES BOUGHT THE LAST OF MAY 
WILL BE TOO LITTLE AND TOO LATE 


-*¢**S$O SAY 4000 BUYERS--«--~- 
FROM COAST TO COAST 


WHO WILL BUY THEIR SHOES AT THE 


Qnor MER’S FALL OPENING 


HOTEL NEW YORKER 
APRIL 3rd to 7th 


OVER 400 LINES ON DISPLAY 


DON’T BE CONFUSED BY ANY OTHER 
SHOW ... THIS IS THE ORIGINAL 
IN ITS 24th SEASON AT THIS HOTEL 


WRITE, WIRE 

¢ OR TELEPHONE 
LIBERTY 2-4799 

FOR RESERVATIONS 


to the 


EucENE A. RICHARDSON 


—— Associates 
683 ATLANTIC AVENUE 
BOSTON, MASS. 


PLAN Now 
-TO ATTEND 


GUARANTEED 

AND CONFIRMED 
ROOM RESERVATIONS 
FOR BUYER AT 

The New Yorker 
or any other hotel 
you prefer ... 
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ACCLAIM NEW SALES DISPLAY 
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GUARANTEED 


PARENTS 
MAGAZINE 








ADVERTISED 
/ Amanicane MEDICAL 
Association 
Pymicarions 































Dimensions—White oak bin Height 3912” Width 20%” Depth 34” 
Bunny seat on platform .. .. Height 41” Width 17” Depth 33” 
Bunny seat off platform .. .. Height 25” Width 14%,” Depth 13%” 
Platform alone ......... Height 16” Width 17” Depth 23” 





—~ta ~~ <s (hae 
FLEXIBLE 5 qgES FOR Hay WEAR 
—————— ol 






VAISEY-BRISTOL SHOE COMPANY, INC. 
en on oe Oe ee ee, me ee On 


MIDWEST PLANT—MONETT, MISSOURI; EASTERN PLANT SKOWHEGAN, MAINE 


Compony Limited- Preston Ontario 


Made in Canodoa by the .Savage Shoe 
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As advertised in March Issue American Journal of Nursing and R.N. A Journal for Nurses. 


Protect your beauty 
wear “CLINICS” on duty 


When you step into your first pair of Clinics, a new experience in comfort is in 





store for you. Comfort that lets you keep your mind on your work and not on 
your feet. Clinic’s snuggle-up fit gives gentle support without cramping, mile 
after mile — every step of the way. Clinic Duflex Nap or Leather Soles mean 
safe, sure footing. Top grade, shape retaining leather keep your Clinics fresh 
and smart looking. Made in Crushed Kid, Elk, Bucko and Smooth Kid. Only 
three styles are shown below. Other styles are available at your local Clinic 
Shoe Dealer. Clinic Shoes are sold by leading shoe dealers everywhere. If you 


don’t know your Clinic Dealer, drop us a postcard for his name and address. 
y P P 
Sold only through Clinic Dealers 


$7.95 to $9.95 


According to Leathers 
(in Canada: $10.95 to $12.95) 


Catalog showing all Clinic Styles will be sent on request 


CLINIC OFF DUTY SHOES IN BROWN OR BLACK 
ALL STYLES—$8.95 
(IN CANADA—$11.95) 


THE CLINIC SHOE 








DELUXE MODEL N.1.T. MODEL SMOOTHIES MODEL 


Hunt-Rankin’s Top Grade White Bucko Nurses in Training ; Whi : 
‘ 1 , : B di White Crush 
eg White Crushed Kid White Glovelk Duflex Nap White Sole Datlex Meatins White Sok. 
my ee White Sole, and Spring Heel. Also made with 12/8 White Heel and Toplift 
12/8 ite Heel and Toplift 101/,/8 White Heel and Sole also leather sole 


Buy two pair Wear one pair 
for longer wear f every other day 


THE CLINIC SHOEMAKERS © ir¥reasses ¢ ST. LOUIS 3, MO. 
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GOLD SEAL 
RUBBER FOOTWEAR 
SALESMEN 


Are On Their Way To You! 


Be Sure To See The 
NEW GOLD SEAL LINE 


write for the new 
1949 GOLD SEAL CATALOG 


FA 


GOLD SEAL RUBBER COMPANY 
174 LINCOLN ST., BOSTON 11, MASS. 


Sole distributors for 
GOODYEAR RUBBER COMPANY * MIDDLETOWN, CONN. 
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KIDSKIN INDOORS AND OUT 


A century ago the ultimate in comfort in men’s footwear was 
the sidikin slipper, the 47i4¢n boot. Today for lounging, the 
preferred indoor shoe is of /rAin. And, from Texas west, the 
colorful dress boot takes on slipper softness because more and 


more it is made of the pliable skin of the young goat. 








New Castie Division STANDARD Division 
Burgundy 1215 + Begonia 1415 (for boots) (for slippers) 
Peat Brown 43 + Admiral Blue 1330 = 421 Light Tan +» 131 Burgundy 

McNEELY Division 482Dellow + 459 Tan 
Amber Brown 2s + Copper Jile19 4614 Green - 179 Blue 
Admiral Blue ss 420 Red - 461 Green 


Quaker City Division . . . «Black, 
: g ode ; 4 \ 
: ey &S BE: 


ALLIED KID COMPANY 


BOSTON ° NEW YORK ° WILMINGTON ° PHILADELPHIA ° CAMDEN 
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SOLAR DAR EES! 













Style No. 7049 
Men’s Last 
Sizes 6 to 12 







Style No. 4049 
Boys’ Last 
Sizes 1 to 6 


DELIVER THIS 
ONE-TWO SALES PUNCH WITH 


in 
i 


| 
} 


x " 
Matching pairs—shoes of identical design for father 


and son—is a Belleville sales idea with plenty of punch! 
With it, you can make more than one sale at a time. 





What’s more, matching pairs by Belleville are made so that 
father and son customers can be fitted with absolute 

€ accuracy. That’s because the boys’ size run (1 to 6) 

is made over separate and special lasts from the men’s size run (6 to 12). 

Exactness of fit is just one of the points that gives Belleville Shoes for Boys and Men their superior sales 
appeal. There’s exceptional comfort ... rugged construction... smart style... but most important 

of all, there’s guality—constant and reliable. Three generations of buyers have learned to count 

on that. Belleville Shoes retail profitably in the $5.50 to $9.95 retail price field. For further particulars, 
just drop us a line. 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 
New England Distributor: KREIDER-CREVELING SHOE CO. + 602 Atlantic Avenue + Boston 10, Mass. 


BUYERS KNOW: “Belleville Shoes are Honest Shoes” 
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WHAT is the 
“ITC ASSOCIATES”? 








A The “210” is the National Philanthropic Foundation of the Shoe, 
Leather and Allied Trades. 


@ Who is eligible for its benefits? 


A Any salesman or executive in the above mentioned industries, regard- 
less of his religious affiliation, who is a victim of adverse circum- 
stances. 


J How does the Association raise funds necessary to carry on this philanthropic work? 


A (a) Every cent of revenue received from the 210 Year Book is used 


exclusively for relief work. 
(b) Membership dues pay for the overhead and operating expenses. 


(c) Special funds, such as Life Membership Fund, T. Kenyon Holly 
Memorial Fund, Harry I. Lyons Memorial Fund, have also been estab- 
lished to further the work of the “210.” 


a8 How may I, as an individual in this Industry, help this worthy cause? 


A By joining the Association. Dues are only $10.00 per year. Life 
Membership is $150.00. 


i How may my firm support this organization? 


A By advertising in the Year Book. Space rates available on request. 
Next book goes to press April 1. Send in your advertising copy today. 


« Are ads in this book deductible on my income tax? 


A Yes, 100% deductible from your advertising budget. 
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TORY NO. 137 


From the Relief Files 
of the 210 Associates 





YOU CAN HELP 
The "210 ASSOCIATES” 
to Help Others! 


Join the other members of the shoe industry 
in supporting this worthy cause. Advertise 





Case No. 137 (Midwest Area)—June 7, 1944. Expended to 
Feb. 1, 1949... . $4400. Will probably remain on “210” relief 


for balance of life. This is just one of the many cases being in the new Year Book—out Moy |, 1949. 
id b aa 2 os Send in your copy before April |. Remem- 
aided today by the “210 Associates. ber, every cent goes to help those in the 


industry who cannot help themselves. 


ad FIO ASSOCIATES, inc. 


THE NATIONAL PHILANTHROPIC FOUNDATION 
OF THE SHOE, LEATHER AND ALLIED TRADES 








210 LINCOLN STREET, BOSTON 11, MASS. 
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Dogblome 


eh 


vy, WALK RIGHT OUT =f “THE Miter 
FOL OF YOUR STORE? ORTHOPEDIC PLAN 


Miller Orthopedic Shoes are built over 7 
basic lasts. 


It they do, isn't this a logical They are demonstrably helpful in treating 
sini ea daily dial teas various forms of foot disabilities. 

a You need only a small investment, plus a 
knowledge of the function of the foot and 
The most effective "STOP" signal how to fit it. 
in your store, as throughout the If established now, you can add to your 
land, is the shoe that fits the prob- store an Orthopedic ee fe ve 
lem feet. Miller Orthopedic Shoes a unique Community Leadership Position. 
are the keystone of the successful ‘< shoe salesman per Sy ge ee nal 

: ‘ ness, here's the most distinctive opportunity 
Miller Orthopedic Plan*—be sure possible. 
to read details in adjoining box! Miller Orthopedic Shoes repeat as does 
perhaps no other footwear and sell at a 
substantial mark-up. 
That's why a Miller franchise is so greatly 
sought, and is practically "insurance" that 
"Problem Feet" will NOT walk out of 


your store. 








Remember, all you need is a knowledge 
of the function of the human foot and how 
to fit it. 


NOW IN STOCK 


Famous Musketeers: 


zv 
3 styles, plus 20 others, Lurggoot 
equally orthopedic LCL % 


IN YOUR SHOES 
REG. U.S. PAT. OFF 





WRITE FOR CATALOG 






THE MILLER SHOE COMPANY 


40t5 Cherry Street Cincinnati 23, Ohio 


NEW YORK OFFICE CHICAGO, ILL. 
656 Marbridge Bldg. 1208 Republic Bldg. 


ALSO 
West Coast Representative 





ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 
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thyled in 


@looglik... 


With its suede-like look, colorful Arrabuk is being 
used by shoe manufacturers to bring new economies in the 

face of increasing costs. There’s no waste in cutting... 

it handles easier... shapes and folds without cracking, is 

waterproof, wears longer, it’s washable... 
and behind every yard stands 20 years 
of pioneering to make it ideal for better 
shoes in the “popular price” range. 
Write for details. 


Hood Rubber Company 
Watertown, Mass. 
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TGR ayer Reece cuaee 


~ ss ) ati 


They just can’t take it! 
Genuine reptiles are usually bark- 
tanned and are quickly and perma- 


nently discelored by steam. 
\ 


De not attempt toe steam-soften 

thermoplastic bex toes in rep- 

tile uppers. Get your Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upen which prac- 
tlee your conditions best faver, 
he can either supply yeu with 


dry heaters or arrange fer your 


ee 
temporary use of canned pre- 


pared selvent bex toes which 
require neo solvent wet- 


ting at pulling-over. 
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protect foot and 


body health 






S) 





&» water-proof 
> flexible —need 
no breaking in 


) 
Py 






















firm 
non-marking 
_ light weight 


dance on them 





play on them 


x 
»” 
not on all shoes— 
= > just the best ones 





,vonwit® 


as advertised \ PVE I ( é( | 


AVON SOLE COMPANY 


AVON, MASSACHUSETTS 





PIONEERS OF QUALITY AND SPECIALISTS IN THE PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-SEVEN YEARS 











display shoes with longer-wearing 


AVONITE = 


TRADE MARK REG. 


this way, because ( 





Ne AVONITE in... 





Selemark ry = = y, This National Advertising will pay off for you 


f Chuality when you let people know that you have shoes 


with the longer-wearing Avonite Soles that are 


not on all shoes, just the best ones. 


AVON SOLE COMPANY « Avon, Massachusetts 


PIONEERS OF QUALITY AND SPECIALISTS IN THE PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-SEVEN YEARS 














YEARS 





SHOE S_seiwnc. 


ies” 


Yes 


216 LINCOLN STREET 
BOSTON, MASS. 





2 BUCKLE LOUNGER 
WRAPPED CREPE 
SOLE 

R5478—BROWN ELK 
R5479—YELLOW ELK 
R5480—BLACK ELK 

4/9 M WIDTHS 






30 


COLONIAL BUCKLER 
HEAVY CREPE SOLE 
R5474—BROWN ELK 
R5475—GREEN ELK 
R5476—SUN COPPER ELK 
R5477—WHITE ELK 


4/9 M WIDTHS 










,, FRINGE PUMP 
at for Value! ELECTRIFIED SUEDE 
R4225—BLACK $9.35 
R4226—RED ie 


R4227—KELLY GREEN © 
4/10 M WIDTHS 


PAL OXFORD 
ELECTRIFIED SUEDE 


$35 Nim—enen 


R4221—YELLOW 





RING TIE) 
ELECTRIFIED SUEDE 


Ra223—-KELLY GREEN $7.35 





R4224—YELLOW 4/9 M WIDTHS 

4/10 M WIDTHS. IMMEDIATE DELIVERY 

ee 36 and 18 pair lots. Net 30 days F.O.B. 
Boston 
& Dawatch for your catalog of ® 
- “‘Régers Bros. complete Spring line sate 
39 
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IMPORTANT 


There is NO CHANGE in Pierce's 
famous Quality or Materials... 


a 


| — World's MOST COMPLETE RANGE of Shoe Forms. 

2 — Unique. FLEXIBLE-FITTING — No distortion ‘of your shoes 
3 — Lightweight STRENGTH — Your shoes won't tip over 

4 — Non-Static DUST . RESISTANT 


ye, 


NEW LOW PRICES: 


fs 


just in time for 
Your 
Spring Windows 


() 


SIZES — 4-414-5 


HEB HEIGHTS — High, Medium, College, Ploy 
: shoe: Fe! 


STYLES — Toe Peep, Regular, Streamline, Low 
Ankle 


COLORS — Flesh, Transparent, Pearlescent 


PN Ein a(cemeh cell iol ol -Mlam Coli ietitolilitel oli-Mn gel Mitel i-lalel Mal mel-Ttla-To 
SEND TODAY. FOR CATALOG 


(. S. PIERCE COMPANY 22ccsros. 
rer i; Vee 0 Al MASSACHUSETTS 


Specialties for THE ENTIRE SHOE INDUSTRY Since 1872 
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COBBLERIGHT 


= -oDBle wing 


... Snow White Leathers in Elk and 
Smooth by Brezner 





ON DISPLAY.. 


BOOTH 36.. Q 


at the Leather Show 








o 


N. BREZNER & COMPANY, Ine. 


121 BEACH STREET, BOSTON. 11, MASS. © TANNERY: BREZNER TANNING CORP., PENACOOK, N. H. 
Elk, Smooth, Alligator Grains . . . Sides and Kips ... in all popular shades. 


Remember, Brezner also specializes in “COBBLE-BRIGHT” Leathers — brilliant matches of fashionable Colors in season. 
: Represented by — : : 
’ MONTREAL, CANADA CHICAGO 6, ILL. TORONTO, CANADA eae 
D. Chouinard Edward F. Holmes Ed R. Lewis Leather Co., Lid. 2 
COLUMBUS, OHIO HARRISBURG, PA. 2 


Gordon A. Brawley & Associates 


ST. LOUIS, MO. NEW YORK, N. Y. 
H. B. Avery Co. Homer Bear 


LOS ANGELES, CAL. SAN FRANCISCO, CAL. ROCHESTER, N. Y. 
Russ White Co. Russ White Co. John E. Graham Gordon A. Brawley & Associates 
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AN ADVERTISEMENT OF THE DESCO SHOE CORPORATION. 
Subsidiaries: REX SHOE CORP. ¢ WING-STEP SHOE CORP.. 47 WEST 34th STREET © MARBRIDGE BLDG. ¢ NEW YORK |, N. Y. 
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21-07 BORDEN AVENUE, LONG ISLAND CITY 1, 
© CHICAGO, REPUBLIC BLDG. e LOS ANGELES, HAAS BLDG. Factories: LONG ISLAND CITY, N. Y. © WEBSTER. MASS. © WORCESTER, MASS. © EXETER. PA. 





You never heard of me. 


I'm an advertising agency man. Got a shoe account in Long 
Island City. Last night I got a call from the guy that signs the 
checks. “Lissen, adman . . . what the A@# goes on here? Every- 
body’s beefing about the shoe business when it could be better 


than ever. And we've got the answer. Do you hear me? . . .” 


“Yes, Mr. Desco.” 


“Whatsa matter with the shoe business? Don’t answer that! I'll 
tell you! There’s plenty of dough around. But the customers 
want more shoe for their money. They're entitled to it. I say 
give it to em. Value is the order of the day. In everything. The 
buyers know it. We know it. Right?” 


“Yes, Mr. Desco.” 


“Here we are with four factories. Turning out the best t 4.@/s0- 
shoes in America. Working on pennies. Styled to a turn. Best 
leathers. Wonderful fit. Terrific three, four, and five dollar 
setailers. Honest-to-goodness values. Ain’t that so?” 


“Yes, Mr. Desco.” 


“Why, those buyers ought to be busting down our doors.” 


“Yes, Mr. Desco.” 


But you see ... Mr. Desco.. .” 


“You take some of our customers. Y’know, some of them are 
really smart cookies. One guy sets up a Desco Casual Bar in a 
nice spot in his shoe department . . . he sells our shoes like mad. 
Makes sense, huh?” 


“Yes, Mr. Desco.” 


“That’s what more retailers ought to do. Set up Desco Casual 
Bars . . . pep up their casual departments . . . promote the //@ 
out of our shoes. Then they can really cash in on all that dough 
you're blowing for fancy color ads in a flock of national maga- 
zines. Brand names at a price. Quality at a price! Heavenly 
Shoes, Utopians, Darlin’s. Am I right?” 


March |, 1949 


Mr Desco 


NEW YORK. 





#e 


“Yes, Mr. Desco.” 


“All right, now. You write an ad. You tell those buyers plain talk 
that we got the best + G-~#/~ three, four, and five dollar sellers 
in America, and by @,//**9s we're ready for action. We want 
action. ,We'll give action. The right shoes for the right price at 
the right time, and plenty of advertising. National. Local. Sky- 
writing. Television. Smoke rings. But let’s get action. They want 
action, don’t they? They want to do business. Don’t they?” 


“Yes, Mr. Desco.” 


“You get a big ad ready. Set it up in big black block letters. Smack 
*em between the eyes. Remember now. No long copy. Tell “em 
short and tell "em sweet. Then maybe a few more of those 
retailers will get on the ball. We'll shoe “em how to do a sen- 
sational casual business. Volume. Profit. Turnover. Reorders. 
That’s the language they understand! Right?” 


“Yes, Mr. Desco.” 
But look, Mr. Desco — after all . . .” 


“Yeah. And don’t forget to tell "em Desco. Y’know. Give them 
that business about ‘let’s go (kill °em) with Desco.” 21-07 Borden 
Avenue, Long Island City, New York. Set the sig big. Howzat 
for ad lingo? 

Am I cooking?” 


“Yes, Mr. Desco.” 


“Oh, Mr. Desco. Can I ask you a question? What happens if 
nobody reads the ad? You know how it is, Mr. Desco. Buyers 
are busy these days . . . and sometimes they don’t get a chance 
to read the ads, Mr. Desco. Can you hear me. Mr. Desco? Hello. 
Operator. Operator. Was I cut off ... ?” 
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LOVELY TO LOOK AT 


... that’s why Gallun’s Milwaukee Calf 
is the leather that sells your shoes 


Exquisite best describes the rich, deep color of beautiful 
chrome-tanned Milwaukee Calf. That is why shoes 
made from it have an ineffable air of elegance. 

Moreover, the loveliness of this plump, full-bodied 
leather is further enhanced by the effects of clean 
punching and pinking. 

But Milwaukee Calf offers much more than beauty — it 
offers pleasing comfort, too. For Milwaukee Calf has 
the same delightful suppleness long associated with 
Gallun’s famous vegetable tannages. 

Selling shoes that are both beautiful and comfortable 
helps to build profitable repeat business. So be sure the 
Gallun numbers are checked, when you send in your 
orders to leading manufacturers. A. F. Gallun & Sons 
Corporation, Tanners, Milwaukee, Wisconsin 






Normandie Calf 
hand-boarded, glazed 


Norwegian Calf <4 
hend-boarded grain 





Cretan Calf 
smooth but not glazed 
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~~ MerRYMEN CasuaL.s 





fitted 


March I, 1949 


Manufactured by 
Owens Shoe Co. 
4 Franklin St. 
Salem, Mass. 


with SHUGOR 


Robin Hood and his Merry Men in Sherwood Forest . . . 
we and our friends in modern America... all want 
comfort in our footwear. Merrymen Casuals are 
materially aided by SHUGOR — the 
modern adjustment feature that provides a maximum of fit 
and comfort. Why not insure fit, comfort, and long wear 
with SHUGOR? There is a width and finish to exactly fill 
every requirement. 

THOMAS TAYLOR & SONS 


INCORPORATED 
HUDSON, MASS. 





Designed by 
Ken Post 








TAYLORED -TO-FIT 
nna’ 
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Satisfied customers mearr repeat sales and steady profits. The dealer who sells Dr. A. Reed 

cushion shoes—the shoe with the sole of comfort—is sure his cushion-comforted customers 

will come back again aad again. Pioneered by Dr. Reed more than 5G years ago, these 

shoes feature a unique cushion insole that gives you, for keeps, satisfied customers. 
Accept this invitation. Write for the In-Stock Catalog today. 


*Walker Comfort enjoys real shoe and foot comfort, the kind he gets when he wears Dr. A. Reed 


cushion sole shoes. 


208 W . DrAH Reea 
STILT ELTIEY 
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PROPHECY— 
AND THE PATIENT 





—As the story goes: 


—A well-to-do hypochondriac called her doctor 
with the complaint that she was unable to sleep 
at night, and the doctor advised her to eat some- 
thing before going to bed. 


—"But, doctor,” the patient reminded him, “three 
months ago you told me never to eat anything 
before going to bed.” 


—The doctor thought quickly and then with pro- 
fessional dignity replied: "My dear woman, that 
was three months ago. Science has made tre- 
mendous advances since then.’’ 


—The doctor said a mouthful. 


—How often have we, in the publishing busi- 
ness, found this to be true. 


—The shoe business makes quick changes and 

advances too. 

—It’s a kaleidoscopic business which changes 
with a mere flick of the wrist. 

—-But it’s our job often to predict, more often 
to gather the evidence at hand, sift it, evalu- 
ate it, and on the basis of this process, at- 
tempt to indicate what's coming up. 


—-Unfortunately, three months later, like a 
fickle woman, the industry comes up with 
something else. 


—yYet, despite its fickleness, there’s a thrill 
working for the shoe industry, because it 
keeps us on our toes and always conscious 
that nothing’s for certain until it’s in the bag. 


—And when we pick up a fresh copy of the 
RECORDER and thumb through the pages and 
get a whiff of the printers’ ink, we wouldn't 
change jobs with a king. 


President 
Boor ann SHoe Recorper 
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mothers 
and 
doctors 





insist on 


SUE DKS 


‘SEALE gyotS FON ans WEAR 
ever increasing 

QUALITY plus A CONSISTENT 
NATIONAL AND MEDICAL 
FIELD ADVERTISING CAM- 
PAIGN ... make Jumping-Jacks 


the extra profit line dealers 


need today! 


ROCHESTER 3, NEW YORK 


T, MISSOUR . SKOWHEGAN, MAINE 





















THIS SPRING ee e more than 


Finillion people... 


ncanine HONASHICE NATIONAL 


ADVERTISEMENTS ... with MORE MILLIONS 





to come IN THE FALL, continuing the 


WEINBRENNER PROGRAM 





These are the BONDSHIRE Advertisements you'll see, 
this Spring, in “the average family’s shopping guide”... 


THE SATURDAY EVENING POST 
March 19 ¢ April9 ° 














6 
THE_} AMZ IS RIGHT! 


Take a look at these BONDSHIRE Spring-line num- 
bers. Your own experience will tell you they’ve got it ! 


THE IS RIGHT! 


Three pairs of shoes out of every four 
now being sold are retailing at $10.95 
or less...and that’s exactly where your 
BONDSHIRE line is priced... $10.95 


or less! { 


Don’t miss this Springtime chance of 
a lifetime! Get your full share of the 
millions of BONDSHIRE sales that some- 
body is going to make this year. Build 
up) your BONDSHIRE stocks and keep 
them up. Tie in with local advertising 
over your own store name. And oil up 


your cash register! We’re on our way! 
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The recent furor over large-scale Navy purchases of shoes has no basis 
in fact, according to Navy Department spokesmen. Contracts awarded for 700,000 
pairs of black oxfords several weeks ago were let at this time in order to build 
up "critically low stocks" to what the Navy calls "safe levels." 

Only unusual feature surrounding these contracts was the fact that 
bids were originally asked for on January 3 on lots of 480,000 and 212,000 
pairs, and then because of pressure from some segments of the shoe industry were 
withdrawn. The new invitations to bid called for smaller lots enabling five 
manufacturers to obtain a portion of the 700,000 pair order. 

However, this procedure is not a forerunner of Navy Department policy 
in regard to future shoe procurement. Navy Department officials explained to 
BOOT AND SHOE RECORDER that "these contracts set no precedent in Navy pur- 
chasing," and were designed to help out the manufacturing industry. 

Last year shoes were issued to Naval personnel at the rate of 2.55 
pairs per person on active duty. The current purchases of 700,000 pairs, says 
the Navy Department, are based on this issue rate, on additional requirements 
for the Organized Reserve and the Coast Guard, and on raising the stock levels 
to a safe position. It is further pointed out that, because of the currently 
low stock levels, the Navy may initiate additional procurement of shoes. 


While Navy officials would not comment on statements to the effect 



































six pairs for every man in the Navy, BOOT AND SHOE RECORDER has learned that 
current Navy stocks would not provide anywhere near this number of pairs for 
Naval personnel on active duty. 

As to statements that large quantities of Navy shoes might be 
"leaking" to civilians through Navy clothing stores, Navy officials state that 
this is not necessarily true, but do admit that since personnel from all the 
military services can buy shoes at these stores, issuance of shoes to personnel 
on active Navy duty does not reflect an exact picture of Navy requirements. 

+ &£ & & & 

The severe Winter weather prevalent in the Western part of the 

country has not cut into the cattle population as sharply as had been originally 


indicated, according to the Department of Commerce. 

Livestock deaths were exaggerated as a result of incomplete informa- 
tion. The Commerce Department now reports that losses will be less than 40 per 
cent of what had been reported in mid—January. 

In any case, the American shoe industry will have to depend on a 
larger share of foreign hides and skins to meet its requirements this year. For 
example, 1948 domestic production of bovine hides and skins was 16 per cent 
below that of 1947. For the current year, it is estimated that the decline in 
cattle hide and calf skin production will be less than 5 per cent and for sheep 
and lamb skins about 10 per cent. This is due in large measure to the downward 
trend in the over—all cattle production which has been evident for several 


years. 
It is expected that import requirements for hides and skins will be 
met, despite spot difficulties that are bound to arise during the year due to 
the need for dollars in most foreign countries. 
The Commerce Department also reports that stocks of most raw materials 
needed by the shoe industry are low. Much of the hesitancy on the part of 
buyers of leather is laid to the uncertainty surrounding the movement of prices 


this year. The Department further reports that tanners are meeting acute 
[TURN TO PAGE 108, PLBASE} 
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On every campus we checked, men are going 
BOOT-CRAZY. Turned up Jeans, Levis, 

and slacks call for a new kind of footgear 
so Freeman stylists combined all of the 
“MUST” features in the design of the new 


FREEMAN JOPPERS 


to retail at $1195 


First orders will be shipped March 25, 
“Cover” on JOPPERS now to get earliest 
possible delivery. It’s going to be hard 
to keep them IN STOCK. 

B 6/12, C 5/12, D 5/12 


Your Cost $7.15 





No. 528 Brown Bootskin .. . 
Heavy gauge soles... 
10/8 Leather Heels. 


Its a FREEMAN Shoe 


FREEMAN SHOE CORPORATION e BELOIT, WISCONSIN 
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Shoemakers Since 1874 


Tweedie Footwear Corporation Jefferson City, Missouri 
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DR. CHARLES M. EDWARDS, 
JR., dean of the School of Retailing. 
New York University, says: 

“After you have weighed the sev- 
eral factors that point, on one hand. 
to recession and, on the other. to 
prosperity, you can draw your own 
conclusions about what will happen 
to your business in 1949. Strangely, 
no matter which result you predict 
for your store—a profitable or a 
profitless year, you can bet safely 
that you can make your prediction 
come true. Without doubt. the fate 
of the retailing business in 1949 is 


in the hands of the retailers them- 
selves. The retailing business in 
1949 will be what retailers choose 
to make it! 

“How effectively will retailers 
meet the challenge that lies ahead? 
To this question there is. of course. 
no single right answer. Results will 
vary from store to store more 
widely than at any time for several 
years. Some resourceful, progres- 
sive merchants will rise to the oc- 


casion and will forge ahead. But 


many less - resourceful merchants 
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who scare easily will fall behind. 
Already the timid souls have begun 
to talk and to think hard times. 
Soon, if they don’t watch out, they 
will be forced to live hard times... 

“How best may retailers sell more 
goods in 1949? Without doubt, the 
first step that retailers. individually 
and collectively, must take is to 
recognize and to acknowledge the 
full significance of the selling func- 
tion. From time immemorial, re- 
tailers have been squandering stag- 
gering sums of money and have 
been ‘muffing’ glorious opportun- 
ities by failing to attach proper im- 
portance to—and to devote proper 
study to—the selling function. They 
have relegated selling to a stepchild 
role, even though selling is one of 
the two basic and indispensable pur- 
poses of every retail business. 
Stripped of its frills, a retail store 
exists for only two reasons: to buy 
and to sell. Which of these two is 
more important? I defy anyone to 
show that either is of more conse- 
quence than the other. A store can- 
not sell unless it buys: but it also 
cannot buy unless it sells. This 
should be axiomatic. Nevertheless, 
most retailers are so impressed and 
so enamored with the notion that 
they are ‘purchasing agents for their 
customers’ that they over-emphasize 


buying and neglect and bungle 
selling. 

“When you awaken to the true 
importance of the selling function, 
you should then take several steps 
to increase the effeciiveness of your 
selling efforts through advertising, 


display and personal salesmanship.” 
* * * 


TOM BROWN, owner of Tom 
Brown Bootery, Scranton, Pa., says: 

“The best solution I know for the 
problem of increasing the pairage 


a 


ae voeerony/ , 
of men’s shoes sold is to stress vari- 
ety and novelty. Men are usually 
conservative in their buying habits, 
tending to buy shoes similar to those 
they already have. Left to follow 
that psychology, it is only natural 
that they should wait until a pair of 
shoes is almost worn out before buy- 
ing another pair. But, catch their 
fancy with a pair of shoes which of- 
fers something different from what 
they have and there isn’t the same 
sales resistance. 

“The way we handle it is to buy a 
comparatively large percentage of 
styles that are new and different. We 











er 
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feature these in window displays, 
where they catch the eye because of 
their novelty. Men form a habit of 
noticing what new styles we are 
showing and many of them come in 
and buy a pair—not because they 
need them but because they like 
them. A man can get a lot more 
enthusiastic about a pair of shoes he 
really likes than a more ordinary 
style which he has seen for years. As 
a result, we often sell a pair to a 
man who is wearing new shoes. 

“Few men are tempted to buy an 
extra pair of conventional models 
unless there is a considerable price 
incentive. But they are more easily 
induced to buy shoes which give 
them something they didn’t have be- 
fore—another style.” 


= * * 


WE QUOTE from /nternational 
Shoe Fashions, published by The 
Shoe and Leather News of London. 
England, some of the opinions by 
British shoe. manufacturers about 
the Spring and Summer season: 


“Geoffrey Coe of James Southall 
& Co., Ltd.: 


“*‘The fact that fashion is dictated 
as it is, by problems of supplies of 
materials and suitable labour makes 
it almost impossible at the present 
time to give a reliable forecast. W hat- 
ever else we are able to make from 
the materials available, court shoes 
are sure to capture the popular fancy 
and are the safest type to rely on. 
These will not be confined to the 
plain model, with or without orna- 
ment. I think the vamps of court 
shoes will be moderately open either 
by perforations, cut-outs or strap- 
ping 32”? 

“Phillip Hutton of The Hutton 
Shoe Co., Ltd.: 

‘It’s my opinion that shoes will 
go higher and higher. Femininity is 
the keynote. Designs must remain 
simple for topgrade shoes.’ ” 

“Geoffrey N. Holmes of Edwards 
& Holmes, Ltd.: 

“*Undoubtedly the low heeled san- 
dal with the chunky rubber sole and 
the generally accepted wedge and 
platform casual will hold _ their 
place.’ ” 

“G. C. Hutchings of G. F. Hutch- 
ings & Co., Ltd.: 

“<*Spring and Summer 1949 will 
bring many changes in footwear 
fashions. The biggest change being 
in the wide variety of styles. While 
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court shoes will maintain their posi- 
tion as the leading light, they will 
vary from the very low cut front to 
high over the instep.’ ”’ 


“Edward Rayne of H. & M. 
Rayne, Ltd.: 

“*The range of shoes for Spring 
will be largely dependent upon the 
availability oj materials and in view 
of the present unsettled and unpre- 
dictable position with leathers, I feel 
that linens and gabardines. etc.., 
sometimes combined with de, will 
receive a larger promotion than in 
recent years.” ”’ 


“W. F. Dacombe of Church & Co.., 
Ltd.: 


““*The demand for what can be 
called tailored classics in. women’s 
shoes has never been so strong as 
for this Spring. Buyers are asking 
for trim Courts with smart leather 
Cuban heels. primarily in calf.’ ”’ 

* * * 
SHOES MADE NEWS, in a recent 
A.P. dispatch to the NEW YORK 
SUN: 

“Boston City Hospital internes 
received assurances that they won’t 
have to sell their blood any more 
to buy shoes. 

“Mayor James M. Curley has ap- 








proved a salary scale ranging from 
$300 to $900 a year for younger 
internes. Previously, only fourth 
and fifth year internes were paid. 
The young internes complained at 
a mass meeting that they had to sell 
their blood to blood banks to ob- 


tain money to purchase shoes.” 
* ae * 


CHARLES GOODSITE, shoe buyer 
at Rosenbaum’s, Elmira, New York, 
says: 

“Let’s hope that this year manu- 
facturers wake up and give us styles 
which will really sell shoes. 

“There is little reason why the 
factories should not forget their 
wartime practice of restricting the 
number of styles. While new pat- 
terns cost money to make, they could 
be tried out at practically no cost. 
If certain models didn’t bring sufh- 
cient orders, they need not be man- 
ufactured. 

“I feel optimistic about business 
prospects for the immediate future!” 


“Look, I'm noticing your new shoes now." 
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THE joint public relations program 
of the National Shoe Manufactur- 
ers’ Association and the National 
Shoe Retailers’ Association, under- 
taken last September with forma- 
tion of the National Shoe Institute. 
has entered a new phase with insti- 
tution of a series of public rela- 
tions-promotion aids for individual 
retailers. 

The first of these aids—news- 
paper and radio material for place- 
ment with local newspapers and 
radio stations by the dealers them- 
selves, accompanied by instructions 
on basic publicity practices—has 
been mailed to retailers. Other mate- 
rial is in preparation. 

Fermation of the National Shoe 
Institute was the first step of the 
public relations pregram adopted 
by the Joint Promotional Commit- 
tee of the two associations after J. 
Walter Thompson Company was 
retained as public relations agency. 
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Shoe Institute Program 
Enters New Phase 






Fashion photos like these are supplied to 
newspapers and magazines as part of the 
National Shoe Institute’s public relations 
program for the shoe industry. In addition, 
newspapers receive factual material about 
shoes and the shoe business and the insti- 


tute will supply releases to shoe retailers 
for publication in local papers. 


Institution of a Series of Public Relations Promotion 
Aids for Individual Retailers Undertaken by National 
Shoe Institute, Joint Program of NSMA and NSRA. 


It was felt that an institute could 
best represent the common effort 
of retailers and manufacturers to 
promote the general welfare of the 
entire industry. 

The institute was introduced to 
New York business writers of the 
newspapers, syndicates, wire serv- 
ices and national business maga- 
zines shortly before the National 
Shoe Fair and was also represented 
to similar writers attending the 
Fair in Chicago. 

The second step, chronologically. 
in the program laid down was to 
increase the amount of publicity 
which could be obtained from the 
Shoe Fair. This was done. with 
the result that the Shoe Fair re- 
ceived full coverage in the Chicago 
newspapers, national wire services. 


syndicates and individual news- 
papers and business news maga- 
zines. Both fashion and business 


In ad- 


dition. four radio programs and a 


news sections were covered. 


television broadcast were centered 
around news of the Fair. 
Immediately after the Fair, the 
newly established institute em- 
barked on the third phase of the 
program, which was delayed mere- 
ly because of the necessity for con- 
centratine first attention on the 
Fair. This phase, the backbone of 
the entire program, involved de- 
velopment of a continuous flow of 
news about shoes in all media. It 
was begun with publication of two 
Fact Sheets, one aimed at business 
editors. the other for women’s page 


[TURN TO PAGE 102, PLEASE] 
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TuIs is a year when the shoe business stands in need 
of all the good effective promotion it can possibly get, 
and one of the important elements in shoe promotion 
is leather. It has often been said that the public tends 
to take shoes too much for granted. Undoubtedly there 
is a great deal of truth in this statement, but it is even 
more true. perhaps, that the public takes leather for 
granted. It doesn’t fully realize what a wonderful 
product it really is, what useful service it renders as a 
shoe material. Least of all does it fully appreciate the 
beauty and fashion appeal of the fine leathers that are 
being produced in American tanneries today. 
American women, by and large. are lamentably lack- 
ing in education about leathers. Most women know a 
great deal about the fabrics they choose for their dresses. 
but relatively little about the leathers that serve them 


so well in their shoes. This situation is understandable 
in a way, and we don’t know that anyone is to blame 
for it. But we do think it ought to be changed and we 
think the shoe retailer and his salespeople are without 
doubt the people who can do more than anyone else to 
educate the public on the subject. 

One way to do this would be to say more about 
There is 


a year-round demand for practically all leathers, but in 


leathers in shoe advertising and promotion. 


women’s shoes, at least, there are certain leathers that 
fit into the fashion picture more logically and naturally 
in Autumn, Spring or Summer. By putting extra pro- 
motional emphasis on them at those seasons it should be 
possible to increase pairage of shoes sold. There are 
also, of course. occasions and purposes for which certain 

[TURN TO PAGE 104, PLEASE] 


Make Leather Sell That Extra Pair of Shoes. Show Your Customer the Fashion- 
Rightness of Soft, Light Leathers for Hot Weather and Sturdy, Warm Ones for 
Cold, Rough Days. Show Her, too, That Certain, Leathers Are Suited to the 
Patterns and Colors That Belong With Certain Seasons. 























Dramatic Themes 


PLENTY has been said on the subject 
of color coordination. Others have said 
it. We have said it. Color will always 
be a basic and vital factor in styling 
and selling shoes and accessories to go 
with each other and with clothes. With 
every new season tanners are bringing 
out more lovely colors, more perfectly 
matched. 


But color isn’t everything. If it is 


Left: Bamboo calf in smart- 
ly designed bag by Richard 
Koret, worn with a tailored 
suit by Philip Mangone. 





ACCENT LEATHER 


IN ACCESSORY SELLING 


Color, Surface, Silhouette and Type 


for Promotion of 


Shoes and Accessories 


pretty or unusual it catches the eye 
first. Material comes second, on closer 
examination. Watch a man or a woman 
who knows quality when they are buy- 
ing clothes. They finger the wool and 
silk and touch the leather, holding the 
garment, shoe or bag to the light to 
see what it is really like. 

In leathers women are conscious of 
certain differences in appearance and 
feeling. They recognize the appro- 
priateness of different leathers for dif- 

[TURN TO PAGE 108, PLEASE] 












Smart ensemble in taupe calf. Shoe from Tweedie, 
bag from Coronet, umbrella from Lusterman, Seldis. 









Avocado Green, fresh, soft 


and Spring-like in suede. 
The shoe from Laird Scho- 
ber, bag from Albert Wald- 


man, belt from V ogue. 


Below: Red, green, blue and yellow kidskin make striking 
coordination theme in this sandal from Mel Preston and bag 
from Miller-Penn. Two Schaffer belts pick up the yellow 
and the red. A blue or green belt could also be worn. 


Black patent lea- 
ther, crisp and 
sparkling. The Ca- 
mellia Pump from 
I. Miller, piped in 
white. Bag from 
Alan Miller. Wide 
belt, Vogue. Nar- 
row belt, Schaffer. 
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THE 


“Continental” am 


Broader in Last, Bolder in Detail, the Straight Outside 
Edged Continental Is Not Necessarily a Heavy Type. 


Left: Freeman Shoe Co. styles the Continental in a boldly detailed 

sports brogue. White and tan calf give a lighter look to the pattern. 

Below: Jarman, Division of General Shoe Corp., plays the Conti- 
nental across-the-board demonstrating its versatility. 





for selling the sturdy-looking shoe to the consumer and 
the Continental last, trim or pattern, (actually it is all 
three) seems to have the requisite eye-appeal, the distinc- 
tion and character necessary for the job. The Continental, 


THe controversy over the merits of “heavier-looking” 
shoes has finally settled down to a reappraisal by both 
manufacturer and retailer of their long-term value to the 
industry. Both agree that after the selling experiences of 





last November and December, with their young man’s 
buying strike, we have over-reached ourselves in our de- 
sire to give the public heavier-looking shoes and in our 
over-simplification of the patterns on which those heavier 
types were made. 

To the “Continental” now may fall the responsibility 


so named because it was first brought to America by 
European visitors shortly before the war, is admittedly a 
copy of the shoes they wore. Its origin is variously at- 
tributed to Belgian and French bootmakers. If memory 
serves us right, it appeared first about 1939 and was the 

[TURN TO PAGE 110, PLEASE] 





Left: Interesting alligator 
wing tip on a calf boot with 
colorful inserts from Acme 
Boot Mfg. Co. Right: H. J. 
Justin & Sons’ famous brand- 
ing-iron boot shown with 
one of their more conven- 
tional models. 


COWBOY BOOT 


BONANZA... 


Acknowledgment is made to Monsanto Chemical Co. 
and its publication, Monsanto Magazine. for source 
material used herein, derived from an excellent article 
entitled “Boots”, contained in the December 1948 issue. 


Below: Two attractive styles, the left from Acme, the 
right a Gene Autry Boot from Graham Brown. 
Best object lesson we have seen on the all-im- 
portant matter of “How To Create An Extra 
Sale” is the case history of the cowboy boot 
industry. Some thirty years ago, cowboy boot- 
making held every indication of joining the 
ranks of those colorful, but fast vanishing 

American crafts. 

The cowboy boot industry, like the buggy 
whip business, was on the way out, and for 
precisely the same reason. The automobile was 
fast replacing the horse on the farm and on the 
range, and the few pairs of cowboy boots being 
produced were negligible and unworthy of at- 
tention, save as relics of the romantic West and 
museum piece examples of American shoe- 
making. 

Thirty years later, with more automobiles by 
the millions and fewer cowhands than ever, the 
production of cowboy boots in 48 was some 
50 or 60 times greater than it had been a quar- 
ter of a century back—showing what can be 
done with a promotional item that has a real 
idea and a bit of romance for background, and 
behind which has been placed consistent, even 
though limited promotion. 





A. E. Nettleton Co. brings cowboy boot styl- 
ing to this strap jodhpur pattern to make a 
dress-up low boot. 


by JOHN REILLY 





Wuo buys this fabulous amount of specialized foot- 
wear? What is the appeal of this definitely “extra 
pair shoe” which, at best, has the most limited kind 
of use? Why is it that when other branches of the 
industry find resistance to specialized types of shoes 
and constructions, to certain styles, and to hard-to-fit 


shoes when price seems to be all-important, that the 


sale of cowboy boots continues to boom? Certainly 
here is a promotional phenomenon which warrants 
the closest scrutiny. 

For the cowhand riding the range, the cowboy boot 
must”. But the number of cowboys 


still remains a “ 


and horse-wranglers, for the past quarter of a century. 
has been decreasing steadily. 

Contrary to the widely accepted opinion among shoe 
men, cowhands and cattlemen insist that, properly 
fitted, the cowboy boot is orthopedically correct and 
an extremely comfortable shoe. They point out that it 
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John A. Frye Co. uses 
Spread Eagle and Blue 
opalescent metal studs in 
Bonnet designs in their 
new line of cowboy boots 
for children and adults. 


Colorful Western styling 
features the twe Nocona 
Boot Co. patterns at left. 
To the right is Goding 
Boots, Inc., new nailhead 
decoration used on bright 
colored inserts. 








(| Bonanza... 


Profits Boom as Cowboy Boot Selling Hits the 
Mass Market — Men, Women and Children 


in All Walks of Life Turn to Colorful, 


Comfortable Western Footwear .. . 


Illustrated below, patterns left to right: 

Gene Autry, Lone Ranger from Endicott 

Johnson, Goding Boot Co. and another Lone 
Ranger style. 


Left are two beautiful boots 

from C. H. Hyer. Note the 

hand worked sterling silver 
heel plate and tip foxing. 


Right are two patterns from 
Stewart Romero Boot Co., 
above a Salinas, Jr. style and 
below rich red calfskin used 

with a butterfly underlay. 


From Old Mexico, Fort Worth Boot Co. imports the 

two patterns illustrated above. At the right is Boot- 

Ster’s Roundup, gay Western style boot top which fits 

over a child’s conventional shoe, and their kindred 

item, Boot-Ster spurs to be sold with them or as a 
general cowboy boot accessory. 








Attractive and modern in appearance, the store caters mostly to children. Ceiling is of celotex 
to add to the customer’s comfort, while sofas are upholstered in beige leather. 





EXPERT FITTING 29 SERVICE 


“TAKE a child by the hand and you take a mother by 
the heart,” says Jack Hart, owner of the Jack Hart 
family shoe store in Los Angeles, Calif. Substantiating 
this is the large amount of come-back patronage from 
grateful mothers whose children were fitted carefully 
and properly. And even though many customers move 
to communities outside the store’s normal trading area, 
such as Pasadena, North Hollywood, Long Beach, and 
Santa Monica, they travel the 20 or 25 miles for this 
expert fitting service. 

When the store first opened on Pico Boulevard near 
Robertson Boulevard 15 years ago, this section was con- 
sidered a veritable outpost of Los Angeles. The small 
store had a long, uphill struggle, but along with the city, 
it grew and expanded to such an extent that Jack Hart 
decided to move into larger and more comfortable quar- 
ters about two years ago. This new location at 8842 
Pico Boulevard is only a few doors West of the old store. 
Although it is a new and ultra-modern establishment, the 
original policy of giving the proper fit has not changed. 

The store’s success and outstanding reputation can be 
attributed to three important factors: quality merchan- 
dise, expert fitting and service. Since its inception, the 
store has featured only the very best quality merchan- 
dise of standard brands in a price range that is well 
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within the buying power of the average family. 

“I would rather lose a sale than attempt to sell a pair 
of sub-standard shoes. My customers have confidence 
in me, and I will not lose their faith by selling them 
inferior shoes,” says Jack Hart. Even during the war 
years when good shoes were hard to get and customers 
would gladly accept any grade of footwear, the store 
steadfastly observed and practiced this policy. Not only 
did this enlist the admiration of the patrons, but also 
it added greatly to the prestige of the store itself. 

This suburban store feels that functional fitting shoes 
are of prime importance in a child’s life, because active 
children need shoes which will guide them to proper 
posture to insure good health. 

“We know ourselves and we have definitely proven 
to the satisfaction of our patrons that a good pair of 
children’s shoes, well-fitted, is far cheaper in the long 
run than falsely economizing with shoes bought from a 
price angle,” Mr. Hart says. 

Children’s shoes, from first-step through those worn 
by high school students, comprise three-quarters of the 
store’s volume, while 25 per cent is made up of sales 
to the parents. Young men, who have learned to rely 
upon the store’s judgment, are often patrons from child- 
hood to manhood. Manager Sol Shapiro is continually 
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amazed at how many young men come back again and 
again. “They remember the careful and thorough fit- 
ting they received as youngsters. They have confidence 
in us, because we have given their feet good care plus 
giving them good-looking shoes for many years.” he 
said. 





The store is a beehive of activity any afternoon when 
school is over and on Saturdays as well. No matter how 
busy the store may be, however, the three salesmen, who 
are specialists in proper fitting, spare no effort or time 
f in making sure that the children obtain the right fit in 
the right shoe. These salesmen realize that the parents 
are entrusting them with the care of their children’s feet 
and that their efforts will be appreciated and remem- 
bered through the years. 


In order to achieve the right kind of fit, men’s, 


Children’s department is both comfortable and 
attractive. Note the glass brick wall at the rear, 
women’s and children’s feet are carefully checked for the shadow boxes on the walls. 


correct size, the type of shoe which is best for their 
kind of foot, and for any foot defects which may neces- 
sitate corrections. 


plete index file is kept of these corrections, while con- 
stant checking keeps us informed as to what progress 


: f and how much help the corrective shoes have given the 
that is, a normal child who may be in need of a small hil. And the results are always gratifying. And,” Mr. 


adjustment,” says Manager Shapiro. “Prescriptions Shapiro said, “we sell style shoes to teen-agers only if 


from orthopedic doctors and leading pediatricians are we feel that they do not need corrections and in cases 
conscientiously followed and filled accurately. A com- [TURN TO PAGE 104, PLEASE] 


ser CHILDRENS SHOE BUSINESS 


The Jack Hart Shoe Store in Los Angeles Has Established an 
Enviable Reputation for Offering Correct Fit, Good Service and 
Quality Merchandise. Here's How It Was Done. 


“We cater to children who need a slight correction: 









Perpendicular treatment of ex- 
terior display windows creates 
interest in the shoes displayed. 
The store attracts neighborhood 
customers who return again and 
again for careful fitting. 
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Men’s shoe win- 
dow uses back- 
ground of pastel 
materials, Use 
new patented 
pleater which 
forms drapes 
quickly and 
easily. Cut out 
a tree and signs. 
Wood grain can 
be pasted on or 
painted. Hang- 
ing ivy leads to 
descriptive 
signs. 










by BEN WALTERS 
Walters Display, Inc.. New York 















The author will answer inquiries 
on window display problems. All 
such inquiries should be addressed 
to Mr. Walters, c/o Boot AND 
SHoe Recorper, 100 East 42nd 
Street, New York 17, N. Y. 
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Use cut-outs for para- 
chutes, bunnies and Easter 
egg. Use ribbons for trim- 
mings, bows at bunnies’ 
necks. Grass mats can be 
used for floor covering. 
Bunny at left holds copy. 























Above—Early Spring window is gay and 

pastel in color. Cart is cut flat and away 

from the wall. Flowers are stapled to a 

small sheaf nailed on to the background. 

Butterflies are cut out of paper. Wheel is 

cut separately and placed a little forward 
from the cart. 








Below—Picture background is flat and one 
piece, painted to add perspective. Silhouette 
in the back is painted flat; forward figure is 
cut out and placed away from the panel. 
Deep green or magenta figures are arresting. 
Background should be simple and soft pastel. 








One merchant commented, “Never 

able to buy shoes shown in the 

magazine advertisements until the 
season is over.” 


CONTINUING the analysis of the 


survey of retailers’ opinions on 


window display and promotional 
material supplied by shoe manu- 
facturers to their dealers, which 
was begun in the issue of Febru- 
ary 1, replies to the RECORDER'S 
questionnaire showed that the re- 
tailers went to town on the ques- 
tion, “What do you expect the 
manufacturer to supply at no 
charge?” They asked for every- 
thing but the kitchen sink! The 
biggest percentages were registered 
on window cards, price tickets and 
mats. As an example of the variety 
of items expected, here’s the com- 
plete list: backgrounds. electric 
signs, panels, catalogs. posters. 
stuffers, reprints, blowups, counter 
signs, fixtures, folders, banners, 
streamers, name plates, seasonal 
aids, leather samples, shoe horns. 
suggestions, and one retailer said. 
“Plenty.” Several expected every- 
thing and several expected nothing. 
It all points again to better and 
more cooperation between the re- 
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Top Rating 


Part II of a RECORDER Survey 


Shoe Retailers Have Definite Opinions on the Types 
of Selling Aids Which They Want Manufacturers to 
Supply Them. 


tailer and the manufacturer as to 
the items needed. 

On the other hand, here are the 
things manufacturers do or fail to 
do which retailers don’t like. Head- 
ing the list was the failure of manu- 
facturers to supply mats of shoes 
purchased in time for the retailer 
to use them in his advertising. 
Other included: too 
many small cards, price tickets, 
large signs. large cards, too many 
cards, too many displays, posters, 
blowups, streamers and so forth, 
which just goes to show the differ- 
ences of opinion on the matter. A 


complaints 


very few indicated complete satis- 
faction with all material received. 
It must be explained in this con- 
nection that not every item men- 
tioned was objected to by every 
retailer. Some objected to just one 
items, others to several. 
Here’s what some of them had to 
say: “Allow retailer enough cards: 
window displays, folders, etc. in 


or two 


proportion to the amount spent by 
the retailer on shoes from the manu- 
facturer.” “Fewer price tickets and 
fewer small window cards that are 
never used is my gripe. I’d like 
larger and more attractive cards 
that arrest attention with sales ap- 
peal.” “Don’t send so many of the 
same card or material.” “Make 
signs, price tickets and displays 
neat. Better material and maybe 
not quite so often, also have it at 
the dealer’s in time for the national 


advertisements.” 
said, 


But one retailer 
“Continue giving us nice 
cards, banners, price tickets and 
records for radio time.” 

Mats, window cards and price 
tickets headed the list of advertis- 
ing materials retailers like to re- 
ceive from shoe manufacturers. 
Other items included backgrounds, 
fixtures, posters, direct mail folders, 
reprints, and again, mats for shoes 
purchased. 

To the question, “Are you open 
for complete window display sug- 
gestions and materials from the 
manufacturer, or do you prefer to 
incorporate some of their material 
in windows that represent your 
own ideas,” 69.2 per cent indicated 
that they preferred to incorporate, 
and 30.8 per cent were open for 
suggestions. These answers empha- 
size the importance of having the 
manufacturer consult the retailers 
on their basic ideas and needs for 
window displays. As another re- 
tailer put it, “Consult the dealers 
first as to what window displays 
they need.” And this one said, with 
a reprimand, “Have the manufac- 
turer’s advertising men study the 
small business man’s needs by get- 
ting out of his office and into the 
stores.” Another 
pounded home the same thought. 
“Suggest closer contact between 
manufacturer and his dealers either 
through good reputable salesmen or 

[TURN TO PAGE 104, PLEASE] 
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ROADWAY : “ \ the leather that makes ROADWAY a 


@ Rhythm Step Shoe ae, : best seller in the Rhythm Step Line 
by Johnson, Stephens 4 . 
& Shinkle, St. Louis, Mo. 


CARA is an Evans quality kidskin, shrunken by a special, laboratory con- 
trolled process to give it an interesting crepey texture and limited natural 
elasticity that makes it conform comfortably to the foot, yet hold its shape. 


Versatile Cara comes in colors, too, takes to elasticizing like a duck to water, 
and adds richness and distinction to shoes of many types. May we send you 
color swatches? 


JOHN R. EVANS & COMPANY - CAMDEN - NEW JERSEY © EST. 1857 
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“During the war, I never could look upon the conflict impersonally. 
I believed that the nations which stood for human good and men’s 
rights were confronted by an evil conspiracy with which no com- 
promise was possible. We were engaged in a crusade to preserve 
human rights. As we now realize, this crusade against oppression 
is not over. Each generation of Americans has to learn that freedom 
must be won in its own way and time.” 


From a letter written February 3, 1949, 
by Dwight D. Eisenhower, president of 
Columbia University, to the alumni of the 
university. 


Commodity Prices and Shoes 


THE shoe and leather trades are keenly interested in 
the downward trend in commodity prices that developed 
during January and February. They are concerned 
about it for two reasons: First, because of the direct 
effect that lower hide and skin prices would have, if 
maintained for any considerable period, on leather and 
shoe prices and, second, because of the reaction on 
these industries in the event that the recent fall in a 
broad list of commodity prices should prove a fore- 
runner of a general business recession. 

There is also a third angle from which the com- 
modity price drop might influence the shoe trade, 
namely, through the effect that it is likely to have on 
the psychology of the buying public. People read of 
a severe shakeout in the prices of farm commodities, 
hear discussions of radio commentators who glibly 
quote from government sources that meat prices are 
due for a decline, and naturally they wonder how soon 
and to what extent leather and shoes will follow suit. 

The immediate psychological reaction to these market 
developments is reflected already in the action of the 
Senate Banking and Currency Committee in planning 
hearings to find out, in the words of its chairman, 
Senator Maybank of South Carolina, why the general 
cost of living has declined very moderately despite 
severe breaks in some farm prices. To the average 
well informed business man there is nothing mysterious 
about that. The New York Times has answered the 
question in an editorial in which it said: 

“Speaking generally, the answer to this does not 
have to wait on such (Senate Committee) hearings. 


70 


It is explained by the fact that the price behavior of 
a few sensitive commodities and the behavior of the 
so-called cost-of-living index are, at most, but distantly 
related. Commodities are bought and sold in the pri- 
mary markets on the simple basis of demand and sup- 
ply, with emphasis on the future. Their prices are little 
affected by past events, which dominate the cost of 
living index, nor do they include such a complexity 
of elements as rentals, wages and all the other items 
that enter into the costs of processing and distributing 
at the retail level in the nation’s urban centers. Move- 
ments of the cost-of-living index invariably and neces- 
sarily lag far behind those in the sensitive commodity 
markets.” 

It is a far cry, as every tanner knows, from the 
sale of a hide in the raw stock market to the delivery 
of the leather, and all of the accumulated costs of the 
complicated processes of tanning and finishing enter 
into the price of the finished product. After that come 
the costs of shoe manufacturing. transportation and 
retail distribution, all of which form components of 
the ultimate price the average American must pay for 
the shoes of his choice. Up to this writing, nothing 
has happened or seems likely to happen in the immediate 
future to change or modify to any considerable degree 
that cost picture. As a matter of fact, despite the sharp 
February break in the hide market, declines amounted 
to very much less than those recorded in some of the 
other commodities. 

More serious, from the standpoint of the shoe retailer. 

[TURN TO PAGE 118, PLEASE] 
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Because it provides the utmost in rigidity, 


the Vita-Tempered APEX shank with either Vita-Tempered 


two or three ribs is first choice for work STEEL SHANKS 


shoes and other heavier types of footwear. are Tough, Hard, Uniform 


e Fit like master models 
e Clean, ready to use 
fitted to the shoe manufacturer's run of lasts. e Preserve balanced tread 


And, like all United shanks, the APEX is 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Character cannot be weighed on a scale; neither can the real value in a piece of 
leather. The Northwestern Leather Company, after fifty years of business life, makes a 


modest and justified claim to a measure of success in the manufacture of fine leathers. 
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Starting with the best materials and facilities available in 1899, under progressive 


leadership, Northwestern has kept pace with modern scientific progress. Two 
requirements have been the basis for Northwestern’s continued success — 
character and capability. These are the necessary qualifications for membership 


in the company, from youngest beginner to president. 


As this milestone is reached, Northwestern moves on to the next half century 
with full confidence and determination to maintain leadership. With a salute to 


the past and a hail to the future, we announce our golden jubilee. 


NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 


LEATHER § 


rr LL NORTHWESTERN TANNAGES 











J. S. BARNET & SONS, INC. 


BOSTON e MASSACHUSETTS 

















Estimates of cattle losses resulting from recent storms and severe weather have been exag- 





gerated, in the opinion of Julius Schnitzer, chief of the Leather and Textile Division of the 
U. S. Department of Commerce. He believes animal deaths were smaller in number than first 
reports indicated and that many of the hides from frozen animals will be salvaged. Here 
Indians from Pine Ridge. S. D.. reservation skin carcasses of livestock that perished in storm. 


Leather Demand Seen Limited 
By Current Price Conditions 


Department of Commerce Division, Chief Cites Com- 


petition from Other Materials in San Francisco Talk. 


SPEAKING before the Western States Meat Packers 
Association at its meeting at the Palace Hotel in San 
Francisco on February 11, Julius Schnitzer, chief of 
the Leather and Textile Division of the Department of 
Commerce, predicted that bovine hide and skin produc- 
tion in this country in 1949 will be less than 5 per cent 
under that of 1948 and that the United States will be 
able to import in sufficient quantity to take care of 
actual hide and skin requirements. 

Mr. Schnitzer suggested the possibility that there may 
be a change in Argentine policy relative to raw mate- 
rials exports in the near future. The impact of ECA 
purchases will be less in the fiscal year 1949-1950 than 
during the first year of ECA operations, he predicted. 
He believes estimates of cattle losses due to recent severe 
weather have been exaggerated. 

Mr. Schnitzer referred to the decline in leather sales 
in 1948 which he felt was due to price resistance and 
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expressed the belief that prices will be the important 
factor in determining the volume of leather consumption 
during 1949. He said in part: 

“It is my opinion that the prevailifig estimates of 
losses of cattle from the severe weather which prevailed 
ia many of the important producing states have been 
exaggerated. I believe that later reports will show the 
animal deaths at a much smaller total than was first 
reported. Furthermore, there is no doubt but that many 
of the hides from the fallen animals will be salvaged 
and brought to market. These hides and the regular 
slaughter during the year will bring the total bovine 
hide and skin production up to almost the same as in 
1948, so that if there is any decline, it will be less than 
5 per cent. 

“Sheep numbers have also declined in recent years, as 
has slaughter. Production of sheep and lamb skins in 

[TURN TO PAGE 102, PLEASE} 
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Cattle grazing in Summer. Herd of pure-bred Herefords in pasture at Pines Ranch near Bitterroot National 
Forest. U.S. Forest Service photo. 


SHOES so LEATHER--FALL, 49 


The Semi-Annual Leather Show, to Be Held at the Waldorf-Astoria 
Hotel, March 8 and 9, Has a Special Significance to the Shoe and 
Leather Industries This Season. This Article Explains Why. 


by IRVING R. GLASS 


Executive vice-president, Tanners 
Council of America 


WHILE the importance of the semi-annual Leather 
Shows in New York is taken for granted, the event 
March 8 and 9 may well have a special significance to 
the leather and shoe industries. The showing of Fall 
and Winter leathers comes at a time when the uncer- 
tainties of recent months have deepened, the general 
economic outlook is confused and serious questions have 
been raised in many industries. It is inevitable that 
such questions should also be apparent in the leather 
and footwear industries. The coming show may well 
bring to the foreground specific facts about the position 
of the leather and shoe business which could dissipate 
unjustifiable pessimism and provide the groundwork 
for sound and healthy thinking. 
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For more than two years the watchword of caution 
has been emphasized and repeated throughout the shoe 
and leather trades. Spokesmen for these industries have 
again and again called attention to the danger of in- 
flationary developments, to the risks of mounting costs 
and the aftermath of high prices. Few other industries 
have been as cognizant of basic problems in the immedi- 
ate postwar years. Can it be expected, therefore, that 
the position of shoes and leather has remained inherently 
sound, that these industries have managed to steer clear 
of most postwar shoals? A factual examination of the 
current situation must bring an affirmative answer. 

It is true that the shoe industry has not followed the 
course which optimists charted after the war. Oppor- 
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tunities presented by abnormal circumstances, oppor- 
tunities to revitalize consumer thinking about shoes have 
not been capitalized. On the other hand, in neither the 
shoe nor leather business can there be found any sign 
of current excess, any indication of huge disproportions 
between supply and demand. There are some unbal- 
anced spots, here and there inventories have increased, 
but generally these are of minor importance in assessing 
the over-all position. 

One set of facts is both pertinent and timely. During 
the past two years production averaged some 466 million 
pairs. On a per capita basis, using the figures of pre- 
war years when national income, living standards and 
business activity were lower, output should have allowed 
a minimum of 450 million pairs annually. Actual con- 
sumption measured by retail sales probably did not even 
reach this minimum in 1948 or 1947. However, the 
net difference between minimum consumer requirements 
and actual production has not been large in pairs. A 
good part, if not all the difference, was in fact required 
to restore working inventories of manufacturers and re- 
tailers. Consequently, the shoe industry is far from 
being vulnerable in the sense of having filled pipelines 
to excess or having borrowed any considerable produc- 
tion from the future. 

A similar condition obtains in the tanning industry 
where limitations of raw material supply have prevented 
production from outstripping requirements. Tanners 
have faced. and still do, serious supply handicaps, al- 
though they have managed to fill national needs. Diffi- 


culties in securing the raw hides and skins normally pur- 
chased abroad have been incessant. As a result, it is 
pointed out by the statistical department of the Tanners’ 
Council, inventories of leather remain substantially below 
prewar levels. 

The foregoing facts indicate one simple conclusion: 
Any possible areas of “correction” in physical volume 
are singularly limited in both shoes and leather. In 
both industries, costs are a vital factor, and the extent 
to which the present structure of costs can be modified 
depends upon broad factors beyond the control of either 
shoe manufacturers or tanners. Hide and skin prices 
are influenced by world demand; wages are deter- 
mined by forces of national scope; freight, taxes, sup- 
plies and all the incidental elements of costs are not 
determined by manufacturers or tanners. Without some 
appreciable modification of present costs, it is difficult 
to anticipate any important relative change in the price 
level of footwear. 

Perhaps more important to the industry than the 
vague issues of economic trend are the specific problems 
of merchandising and supply which are now apparent. 

It is reasonable to expect that the inherent stability 
of shoe consumption will dictate per capita demand not 
lower than the average of immediate prewar years. 
Realism compels recognition of the fact that props and 
supports to purchasing power. such as social security, 
will tend to hold up consumption of necessities even 
more than in the late ’30’s. Shoes are a necessity; in a 

[TURN TO PAGE 109, PLEASE] 


In Winter conditions are different and this year cattle growers had to depend on Operation Haylift to save their 
herds. Thousands of cattle perished but total number was small in comparison with cattle population. Many of 
the hides will be salvaged, according to reports. Associated Press photo. 
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PALL LEATHERS ON DISPLAY 
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Daniel H. Hickey, Surpass Leather Company, Chairman 
Frederick J. Blatz, Amalgamated Leather Cos. 

Daniel N. Gutmann, Gutmann & Company 

Milton Hubschman, E. Hubschman & Sons, Inc. 

George H. Mealley, The Ohio Leather Company 

Robert J. Millin, A. C. Lawrence Leather Co. 

Joseph W. Macpherson, John R. Evans & Co. 





SHERWOOD B. GAY DANIEL H. HICKEY IRVING R. GLASS 
President, Tanners Chairman, Exhibit Executive Vice-President 
Council Committee of Tanners’ Council 
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Agoos Leather Companies, Inc. 

Allied Kid Company 
New Castle and Quaker City Divisions 
McNeely and Sterling Divisions 
Standard Division 


Amalgamated Leather Companies, Inc. 


Amdur Leather Company, Inc. 
William Amer Company 
American Belly Tanning Corporation 
American Hide & Leather Company 
American Kid Company, Inc. 
Carl Antholz, Inc. 

Armour Leather Co. 

Peter Baran & Sons, Inc. 

J. S$. Barnet & Sons, Inc. 

Barnet Bros. Leather Co., Inc. 
Borrett & Company, Inc. 
Beadenkopf Leather Company 
Beggs & Cobb, Inc. 

Besse, Osborn & Odell, Inc. 
Brandt Leather Corporation 

N. Brezner & Company, Inc. 

Burk Brothers, Inc. 

Carr Leather Company 
Colonial Tanning Company, Inc. 
Crestbrand Leather Company 
Donnell & Mudge, Inc. 

F. C. Donovan, Inc. 

Dreher Leather Mfg. Corporation 
Dungan, Hood & Company, Inc. 
Eagle-Flagg Tanning Corporation 
Eagle-Ottawa Leather Company 
John R. Evans & Company 
Fleming-Joffe, Ltd. 

S. B. Foot Tanning Company 

A. F. Gallun & Sons Corporation 





J. LOUIS NELSON 


Secretary of Tanners’ 
Council 
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AT TANNERS’ SHOWING 


EXHIBITING TANNERS 


Garden State Tanning Inc. 
Garlin & Company, Inc. 

Geilich Tanning Company 

J. Greenebaum Tanning Company 
Griess-Pfleger Tanning Company 
Gutmann & Company 

L. H. Hamel Leather Company 
Thomas B. Harvey Leather Company 
Hebb Leather Company, Inc. 
Hiteman Leather Company 
Horween Leather Company 

E. Hubschman & Sons, Inc. 
Hunt-Rankin Leather Company 
Melvin Henkin, Inc. 

Irving Tanning Company 

1. M. Kaplan, Inc. 

Kirstein Leather Company 

Kroy Tanning Company 

A. C. Lawrence Leather Company 
Leach-Heckel Leather Company 
G. Levor & Company, Inc. 

J. Lichtman & Sons 

Lincoln Leather Company 
Loewengart & Company 

Hermann Loewenstein, Inc. 


Malis Leather Company 

Harry Mann Leather Company, Inc. 

Marcus. Forscher & Company 

McNeely & Price Company 

Merrimack Leather Company 

Monarch Leather Company 

Murray Leather Company 

W. Milender & Sons 

R. N & Company 

Northwestern Leather Company 

The Ohio Leather Company 

Pfister & Vogel Tanning Company 

Prager Leather Corporation 

Fred Rueping Leather Company 

Seton Leather Company 

Sigma Leather Manufacturing Corpore- 
tion 

S. W. Simon Leather Company, Inc. 

Surpass Leather Company 

Tan-Art Company, Inc. 

Albert Trostel & Sons Company 

R. J. Widen Company 

Winslow Bros. & Smith Co. 

Richard Young Company 

Ziegel, Eisman & Company 





COLOR COMMITTEE 
Robert E. Binger, Allied Kid Company 
Frederick J. Blatz, Amalgamated Leather Cos. 
Felix Carr, Carr Leather Company 
Rudolph Correll, Hermann Loewenstein, Inc. 
G. B. Davy, Beggs & Cobb, Inc. 
James F. Donovan, F. C. Donovan, Inc. 
W. Malcolm Fleming, Fleming-Joffe, Ltd. 
Carl Ganter, Colonial Tanning Co. 
Louis Halle, Diamond State Tanning Co. 


Dan Hickey, Surpass Leather Company 


Milton Hubschman, E. Hubschman & Sons, Inc. 
R. L. Jensen, Fred Rueping Leather Co. 

Max Kornreich, R. Neumann & Co. 

Frank R. Lemp, Armour Leather Co. 

Philip |. Light, American Hide & Leather Co. 
J. W. Macpherson, John R. Evans & Co. 
George H. Mealley, The Ohio Leather Co. 
Robert J. Mellin, A. C. Lawrence Leather Co. 
Frank H. Miller, G. Levor & Company 
George E. Poh, Barrett & Company 

L. E. Rosenburg, Agoos Leather Cos. 

Walter Ziegler, Hunt-Rankin Leather Co. 





COORDINATION 


THE Shoe and Leather Color Card fer Fall, 1949, has 
been completed and these official colors, adopted by 
representatives of the Tanners Council of America. 
National Shoe Manufacturers Association and National 


Shoe Retailers Association, in co-operation with the 
Textile Color Card Association, will be shown by tanners 
at the Leather Show at Waldorf-Astoria Hotel, New 
York, March 8 and 9. Following are the co-ordination 
notes prepared as a guide for retailers in connection 
with the Fall colors. 


MEN'S SMOOTH LEATHERS 
BROWN OAK—cConsidercble stress is placed on this clear 


warm version as the most important volume brown for general city 
weor. Suitable for all types of finish, on kips, sides, calf and goat. 


BRITISH TAN—cContinues to win increasing favor as a highly 
desirable basic shade for better grade town shoes, especially in 
calfskin. Adapted to smooth, boarded and grained leathers. 


TAWNY TAN—Repected as a successful light tan for urban 
wear, especially in localities where lighter colors are preferred. 
Recommended particularly for smooth calf, kips or sides and some 
grains. Well-suited to antiquing or staining. 


AMERICAN BURGUNDY-— An excellent Cordovan shade 
with richness and depth, which shows every indication of gcining 
increased acceptance for town shoes. Appropriate for side leath- 
ers and calf. 


GOLDEN HARVEST—this lively golden gorse shade enjoys 
growing prestige for town and casual wear, from the sty!e as well 
as merchandising angle. Suitable for smooth calf, kips and sides, 
also pebbled and heavy grain surfaces. 


NATURAL TAN—Ailthough its principal use is for outdoor 
and casual shoes to go with sports and country clothes, this popu- 
lar natural tone is likewise favored in certain localities for special 
type town shoes. Adapted to vegetable tanned leathers, elk and 
smooth finished sides. Also used in brushed leathers for winter 
resort shoes. 
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CHERRYSTONE— a distinctive ruddy color rating wide ac- 
ceptance, especially in youthful type casual shoes for town wear. 
Used in volume for side leathers and kips in smooth finish and 
heavy grains. Has more limited use in calf. 


Note: BLACK holds its usual position of importance. 


MEN'S GRAINED LEATHERS 
BROWN OAK GOLDEN HARVEST 


There is continued acceptance of grains of various types for many 
important purposes. The softer leathers, particularly suited to 
town and casual shoes, are developed in grained kips and sides 
and in high grade calfskins. The more rugged and heavier pebbly 
and embossed grains on kips and sides are especially well adapted 
to campus and sturdy country type shoes. 


MEN'S BRUSHED LEATHERS 
RUSTIC GREY 
BERMUDA BROWN - MIDNIGHT BLUE 


“Brushed leathers" is the new terminology adopted by the men's 
shoe industry to denote reversed or sueded surfaces. These 
brushed leathers, developed in various weights for different types 
of shoes, are finding favor for town and campus use, as well as for 
sports and casual shoes for country and winter resort wear. 


MEN'S PROMOTIONAL COLORS 


This highly distinctive group of deep blackish tones is introduced 
as a new promotional theme in men's footwear for fall and winter. 


HUNTBROWN—Dork brown for brushed leathers, adaptable 
for town and I shoes, ially to go with suitings and over- 
coatings in browns, tans and brownish mixtures. Also has limited 
use in boarded calf for town wear. 


BLUE EBONY—New ultra dark blue, suggested for special 
type shoes in smooth and grained leathers, to wear with town 
clothes in midnight blue, slate blues, Oxford and Banker's greys. 
Also used in brushed leathers for new tassel moccasin evening 
shoes for wear with midnight blue dinner suits. 


JET GREEN—This deep green of blackish undertone has par- 
ticular style significance for town shoes that blend with the same 
dark green newly introduced in men's suitings in monotones and 
mixtures. Principally for brushed leathers, but has possibilities also 
for grained and smooth leathers. 
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Official Shoe and Leather Colors, Released by the Textile Color 


Card Association and to Be Shown by Members of Tanners Council 


of America at Leather Show, Waldorf-Astoria, March 8 and 9 


by MARGARET HAYDEN RORKE 


Managing Director, Textile Color 
Card Association of the 


WOMEN'S TOWN COLORS 
PROMENADE BROWN—This rich deep tone commands at- 


tention as the preferred dark brown for volume requirements. Its 
excellent blending qualities are especiaily apparent with fall cos- 
tumes in chocolate, coffee and cocoa browns, as well as neutral 
beiges in the string, cork, hemp and putty range, with which it 
carries out a pleasing tone-on-tone effect. Also worn with charcoal 
or smoky greys and deep pine, olive and spinach greens. This 
versatile brown leather shade is an effective darker accent to 
the shadowy "After-Five" Tones, for informal cocktail, dinner and 
theatre wear. 





COGNAC BROWN— Spirited medium brown, in perfect har- 
mony with costumes in coppery and spicy hues, rich mordore or 
golden browns and lively beiges, as the toast, amber and honey 
types. Likewise favored with burnt gold and tobacco bronze 
shades, duck and greenish sea blues, also medium greens in the 
moss, frosted lime, jade and almond variations. Its warm reddish 
cast tones in well with the smart rosy champagne, terra cotta 
rose, old port and rose acajou or mahogany shades. 


TOWN TAUPE— High fashion prestige is accorded this so- 
phisticated new tone, which answers many important needs for a 
distinctive neutral accent to leading costume colors for fall and 
winter. This discreet brownish taupe leather shade harmonizes 
subtly with sable taupe, nutria, beaver and sand or grége tones. 
Appropriate, too, with autumn wine, wild blackberry, plum and 
periwinkle or cornflower blues. Also a subdued pl + to the 
muted group of "Tender Tone-on-Tones," including foggy blues, 
faded lilac and gentle winter pinks and roses. ~ 





PARKWAY GREEN—Rates o very significant style position 


as a smart forest green leather tone, blending harmoniously with 
new greens in fall and winter costumes, including the cedar and 
balsam versions. Has decided fashion allure, too, as a contrast 
fo warm browns and beiges, henna, rust, brick and coppery hues, 
also burnished tones in the golden, amber and bronze gamme. 


CHERRY RED—waintains its success as a widely favored 


medium red of animated tonality, for street wear with tailored 
clothes in navy and greyed stone or dove blues. Also lends a dash- 
ing swagger air to taupes, medium and darker greys, as the 
smoke, steel and slate types, as well as subdued beiges and 
ae tones, and greyed greens like dusty jade, teagreen and 
imefrost. 


ADMIRAL BLUE—this popular navy leather tone remains 
firmly established as the classic dark blue that harmonizes so well 
with fall costumes in navy and lighter than navy blues, including 
the forest blue type, also bright royal versions, like blue flame. 
Also in good taste with greys, taupes, neutral beiges, vintage 
shades and bright medium reds. 


SLATE GREY—Again endorsed as a widely accepted darker 
grey that blends well with many autumn costume tones, espe- 
cially smoked crystal, graphite and cinder greys. Because of its 
modulated quality, this desirable neutral shade keys deftly with 
cloudy blues, muted mauves, glacé rose and other tender tones. 
It also serves as a subdued accent to medium and darker reds, 
including maroon wine, ruby and garnet, and purplish shades in 
the gamut of eggplant, blueberry, and ash violet. 


United States, Inc. 








WOMEN'S CASUAL COLORS 
COPPER RUST PALOMINO BLOND 
TURFGREEN 
Also CHERRY RED and SLATE GREY 


The three intriguing new shades in this informal group play an 
important réle in the successful promotion of the increasingly 
popular casual and spectator shoes to wear with youthful sports, 
campus and country clothes, as well as for cruise and winter re- 
sort use. 


Copper Rust, the vibrant henna hue, adds a dashing new note 
to sports clothes in tangerine, flamingo, rust, dou and coppery 
shades. It is also a bright accent to greens, including emerald 
and lime, aqua and turquoise shades, beiges or natural tones and 
greys. This gleaming copper version is especially stressed for wear 
with the smart rustic colors featured in “Shades of the Woods.” 





Turfgreen, the lively new paddock shade, is smartly teamed with 
sports and casual clothes in burnt gold, spiced honey, coppery and 
rust hues, animated greens, and natural, string, sand and clay 
tones. Also a swagger complement to rustic or woodland shades. 


Palomino Blond, inspired by the rich burnished shade of this 
beautiful horse, provides an appealing lighter accent to sports, 
cruise and resort clothes in the bright hues featured as Colors 
Under The Sun, also autumn pastels and the entire scale of warm 
tans and beiges, gold, chamois and winter blond. 





Added to the above trio for casual wear are the successful 
repeated tones, Cherry Red and Slate Grey. 
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Leathers and Colors for Fall, 1949, to Be Shown 
by Firms Exhibiting at the Waldorf-Astoria Hotel, 
New York, March 8 and 9, 1949 


Lists as received from 


AGOOS LEATHER COMPANIES, 
INC. 
Doeskins 
Promenade Brown No. 240 
Sable Taupe No. 274 
Slate Grey No. 612 
Parkway Green No. 455 
Admiral Blue No. 657 
Maroon Wine No. 524 
Turfgreen No. 464 
Brown Almond No. 261 
Cognac Brown No. 231 
Meadow Moss No. 115 
Black 


ALLIED KID COMPANY 
New CAstTILeE DIvision 
Glazed Kid and Maracain in Jewe! 
Tones (Moonstone. Agate. Ruby. 
Jasper. Sunstone. Topaz, Macle. 
Garnet. Aquamarine. Emerald, 
Amethyst } 
Suede Calf. Basic Colors 
Lining Kid 
STANDARD DIvIsIon 
Suede and Glazed Kid in Jewel Tones 
Lining Kid 
McNEELy Division 
Glazed Kid. Basic Colors 
Crushed and Velco Kid in Colors 


STERLING Division 

Gold and Silver Kid 

Tucson Colt in Jewel Tones 
Quaker City Dmisiox 

Black Glazed Kid for Men’s and 


Women’s Shoes 
Black Waterproof Linings 


AMALGAMATED LEATHER 
COMPANIES, INC. 


Charmooz (Suede) Kid 
Genuine Reptiles 
Glazed Kid 


Amalac Kid 
The above in: Promenade Brown. 
Cognac Brown. Admiral Blue. 


Parkway Green. Cherry Red. Palo- 
mino Blond. Town Taupe. Slate 





Grey, Turfgreen. Copper Rust. 


Black 
A Complete Range of Colors in Kid 
Linings 


AMDUR LEATHER CO., INC. 


Elk Sides in white and brown. All sizes 
and weights 

Slipper Splits of all kinds and colors 

Workshoe Splits 

Workglove Splits 

Sport Retan Chrome Splits for soles of 
California type shoes 

Industrial Hand Splits 

Shoe Lining Splits in Ooze and Finished 


WILLIAM AMER COMPANY 
Black Satin Finish Kid 
Black Glazed Kid 
Tan. Brown & Blue Glazed kid 
Black Suede Kid & Goat Garment 
Leather 


AMERICAN BELLY TANNING 
CORP. 
Full Grain Belly for Shoes. Sandals 
and Novelties 
In All Weights and Colors 
Sides for Novelties and Linings 
Shoulders for Belts 


AMERICAN HIDE & LEATHER 


Co. 
Willow Calf 
Royal Calf 
Rosebay Willow Calf 
Ooze Calf 


Pocketbook Calf 

Royal Sides 

Empire Sides and hips 

Amerigrain Elk Sides and Kips 
In all Official Colors 


AMERICAN KID COMPANY, INC. 
Suede Kid, Black & Colors 

Glazed Kid. Black & Colors 

Slipper Kid. Leading Shades 

Lining Kid. Fashionable colors 

Kid. Cabrettas & Capeskins 


fanners up to time of geing to press. 


Leaf-Gold & Silver 
Kid and Capeskins 
Laminated Gold & Silver 
Smooth Capefinish Lambskins 
cape) 
In All Colors 
Elk & Smooth Side, in All Colors 


(Ami- 


CARL ANTHOLZ, INC. 


Complete line of Lizard. Snake, and 
other Reptilian Leathers in all leading 
colors 


ARMOUR LEATHER COMPANY 
Full Grain 

Crystal Veal, Maison, Bokide 
Corrected Grain 

Babuck. Cossack. Ivory. Skeet 
Reversed Leather 

Shewan 
Sueded Grand Side Leather 

Surftan 
Plapac (Moccasin Leather} 
Splits 

Swanky Suede 

Ooze Linings 
Scufftip Butts for Tipping Purposes 
Diversified Colors 


PETER BARAN & SONS, INC. 


Tanned Genuine Alligator Leather in 
the latest Fall Shades 


BARNET BROS. LEATHER CO., INC. 


Genuine Alligator, Lizard, Cobra Snake. 
Python, Ring Lizards. Bengal Liz- 
ards, Philippine Snakes. Java Dia- 
mond. Java Molorus. Frog Skins, Boa 
Snakes and Ampalaguas 

In the New Fall Shades 


BARRETT & COMPANY, INC. 
Boarded and Embossed Calf and Sides 


for both men’s and women’s shoes in 
all of the official colors 


BEADENKOPF LEATHER CO. 


Glazed Slipper Kid & Boot Kid 
[TURN TO PAGE 84, PLEASE | 





Boot and Shoe Recorder 














U 
FOR AUTUMN 49 FOOTWEAR 


WALDORF ASTORIA 


March |, 1949 











What 


Black, Golden Brown, Burgundy 
(Wine), Blue, Red 


Glazed Kid Linings 
Gray, Miami, Waterlily 


Kid Suede 
Black, Admiral Blue, Kelly Green 


Goatskin Garment Leather 
Navy Brown, Army Tan, Cordovan 


BEGGS & COBB, INC. 


Side Upper Leathers 
Dress Smooth 
Winchester 
Burlee 
Playtog 
Wedgemere 
Komfi Kip 
Sno Buck 


Splits 
Finished Linings 
Ooze Linings 
No-Slips 
Slippers 
Dresshu 
Workshu 
Gussets 
Suedes 


Women’s Town Colors 
Promenade Brown, Cognac Brown, 
Admiral Blue, Parkway Green. 
Cherry Red, Town Taupe 


Women’s Casual Colors 
Turfgreen, Copper ‘Rust, Palomino 
Blond. Cherry Red, Fiesta Wine 


Men’s Smooth Leather Colors 
Brown Oak, Tawny Tan, Cherrytone, 
American Burgundy, Copperwood 


Men’s Brushed Leather Colors 
Huntbrown 


BESSE, OSBORN & ODELL, INC. 


Sheep & Lambskin Leathers 

Quarter Linings & Sock Linings of 
Women’s shoes in Standard & Bright 
colors 

Natural Calfine for sport, men’s shoe & 
Stitchdown shoe linings, selections for 
Cowboy Boot Linings, Hat Sweat 
Leather, & Natural Calfine for Indus- 


trial uses 


N. BREZNER & COMPANY 


Smooth 
Saddle Tan No. 410 
Grey No. 124 
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Analine (Tan) No. A-386 
Army Russet 


Smooth Splits 
White. Black 


Smooth Elk 
Lipstick Red No. 201 
Kelly Green No. 324 
Navy Blue No. 111 
Admiral Blue No. 402 
Royal Blue No. 321 
White, Black 


Elk 
Turftan No. 151 
Town Brown No. 203 
Army Russet No. 108 
Brandy Tan No. 300 
Sun Copper No. 391 
Wine No. 346 
Yellow No. 390 
Camel No. 354 
Pink No. 340 
Pastel Blue No. 341 
Smoke No. 347 
Palomino No. 407 


BURK BROS., INC. 


Glazed Kid 
Black, Satin, Admiral Blue, Cafe 
Brown C.ontinental Green, Cherry 


Red 


Oxalene Kips 
Manhattan Brown. British Tan. 
Tawny Tan, Cherrytone, American 
Burgundy. Golden Harvest, Black 
Suede Kid 
Black. White. Cafe Brown, Admiral 
Blue. Burnt Mocha, Cherry Red, 
Taupe 


Dress Elk 
White, Black, Cafe Brown, Cherry 
Red, Continental Green, Admiral 
Blue, Gypsy Brown 


Slipper & Lining Kid 
In favored colors 


COLONIAL TANNING COMPANY, 
INC. 

Patent Leather 
Royal Blue No. 594 
Liberty Red No. 101 
Cherry Red No. 579 
Golden Tan No. 591 
Chaudron No. 277 
Promenade Brown No. 577 
Mascara No. 99 
Burgundy Wine No. 196 
Kelly Green No. 278 
Parkway Green No. 529 


Unity Blue No. 446 
Admiral Blue No. 578 
Blue Jacket No. 556 
Slate No. 374 
Platinum No. 582 
Gunmetal No. 11 
Copper No. 596 
Bronze No. 572 
Cognac Brown No. 480 
Palomino Blond No. 584 
Velka (Elk) Side Leather 
White No. 200 
Blue Pastel No. 218, 227 
Yellow Pastel No. 219 
Pink Pastel No. 217, 226 
Natural Beige No. 212 
Cherry Red No. 202 
Wine No. 206 
Smoked No. 230 
Palomino No. 224 
Pine Green No. 220 
Burnt Mocha No. 231 
Sun Copper No. 228 
Turftan No. 208 
Army Russet No. 204 
Blue No. 205 
Black No. 201 
Town Brown No. 225 
Parkway Green No. 232 
Split Division (Suede Splits) 
White No. 900 
Red No. 915 
Grey No. 916, 924 
Green No. 922. 923 
No. 905 
Sun Copper No. 904 
Cinnamon No. 902 
Brown No. 911, 912 
Blue No. 917 
Black No. 901 
Natural Soles, Finished insoles, Ooze 
Linings, Black & Army Russet 
Workshoe Splits, Finished Flexible 
Bark Tan Insoles, Chrome Retan 
Sole Splits, Gussets in Black & 
Colors, Side Leather Splits 
Calfskin Division 
Silka Suede Calf. featuring official 
Fall 1949 colors for women’s trade 
Colbuk Calf (Brushed Leather) 
Featuring official Fall 1949 colors for 
men’s trade 


CRESTBRAND LEATHER CO. 
Colored Suede Splits 
Black, Burnt Mocha, Medium Grey 
Blue and Green 
Chrome Sole Splits 


Finished Lining Splits 
[TURN TO PAGE 86, PLEASE] 
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Black Patent Is Always 
Favored for Spring Because 
It Is Dressy, Lively and 
Youthful. 











Patent Leather Shoes 
Are Fashion's Spring Pets. 








PATENT IS BEING 


FEATURED BY LEADING 


STORES EVERYWHERE. 


She name fe 2 fine 
frcterd leather 


Visit Booth 82 
at the 
LEATHER SHOW 


SETON LEATHER CO. 
NEWARK 4, N.J. 
Tanners of 


Patent White Buck Sides 
Durona-Duderoo 
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What 


DONNELL & MUDGE, INC. 


Grain & Reverse Sheep & Lamb Leather 
For Shoe Linings 

Cape Leather, White, Colors 

Chrome Lamb Shoe Linings 

Smooth & Embossed Sheep & Lamb For 
Leather Goods Trade 

Saddle Lambs 


F. C. DONOVAN, INC. 


Domoc leather for men’s, women’s & 
children’s shoes in several new Fall 
colors 

Kashmir Domoc in new Fall shades 

Navonod & Dov lining leather for men’s 
high-grade shoes 

Domoc Softie Leather 


DREHER LEATHER 
MANUFACTURING CORP. 


Gold and Silver Kid 
Gold and Silver Cabrettas 
Gold and Silver Skivers 


Gold and Silver Sides and Snakes 


DUNGAN, HOOD & CO., INC. 


Glazed Kid, Black 
Suede Kid, Black, Brown, Blue 


EAGLE-OTTAWA LEATHER CO. 
Elk Sides 

Black No. 10 

White No. 20 

Army Russet No. 30 

Turftan No. 32 

Fall Brown No. 85 


Vexican Print Sides 
Black No. 10 
Army Russet No. 30 
Golden Harvest No. 33 
Fall Brown No. 85 
Manhattan Brown No. 86 
All to be in Spey Royal Scotch, 
Edinburgh. and Broadway Grains 
Turftee Tipping 
Black No. 10 
Army Russet No. 30 
Fall Brown No. 85 
All in Peacock and Sea Shark 
Grains 
Correctan Lining (Sides) 
No. 45 
No. 48 


JOHN R. EVANS & COMPANY 


Women’s Fall. 1949 Colors 
Brogandi (Grained Goatskin) 
Promenade Brown No. 4722 
Cognac Brown No. 1092 
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Admiral Blue No. 4915 
Parkway Green No. 1048 
Cherry Red No. 1056 

No. 1016 

Black. Gold, Silver, White 


Cara (Shrunken and Crushed Kidskin} 
Promenade Brown No. 4722 
Cognac Brown No. 1092 
Admiral Blue No. 4915 
Parkway Green No. 1048 
Cherry Red No. 1056 
Black. White. 
Bokhara 
Bokhara No. 1092 


Glazed Kid 
Ruby Black Kid 
Ruby Matt 
Promenade Brown No. 102 
Cognac Brown No. 791 
Admiral Blue No. 4823 
Gold Kid, Silver Kid 
Bronze Kid 


Peerless Suede Kid 
Black. White 
Promenade Brown No. 802 
Admiral Blue No. 921 
Parkway Green No. 944 
Cherry Red No. 931 


Peerless Slipper Kid 
In all Popular Shades 


Peerless Kid Linings 
Fawn No. 7 
Grey No. 15 
Waterlily 


Men’s Fall 1949 Colors 

Brogandi (Grained Goatskin } 
Brown Oak No. 1092 
British Tan No. 1032-A 
Cherrytone No. 1001 
No. 1016 
No. 1063 
Black, Ruby Black Glazed Kid 
Red, Blue. Brown & Wine Slipper 
Kid 


FLEMING-JOFFE, LTD. 


Alligators 
Lizards 
Alligator Lizard 


Oriental, Bengal. Calcutta. Iguana, 


Horned-Back 
Snakes 


Cobra, Siam, Chouri, Boa, Karung, 


Ampalagua, Diamond Pythons, 
Rock Pythons. Royal Pythons 
Genuine Ostrich 
Genuine Reptile Colors 


Metals 





Blue Grey. Clear Red. Wine. Fuchsia, 
Blueberry Pie. Kelly Green, Con- 
tinental Green, Yellow. Amber, 
Burnt Mocha. Colonial Earth, Cafe 
Brown, Royal Blue, Navy Blue, 
Black, White, Cherry Pink, “Por- 
celain Blue, Malachite Green. 
Scarab Green 

Oriental Lizards, Jewel Tones 

Karung Snakes, Quartz Colors 





24 Carat Gold. White Gold. Bronze 
Snakeskins and Lizards 
New high-lustre colors. new spice- 
toned Brown range. Taupe, Deep 
Red, new range of Muted Colors to 
accessorize with tweeds. 


S. B. FOOT TANNING CO. 
White 
Smoke 
Turftan 
Army Brown 
Burgundy 
Town Brown 
Red 
Black 
Full Grain & Corrected Elk Extremes 
& Kips 
Heavy Duty Side Leathers 
Glove, Gusset, Shoe & Lining Splits 


MARCUS FORSCHER & CO. 


Calf Suede 

Black and leading Fall Colors 
Kid Suede 

Black and leading Fall! Colors 
Black Smooth Calj 
Genuine White Buck 

Jacks & Chinas 


A. F. GALLUN & SONS 
CORPORATION 


Aztec 
Cretan 
Eskimo 
Norwegian 
Wax Norwegian 
Normandie 
Viking 
Apache 
Tooling 
French Process Wax 
Furniture 
Grains 
Lining 
Domino 
Baguette 
Mandarin 
Lido 
Milwaukee 
[TURN TO PAGE 88. PLEASE] 
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Ebony 

Quarterbright 

Clyde 

Kongo 

, Pigskin 

In various colors and black 


GARDEN STATE TANNING, INC. 


Elk 

Aniline Side Leather 

Lining Splits and Grains 

Upper Suede Splits 

Luggage, Wallet, Embossed, Leather 
French Process Suede 

Upholstery Top Grains & Deep Buffs 


GARLIN & CO., INC. 


Genuine Buck 

Genuine Alligator 

Aniline Kips and Sides 
In All Seasonal Colors 


GEILICH TANNING CO. 


Cambium Extremes & Sides 
(Combination Tanned Upper Leather) 


Popular Colors, Men’s & Women’s 
Including Sailing Red, Carib 
Green, Laguna Blue & Exotic 
Lemon 

Lining Kips, Extremes & Sides 
{In Corrected, Burnished & Full Grain) 

Aniline, Semi-Aniline & Pigment fin- 

ishes 


Finished Lining Splits & Ooze Splits 


J. GREENEBAUM TANNING CO. 


Vegeleen 

Normil 

Hampton 

Dresides 

Primo 

Sporto 

Dress Elk 

Shoe Cordovan 

Fall Embossed Grains 


THE GRIESS-PFLEGER TANNING 
co. 


Aniltan Kip, Extreme, and Large Sides 

Combotan Smooth Dress Kip, Extreme, 
and Large Sides 

Lozant Chrome Smooth Dress Kip, Ex- 
treme, & Large Sides 

Lozant Chrome Sport Elk Extreme, & 
Large Sides 

Bison Black & Brown Full Grain Work 
Elk Sides 

Lining Splits 


[CONTINUED FROM PACE 86] 


GUTMANN AND COMPANY 


Gambola 
Ski 
Smooth Sides 
Derby Grain 
Scotch Grain 
Campus Grain 
All in the latest Fall colors 


L. H. HAMEL LEATHER CO. 


Crushed Kid Hand Boarded 
Black No. 680 
Army Russet No. 801 


Glazed Kid 
Wildfire Red, Cherry Red, Cafe 
Brown, Town Brown, Black 


Glazed Lining Kid 
Mocha No. 323 
Water Lily No. 327 
Grey No. 394 
Blue No. 308 
Green No. 309 
Pink No. 311 
Dark Grey No. 356 
Dark Mocha No. 357 
Aniline Kid 

Black Suede Kid 

Sueded Lining Kid 
Mocha Suede No. 323 
Water Lily Suede No. 327 
Grey Suede No. 386 
Dark Grey Suede No. 356 
Dark Mocha Suede No. 357 


Nu Process Cape Lamb Linings 
Mocha No. 123 
Water Lily No. 127 
Grey No. 194 
Blue No. 108 
Green No. 109 
Pink No. 111 
Dark Grey No. 156 
Dark Mocha No. 157 
Town Brown 


Black 


Sueded Nu Process Cape Lamb Lin 
Mocha Suede No. 123 
Water Lily Suede No. 127 
Grey Suede No. 186 
Dark Grey Suede No. 156 
Dark Mocha Suede No. 157 


Garment Leather 
Buccaneer Cape, Beige Suede, Buck 
Suede, Henna Suede, Grey Suede. 
Marrona Suede, Orchid Suede, Pur- 
ple Suede, Tangerine Suede, Pow- 
der Blue. Green Suede 


Bag Leather 
Black Cape. Navy Blue Cape, Sun 
Copper Cape, Sailing Red Cape. 
Pepper Green Cape, Sun Copper 


Suede, Laguna Blue Suede, Black 
Suede, Admiral Blue Suede, Misty 
Grey Suede. Carib Green Suede 


THOMAS B. HARVEY LEATHER 
co 


Suede Kid 
White, Black, Brown, Admiral 
Blue, Parkway Green 


Kid Lining 
Beige, Grey and Waterlily 


MELVIN HENKIN, INC. 


Slipper Kid, All Popular Shades 

Lining Kid 
Admiral Blue, Cafe Brown, New 
Medium Brown, Taupe, Ruby Red, 
and All Popular Shades 

Suede Kid, Black, Blue and Brown 

Chrome Shoe Cape 

Gold and Silver Leather 

Alligator 

Garment Goat 


HITEMAN LEATHER COMPANY, 
INC. 


Full Grain Calf Leathers in 1949 Fall 
colors 

Full Grain Calf Slipper Leathers in 
Black & High colors 


HORWEEN LEATHER COMPANY 


Genuine Cordovan Butts 
Black and Colors 
Chrome and Vegetable Calf 
Black and Colors (in men’s and 
women’s weights) 
Vegetable Calf for Specialty Trade 


E. HUBSCHMAN & SONS, INC. 


Black & Colored Calfskins for Hand- 
bags & Men’s & Women’s Shoes 


HUNT-RANKIN LEATHER CO. 


Velvetta Suede Calf 
Black 
Promenade Brown No. 102 
Admiral Blue No. 13P 
No. 200 
Parkway Green No. 107 
Slate Grey No. 700 


Infanta Calf 


Promenade Brown No. 332 
Admiral Blue No. 337 
Cognac Brown No. 425 
[TURN TO PAGE 90. PLEASE] 
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Beautiful Calf Leathers by Hunt-Rankin will be on display. Vel- 
vetta Suede Calf, Bucko Calf, Infanta Calf .. . in a new array of 
the correct Fall colors for your successful promotion. If you are 


unable to attend, write or wire for your color swatches which-will 
be sent promptly. 


HUNT-RANKIN LEATHER COMPANY ° 106 Beach Street, Boston 
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Bucko Calj 
Black 
Bermuda Brown No. 11 
Admiral Blue No. 13P 
Jet Green No. 570 
Rustic Grey No. 33L 
Promenade Brown No. 124 
Slate Grey No. 700 


Cavendish Calf 
Black 
Bermuda Brown No. 423 
Brown Oak No. 425 


IRVING TANNING COMPANY, 
INC. 


Irvtog 

Lipstick Red 

Blue No. 82 

Green No. 416 
Irvtan 

Black, brown and all colors 
Irvalex 

All popular colors 


1. M. KAPLAN, INC. 


Kips, Extremes and Sides 
Promenade Brown, Cognac Brown. 
Admiral Blue, Parkway Green. 
Cherry Red Elk 
The Same Colors in Corumba. Turtle 
and Saurier Alligator 


Calf and Kip Sides 
Latest Novelty Prints 
Lining Splits 
Beige and Grey 


Chrome Retan Moccasin Sides 
Metallic Leather 


KIRSTEIN LEATHER CO. 


Elk & Smooth 
Black, White, Colors 
Kips, Extremes & Sides 
Lining Sides 
Black & Colored Calf Splits 
Chrome Soles 
Flexible Soles 
Linings 
Gussets 
Rufhes & Suedes in Black & Brown 


KROY TANNING COMPANY, INC. 


Chrome Linings 
Grey No. 196 
Grey No. 451 
Beige No. 363W 
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Beige No. 123 
Waterlily No. 127 
Black 


Brown 


Pastel Chrome Linings 
Pastel Blue. Pastel Green, Pastel 
Pink 


Vegetable Linings 
Grey No. 196 
Grey No. 451 
Beige No. 363W 
Beige No. 123 
Waterlily No. 127 


Suede Linings 
Waterlily. Grey. Beige 


Cape 
Red, Green. Blue, Black, White, 
Yellow 


Calf Sheep Smooth 


Saddles 
Tan Saddle. Oxblood Saddle 


Novelty Leather 
Various colored Marble and Pony 


A. C. LAWRENCE LEATHER CO. 
CALFSKIN 


Men’s Duro (Smooth) 

Black No. 470 

Brown Oak No. 933 

Brown Oak No. 810 

British Tan No. 900 

American Burgundy No. 965 

Tawny Tan No. 978 

Beverly Grain (3-Way Boarded) 
Same as colors above and Black 

Tweed, H Weight, Flat Boarded. 
for Brogue and Other Types 

British Tan No. 110 


WF omen’s, Moda (Smooth) 
Black No. 470 
White No. 490 
Turftan No. 600 
Cognac Brown No. 601 
Promenade Brown No. 602 
Admiral Blue No. 603 
Cherry Red No. 604 
Fiesta Wine No. 605 
Continental Green No. 606 
Green Pepper No. 609 
Town Taupe No. 610 
Parkway Green No. 611 
Bark Tanned Calf. Natural Shade. 
Colors, Black 
Softi Calf. 
Black No. 470 
Promenade Brown No. 602 


SHEEPSKIN 


Barilla 
Grey No. 60 
Town Brown No. 100 
Black No. 101 
White No. 106 
Fawn No. 127 
Waterlily No. 151 
Grey No. 197 
Fawn No. 217 
Waterlily No. 222 
Natural 


Vegetable Linings 

Russet 

Tan No. 15 

Town Brown No. 100 

Black No. 101 

Fawn No. 127 

Waterlily No. 151 

Grey No. 197 

Waterlily No. 222 

Tan No. 500 
Reverse Linings, Waterlily, Grey, Fawn 
Playshoe, In a Range of High Colors 


SHEARLINGS 


Nutans for Slippers and Garment 
Linings 
Barks for Slippers 
Electrified Colors for Slippers 
Red, Wine, Royal Blue. Beige, Brown. 
Pastel Pink. Pastel Blue, Grey 


Whites for Novelties and Linings 
Capelt for Slippers 
Turftan, Wine, Walnut, Red, Royal 
Blue, Pastel Blue, Pastel Pink. 
White. Metallic Royal Blue. 
Metallic Wine, Metallic Pastel 
Blue. Metallic Walnut 


Mouton for Cuff and Collars 
Colored Backs for Slippers 
Red. Wine, Blue. Brown 


SHoe Swe Upper LEATHER 
Men’s Colors 


Sunset Keena, Smooth, Retan, Aniline 
Golden Sunset No. 200 
American Burgundy No. 201 
Tawny Tan No. 202 
Brandy Tan No. 203 
Golden Harvest No. 204 


Keena, Smooth, Retan, Semi-Aniline 
British Tan No. 231 
Manhattan Brown No. 252 
American Burgundy No. 265 
Cherrytone No. 267 
[TURN TO PAGE 114, PLEASE] 
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FIRST IN FASHION 
FOR FALL 


IN 

BLACK 

WHITE 

AND NEW FALL COLORS 


BLACK GLAZED KID 

BROWN GLAZED KID 

BUTI CRUSHED KID 
GENUINE REPTILES 


BOOTH 5 
WALDORF-ASTORIA 


FALL LEATHER OPENING 





MCNEELY & PRICE CO. 
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PRODUCING 
THE ADVERTISEMENT 


by IRVING SETTEL 








Left: Black and white 
illustrations are pro 
duced by means of line 
plates. Right: Halftone 
engravings are used for 

grayed areas. 























Eighth in a Series of Ad-Viser 

Articles, Offering Shoe Retailers 

the Means of Producing Sales- 
Compelling Advertisements. 


A Knowledge of Engraving Processes and How They Are Used 






Can Save You Money When You Plan Your Own Ads. 


WHEN an illustration is used in an advertisement, it 
must go through a series of stages of production. The 
picture must be transformed from a photograph or draw- 
ing into a metal plate. This accomplishment, necessary 
for printing, is achieved by means of the process of 
photoengraving. 

Basically, photoengraving is a combination of pho- 
tography and mechanical engraving (with the use of 
strong acids). The subject or copy is photographed 
and a negative is developed. This process is similar to 
the making of an ordinary picture. In photoengraving, 
however, the print is made on metal rather than paper. 
It is then necessary to make a facsimile of the original 
art work stand out in relief on the metal. This is accom- 
plished with acid which eats away portions of the plate 
not to be printed. The relief portions are protected by 
an acid resistant substance which is originally mixed 
with the sensitized printing solution. In the making of 
the positive on metal. the acid resist washes away 
with the unexposed sensitized solution after it has been 
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(covered with the negative) exposed to light. This 
means that the “unprinting” portions are left unpro- 
tected, the printing surfaces, protected. The result. 
after a series of acid baths, is an exact reproduction of 
the original art work in relief, ready for printing on 
the press. 

There are two types of photoengravings with which 
we are concerned—the line plate and the halftone. Let 
us discuss briefly the differences between the two. 

Line Plates: The line plate is the simplest and most 
inexpensive of the metal engravings. It is used to re- 
produce copy which is originally in line, dots, stipples. 
etc. It can be made only in solid blacks or whites. No 
grays can be used. Photographs cannot be reproduced 
in “line” because their production involves a gradation 
of tone. Suitable for line plates are pen and ink draw- 
ings, cartoons, lettering, typography. etc. 

Halftone Engravings: Halftone engravings are used 
to reproduce illustrations and originals that are in 

[TURN TO PAGE 106, PLEASE] 
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CHICAGO RETAILERS EXPECT 
GOOD SPRING BUSINESS 


THE OUTLOOK for Spring business 
in Chicago retail shoe quarters is 
highly optimistic. Clearance sales gave 
some of the stores their best January 
business in several years. Because 
most retailers cut some of their oldest 
merchandise to about half the price. 
stocks are now pretty well cleared 
down to current merchandise. As one 
leading shoe man remarked, “There 
isn’t much of the so-called postwar 
merchandise left any more.” 

February started out with active 
business and the first surge of Spring 
buying trends are beginning to be felt. 
It is generally agreed that heavy 
Easter buying will not come until late 
this year—late March or early April, 
but that there will be a good steady 
flow of buying of conservative type 
shoes until then. 

Blues have started to move, as have 
patents, and there is a steady business 
on black calf and suede. Sandals are 
wanted in any silhouette, any strap 
combination, any heel height, and any 
color. This is a growing trend, and 
may eventually replace the opera 
pump, which still continues the num- 
ber one all-over best seller. 

Calfskin and suede are being pro- 
moted for Winter weather wear and 
as suitable for early Spring in some 
quarters. Retailers are hoping that 
this will be one of those late Easter 
years that means the sale of two pairs 
of shoes—one in February and a new 
pair for Easter. Marshall Field & 
Company ran a half-page advertise- 
ment on its Staccatoe suedes. The 
shoes were pictured as a whole ward- 
robe ranging from ankle straps, san- 
dals and pumps to various versions 
in wedgies. O’Connor & Goldberg of- 
fered “frivolous flats” in black, balen- 
ciaga, or grey suede to wear “right 
now,” and this firm is also showing 
black and brown calfskins “for Winter 
weather.” 

The bulk of current shoe promo- 
tions, however, definitely has the 
Spring slant. Fashion windows and 
store style shows are devoted almost 
exclusively to showings of Spring ap- 
parel. Field’s showed twelve different 
styles in patents in a nearly full-page 
advertisement, describing them as 
“winking blacks, with the flashing, 
dashing feeling of Spring.” They were 
suggested as a natural complement to 


March |, 1949 


Review of 4 Ra 'lxae 


winged jackets, tie silks and dapper 
checks, and the promotion included 
choices from four of the shoe sections 
in the fifth floor salon—casuals, fash- 
ion arch, fashion classic, and young 
moderns. The classic opera pump was 
the highlighted shoe, but the collec- 
tion also included platform sandals, 
sandal pumps, oxfords, and wedgies. 

High and medium heeled pumps in 
black. brown or navy calf were offered 
by Carson, Pirie, Scott & Co. for 
Spring wear and Chandler’s refers to 
“Spring suedes.” 

a oe 


DETROIT PAIRAGE EQUAL 
TO LAST YEAR'S 
DeTROIT SHOE RETAILING con- 
tinues at a level unsatisfactory to the 
average merchant. with pairage re- 
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O'Connor & Goldberg, Chicago, fea- 

tured a single dress-up type of shoe 

under the provocative heading of 
Five O'Clock Footwear." 








ported about equal to that of a year 
ago. while gross volume is somewhat 
off—a reflection not only of lowered 
prices in many lines, but of some 
down-grading in average consumer 
buying trend, which is viewed with 
alarm by some merchants. 

Downtown stores generally appear 
to be in a more satisfactory position 
than do the typical neighborhood 
stores, with customers preferring still 
the supposed or actual advantages of 
a downtown shopping trip to the ac- 
tual convenience of neighborhood buy- 
ing. This is generally indicated by 
the heavy proportion of complaints of 
poor business coming in from outly- 
ing stores of all types. 

Serious drop in sale of rubber goods 
has been an important factor this year. 
With a mild Winter. characterized by 
litle more than a few heavy snow 
flurries, in sharp distinction to condi- 
tions in many other states, Detroit has 
not had its usual volume of Winter 
business in any classification. 

High prices share some of the blame 
for the drop in business, especially for 
the working class neighborhood con- 
sumer, as typified in the opinion of Eu- 
gene Franzbiau. West side pioneer 
retailer. This emphasis upon a need 
for price readjustment is widespread 
among Detroit merchants. 

* * * 


DETAILED SHOES 
SHOWN IN MIAMI 


SHOWINGS OF 1949 resort shoes 
appearing in Miami Beach, Hollywood 
and Palm Beach. Fla., all show a new 
trend. While there are a number of 
plain, classic numbers, most of the 
shoes have considerable detail. Even 
the plain models are extreme in cut 
so as to present a very definite new 
look. Heels are high and tapering 
while deep decollete throats are flat- 
tering and s!enderizing to the instep. 

Delman’s are showing plenty of 
color in the Lincoln Road and Palm 
Beach salons. Such combinations as 
green and yellow, red and royal. yel- 
low and rose, green and balenciaga, 
are selling well. Black suede contin- 
ues to be active, particularly when it 
is decorated with twinkling jet beads, 
especially recommended for after-dark 
wear. 

Rothman’s Shoe Salon, Lincoln 
Road, has some attractive shoes in 
bronze kid. They have been playing 
up black suede with success. These 
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shoes are definitely new in cut. the 
delicate silhouette attracting attention. 
All heels are very high. 

Edgar Lawrence, Lincoln Road, has 
some models in the new taupe suede. 
This shoe can also be had in other 
shades of suede as well as in bronze 
kid. Matching bags are available for 
all models. 

I. Miller, another Lincoln Road 
salon, has a new shoe in black or 
white suede. High-swept lines stripped 
over the instep produce the “bare-yet- 
covered” look. 

Linen, shantung or other fabric is 
being well received in the higher 





priced lines. At Saks, Lincoln Road, 
a line of pale linens and strips of 
leather, meshes of kid or natural raf- 
fia, are creating sales. 

Rothman’s has a line in silk shan- 
tungs in Caribbean colors—Jamaica 
Gold, Brown Sugar, Persimmon, Surf 
Green, Bermuda Violet, Gulf Stream 
Blue, Topaz and Parchment. Bur- 
dine’s has been featuring resort white 
linen shoes in their four stores.. These 
may be dyed to match Summer en- 
sembles. Delman’s is also offering a 
range in white linen to be dyed to suit 
any special co'or need. 


* * * 
BUSINESS SLOW 
IN NEW YORK STORES 


NEW YORK retailers have nothing 
very exciting to report at this time. 
Business is definitely slow, with some 
Spring shoes selling in a limited way. 
Navy blue is being bought in both calf 
and suede, on both high and low heels. 
according to the kind of store and its 
type of business. A little patent leather 
is moving, but it is considered too early 
to predict what this leather will do a 
little later. Low heels are still very 
much in demand as are also medium 
heels. Some straws and raffias are 
moving, presumably for late resort 
business. The same can be said of 
some linen shoes. One store reports de- 
mand for multicolors in opened-up 
patterns. 

Reports from children’s departments 
vary. In one ,business is down from 
last year, largely. according to the 
buyer. because extra items such as 
skating and rubber boots are not 
wanted. This, of course, is a direct 
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avonette Spring patents so regiser sreshaen 
| and sparkle with new wools, new prints. Two from the 


black patent leather collection, Seventh Floor. 2 © amon 





Patents, perennial Spring favorites, 
received early promotion in New 
York by Saks Fifth Avenue. 





result of the extremely mild weather 
New York is experiencing this season. 
In fact, this particular department is 
selling barefoot sandals, presumably 
for the South. To the older girls. ox- 
fords, moccasins and a few saddles 
are selling. 
* * * 


ST. LOUIS SHOE MEN 
MORE PRICE-CONSCIOUS 
lt HAS BEEN REPEATED many 


times in this space that “St. Louis 
retailers are price-conscious.” The 
fact that they still are, then, is not 
news. But after talking with some of 
them, ene gets the impression they 
are more price-conscious than ever. 
and that may be news. Because of this 
price consciousness, most buyers here 
are still going easy on Spring commit- 
ments. Many of them have held off as 
long as possible or still are holding 
up final earmarking of their Spring 
budgets. 

The pattern seems to be to continue 
buying on a hand-to-mouth basis. even 
though the Spring season is nearing 
the time when full blast response on 
the part of the consumer is anticipated. 
Most buyers feel that this type of buy- 
ing will continue right on through the 
Spring and Summer seasons, until 
Fall lines are ready. 

Their reasoning stems from the fact 
that many of them believe prices are 
on the way down. At which end such 
a movement will begin—the retail or 
the manufacturing end—there is much 









speculation. But there appears to be 
little doubt in the minds of most re- 
tailers here that prices are due to 
begin descent in the foreseeable future, 
“It is becoming increasingly difficult 
to move women’s shoes above $14,” 
said one buyer recently, “and for sev- 
eral months now we have had no vol- 
ume sellers above $10.” 

This buyer was referring to his own 
operation, of course, and his statement 
could not be interpreted to include St. 
Louis retailers as a whole. There are 
expensive salons that are doing excep- 
tionally well in high priced shoes. 
They probably will continue to do so. 
However. generally. retailers here are 
very much aware of the fact that con- 
sumers are down-grading in their buy- 
ing. And this, shoe men say, is the 
evidence of the truth of their convic- 
tion that prices are coming down. 


* * * 


TOURISTS IN WYOMING 
BUY COWBOY BOOTS 


COWBOY boots of the popular ankle- 
length style were on the preferred list 
of tourists in Wyoming last year, ac- 
cording to reports from shoe and de- 
partment stores over the state, while 
leather moccasins also rated high as 
a curio. The State Department of 
Commerce and Industry reported that 
at least 1.300.000 tourists or several 
hundred thousand more than for the 
preceding year visited Wyoming in 





1948 and spent an estimated $75,000,- 
000. 

The report indicated that the total 
amount spent was about the same as 
tor 1947, revealing a smaller outlay 
per capita, but sales of Western style 
apparel in general, and boots in par- 
ticular. were said to have increased 
over 1947 in units. Many entire 
families, including children as well 
as mother and dad were outfitted in 
boots while vacationing in Wyoming. 
While most of the sales were at $12 
and under per pair, considerable sell- 
ing of better quality boots also was 
noted, particularly to dude ranchers. 

The Commerce Department re- 
ported that estimated expenditures 
were based on information obtained 
through department questionnaires 
sent to tourists. Replies enabled the 
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_ & KIDS KEIN materializes the designer’s 


dreams so suavely and perfectly that no other 


leather can challenge its efficiency. 





KING KID... possessing superb quality 
and an ageless luster ... adds the extra advantage 
of long life to the pre-eminent beauty and comfort 
of Kidskin. 












E 6. KING KID is now 


tanned in C-Q-L-O-R. In 
women’s weight—Brown and 
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Blue. Men’s weight—Brown 
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department to reach an average fig- 
ure, with the $75,000,000 total in- 
cluding money spent for meals, lodg- 
ings, apparel, souvenirs, trinkets, etc. 

Yellowstone Park travel set an all- 
time high with an estimated 1.000.000 
visitors, while the state’s dude ranch 
industry enjoyed one of its greatest 
years. Almost all of the ranches 
were booked to full capacity, and 
many reported having an extended 
season. These visitors had a very 
high per capita expenditure for West- 
ern footwear. 

Caspar, Wyo., retail shoe merchants 
are continuing to promote heavily 
through window displays, newspaper 
advertisements and sales of both shoes 
and overshoes. The ever-increasing 
variety of colors and styles in shoes 





offer a challenge to the window trim- 
mer, the advertising man and the 
salesman. 

The “new look” shoe is not selling 
as well as expected. Only about 15 
per cent of the shoes sold have closed 
heels and toes in high heel styles. The 
flat heeled sport type is popular. 
There has been no slackening in sales 
of the moccasin or sport shoe. 

Black is the leading color, but sling 
pumps and sandals in red, green, 
gold and bronze are good sellers. 
Brown is also in demand. 

In men’s foootwéar. the thick sole 
has caught on here. Brown is a 
favorite color, and the sturdier the 
shoe, the more opportunity it has for 
success. 

As a whole business has been good. 
The outlook is for a successful Spring 
season. Although sales slumped off 
considerably during the recent bad 
weather, there was a tremendous rush 
for overshoes that evened up condi- 
tions to some extent. 


Sd = * 


PROVIDENCE MERCHANTS 
EXPECT GOOD SEASON 


Most Providence shoe stores are in 
the midst of price promotions or have 
just completed such events. For many 
stores these are the first sales in six 
or seven years. Stores report excel- 
lent response, several making almost 
a complete sell-out of stock. All 
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types of shoes are in demand, includ- 
ing low, medium and high heels in 
style or comfort types. High style 
pumps, oxfords, moccasins, casuals 
and evening shoes have been well 
cleaned out. 

In the women’s lines, one retailer 
reports thick platform soles with open 
toes and heels the big seller. One 
excellent seller is a high heel model 
with ankle strap and open shank: 
another is a medium heel, open toe 
model with double strap merging into 
a single buckle. Black suede is by 
far the biggest seller, with brown 
and navy blue jointly in second place. 
and a few green and grey selling. 
This particular retailer cites the in- 
crease in demand for navy blue suede 
and expects this trend to be marked 
in the Spring lines. 

Rubber footwear has moved very 
slowly, because of extremely mode- 
rate weather and the absence of snow. 
Rubber business the very first of the 
season was really good, due probab- 
ly to the fear of another old-fashioned 
snow and blizzard Winter. Most re- 
tailers realized that they'll probably 
have a large portion of their rubber 
footwear to carry over until next 
year, unless the weather turns very 
much worse and stays that way. 

The mild weather has, however. 
helped the sale of new footwear. 
which has pleased the retail trade. 
Instead of covering up old shoes with 
galoshes, women have bought new 
shoes. Most stores ended 1948 with 
sales volume that almost equaled that 
of the year before or surpassed it 
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“Pussywillow soft suedes" were 
dramatized in this ad recently by 
Hahn in Baltimore. 


by a small percentage. This was far 
better than many retailers anticipated 
last Spring and early Summer when 
business was slow. 

The trade is generally optimistic 
about the present situation, since 
most stores have cleaned out their 
stocks and are making ready for new 
Spring stock. That this Spring will 
be one of good demand for shoes is 
the general opinion around town. 

* * = 


PATENT, BLUE, BLACK 
SUEDE LEAD IN BALTIMORE 


A ccorDING to reports from retail 
shoe stores the first week in February, 
the Baltimore area was found to house 
some capricious consumers. Patents, 
for instance, which were not expected 
to lead in the Spring selling began to 
spurt forward to a prominent position 
from a selling standpoint, while the 
closed type shoe was losing the race 
against the platform sandal. 

However, blue and black suede were 
selling steadily along with this new 
trend in consumer preference. Sling 
backs in open toes and heels, created 
in calf and suede were also progress- 
ing on the same level of popularity. 

Two new colors, variations on the 
balenciaga of last year. have been in- 
troduced here. One is “Burnt Almond” 
in suede, a bit darker than its name- 





sake, and “Empire Beige,” another va- 
riation of balenciaga. 

Hess devoted much window space to 
the promotion of new variations in 
casuals. with appropriate names for 
each new colored creation in the usual! 
price range. Their casual shop was 
the scene of much activity when the 
store advertised reductions of their 
play shoes. 

One buyer for a department store 
shoe section catering to upper middle 
class trade stated, “I would say blue 
and black suede and patent are com- 
ing up stronger than anticipated. 

“There seems to be a definite trend 
toward platform sandal-type shoes: 
closed types are reversing themselves 
in popularity for Spring. We thought 
the opera pump would lead for Spring, 
but I’m afraid we over-estimated its 

potentialities.” 
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... the original suede 





... for finer footwear 


C Vise Calf is a famous name. It identi- 


fies a famous suede leather. We originated both 
the name and the leather. In tanning technique and 
style qualities. Ooze Calf offers wide opportunities 
for creating high fashion footwear of true ele- 
gance. Ooze Suede Calf is available in black. 
brown, blue and grey. Ooze Call always makes 


footwear headlines. 


AMERICAN HIDE and LEATHER COMPANY 





BOSTON 
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. THERE’S A BIG TREND 


Crretchabl - 


Shoe Manufacturers and Shoe Designers 
Distributors of Stretchable Shoe Materials 


Weavers of Elastic Shoe Fabric 





ALFRED VAMOS 


With the style ascendancy of the popular opera pump and growing demand for 


shoes that girdle the foot, elasticizing is again a “must” for real foot comfort. 


Fortunately, the materials and the technique for this shoe construction are 
ready and proven. Special shoe fabrics woven with Lastex are in production 


by experienced weaving mills. 


CORRECT USE of these materials is of great import- _ or use shoe materials made with Lastex yarn. 
ance to assure the full benefit of this modern shoe 


construction. For this purpose, the United States | THE VAMOS SHOE patents* have been purchased by 


Rubber Company has retained the services of Mr. _ the United States Rubber Company to supplement 
Alfred Vamos, famous shoe designer, who perfected _its patents obtained in developing this use of 
the application of elastic backing and invented the —_ Lastex. This move was made to assure full use of 
remarkable, successful “elasticized” shoe. His ex- _ these patents and the elasticized feature by the 
pert advice is available to all who make, distribute. —_ shoe industry. 





Manufacturers who wish to capitalize on this proven 
comfort in shoe construction are invited to com- 
municate with our authorized consultant, Mr. 
Alfred Vamos, or write to the address below. 








*U.S. Patents 2,184,261; 
2,184,772 and 2,269,923 


Siasheyo .. the miracle yarn that makes things fit 





an elastic yarn manufactured exclusively by UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas, Rockefeller Center, New York 20, N.Y, 
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~ AMALGAMATED 


““AMALGAMATED makes the coordinated 


colors that sell shoes and accessories prof- 
itably”’ 


Because every skin we ship to manufac- 
turers of shoes, handbags and other acces- 
sories, adheres as closely as possible to 
the colors adopted by the Joint Color Com- 
mittee and are promoted only under the 
names designated by this Committee, the 
retailer can specify them, confident in their 
fashion fidelity and in the accuracy of 
their coordination. All official colors are 
available in CHARMOOZ, GLAZED KID and 
GENUINE REPTILES. Kid linings in all shades. 


BOOTH 30 
OFFICIAL OPENING 
AMERICAN LEATHERS 


WALDORF-ASTORIA 


AMALGAMATED 
LEATHER companies, INC. 


WILMINGTON 99, DELAWARE 
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1948 was about 15 per cent less than in 
the preceding year, with a continued 
slaughter of breeding stock which has 
reduced the potential supply of lambs 
for 1949. Sheep raisers continue hav- 
ing difficulties in obtaining herders at 
wage levels which they feel they can 
afford to pay. They also claim that the 
prices for which their animals are mar- 
keted are not as favorable in compari- 
son as for other livestock. Therefore, 
they feel that there is little incentive to 
expand their operations and as a result 
domestic production of sheep and lamb 
skins for the present year will again 
decline by about 10 per cent. 

“Total imports of hides and skins in 
the past year were about 15 per cent 
greater than in 1947. This gain was 
mainly due to the larger arrivals dur- 
ing the first three months of the year, 


particularly of hides from Argentina.. 


Importers complain that they are now 
unable to obtain their foreign hide and 
skin requirements because of either 
trade barriers or price. I am of the 
opinion that this situation will ease 
considerably with the passing months 
owing to the strong need for dollars in 
the foreign producing countries. This 
will permit our importing from abroad 
most, if not all, of our foreign require- 
ments. 

“T am sure that you are all aware of 
the necessity for importing hides and 
skins. The United States has histor- 
ically been a net importer of these es- 
sential raw materials. We usually de- 
pend upon imports for 10 per cent of 
the cattlehide requirements, 20 per cent 
in calf and kip, 50 per cent in sheep 
and lamb, and 99% per cent in goat 
and kidskins. 

“There was a decline in leather sales 
during 1948, due primarily to price re- 
sistance against finished leather goods, 
particularly footwear. This situation 
enabled substitute materials to replace 
leather to a greater extent than ever 
previously experienced in this country. 
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Usually about 90 per cent of the leather 
consumed in the United States is used 
for the manufacture of footwear, with 
most of the remainder going into such 
items as apparel, gloves, luggage, and 
industrial belting. 

“Official data show that during 1948 
more than 35 per cent of the footwear 
produced was made with non-leather 
soles. In no other year for which com- 
parable data are available has this pro- 
portion of non-leather soles been re- 
corded. Somewhat similar experiences 
were recorded in gloves, where more 
fabrics were used, in luggage, with an 
even wider range of substitutes, and to 
a small extent in both industrial belting 
and apparel. 

“Consumers have been curtailing 
their shoe purchases during the past 
15 mohths in their efforts to force price 
reductions. Whenever it became neces- 
sary to buy shoes, price was often the 
determining factor in the sale. This 
situation is confirmed by increased sales 
of shoes in bargain basements of de- 
partment stores and low priced shoe 
chains while those of independent stores 
which specialized in better grades de- 
clined. Sales of shoes by the chains 
and bargain basements increased by 
more than 15 per cent in 1948, but 
this was not sufficient to offset the cur- 
tailed volume of the independent 
stores. ... 

“Prices will be the important factor 
in determining the volume of leather 
consumption during 1949. If conditions 
permit the offering of leather products 
at price ranges which do not differ too 
greatly from those of items made from 
fabric, plastic and other substitute ma- 
terials, consumption will increase. If 
present price conditions continue, con- 
sumption of leather in 1949 will be no 
greater than during the past year. 


“As producers of hides and skins, this 
situation is of considerable importance 
to you. The tanning industry is the 
only one that can afford to pay reason- 


leather Demand Limited by Current Price Conditions 






able prices for hides and skins which 
are your by-products. Curtailment in 
tanning operations would reduce your 
market for these by-products and un- 
doubtedly cause marked price de- 
clines. ... 

“Operations in world hide and skin 
markets with dollars by ECA countries 
have also been blamed for upsetting 
price levels during the past year. Al- 
though the reports have been exag- 
gerated, there is no doubt that in some 
instances prices were temporarily in- 
creased. However, the amount of ECA 
dollars programmed for hides and skins 
during the fiscal year 1949-50 will be 
smaller and the impact of such pur- 
chases not nearly as great as during 
the first year of operations when Euro- 
pean needs were urgent. Smaller pro- 
grams, therefore, should remedy the 
complaints regarding the impact of ECA 
purchases on supplies and prices. 

“To summarize, it is my opinion that 
the demands for hides and skins in this 
country during 1949 will be fully met. 
Competition from substitutes will con- 
tinue, and the price differential between 
leather and the other materials will be 
the determining factor in the consump- 
tion of hides and skins. This competi- 
tion is very serious and could have per- 
manent effects if not halted within a 
reasonable time. 

“The volume of retail shoe business 
during 1949 will probably be the great- 
est since 1946, which was a record year. 
The public has been using up its closet 
inventories of shoes and will have to 
replenish footwear wardrobes. You, as 
hide and skin producers, have a very 
strong interest in the development in 
this trade. If substitutes continue at 
the same or higher levels as in 1948 
there will be a strong and determined 
impact against hide prices. In my opin- 
ion the hide, leather and shoe indus- 
tries would benefit materially if hide 
quotations leveled off to an extent suf- 
ficient to meet favorable competition 
with substitute materials.” 





Shoe Institute Program 
Enters New Phase 


[CONTINUED FROM PAGE 55] 


editors, which provided a background 
of statistical, fashion, health, comfort 
and general information about shoes. 
Both Fact Sheets, distributed on a na- 
tionwide basis, were well received and 
required reprinting to fill requests. In- 
dividual retailers and manufacturers 
used the information in them as the 
basis for successful interviews which 
appeared in the press. Editorials and 
feature articles were written around 
them by editors who received them. 
Most important, perhaps, was the fact 
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that editors received factual] informa- 
tion, which cleared up misconceptions 
widely held about the industry and its 
economic position. 

With the Fact Sheets as ground work. 
editors were then supplied with several 
varieties of fashion, business and 
health-and-ccmfort releases by direct 
mail and through syndicates and wire 
services. 

Photographs and news of shoes is 
distributed each month to 350 women’s 
page editors. A news service for radio’s 
women commentators goes to 880 broad- 
casters each month. The latest news of 
shoes is provided to editors of 1800 spe- 
cial publications, such as house organs, 
who have requested this service. As 
developments in the industry require, 


business news is furnished to news- 
paper and news magazine editors. 

The institute has also conducted sur- 
veys to discover the special needs and 
interests of retailers so that particular 
emphasis may be placed on these needs. 
These surveys will serve as the basis 
for the current phase of the public 
relations program, since it showed that 
shoe retailers are especially anxious to 
obtain promotion aids from the insti- 
tute. 

Another survey, to discover the types 
of shoes men are actually wearing, was 
made in principal cities where the 
J. Walter Thompson Company has of- 
fices. This survey was proven helpful 
in laying plans for a men’s shoe ward- 
robe campaign now being undertaken. 
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Fashion-trained feminine eyes instantly recognize 
the “luxury look” in quality Kidskin, as exemplified in 


Dunhood Leathers. Fine grain, clear color, 
NOW AVAILABLE IN 


Glazed Kid . . . Black 
Suede Kid .. . Black, Brown, Blue 


lasting comfort and faithful service make 
Dunhood Leathers truly outstanding. 


Sales “Agencies: SINCE 1870 
ST. LOUIS 3 
Allen & Stis 
1433 Locust St. 
MILWAUKEE 4 
C. E. Becker & Co. 
647 W. Virginia St. 
CINCINNATI 2 


W. D. Cost & Company 
307 E. 4th St. 
SAN FRANCISO 3 : 
MacPherson Bros. Leather Co. y a 5 : 





730 Mission St. 
NASHVILLE 3 a aad ESTABLISHED 1870 
Horace H. Beaven Co. 


TSE, Sere EO. 240 W. SUSQUEHANNA AVE,, PHILA. 22, PA. 83 SOUTH STREET, BOSTON 11, MASS. 


HANOVER, PA. 
McClarin—Bedford 
Hoffman Bidg. 
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Merchants Give Displays Top Rating 


an occasional visit by others from fac- 
tory and offices.” 

Fifty-nine and eight tenths per cent 
of the merchants stated that they had 
a part-time employee take care of their 
window displays, and only 15.5 per cent 
had full-time employees. (The _ re- 
mainder did not answer the question.) 
Seventy-nine per cent of the part-time 
employees worked as sales clerks and 
21 per cent as managers. But 93 per 
cent said they didn’t employ anyone out- 
side of their organization to take care 
of their windows. 

A great number of merchants handle 
most of their own advertising and pro- 
motional work. This is illustrated by 
the answers to the question, “Do you 
prepare your own newspaper, radio, or 
direct mail ads, or do you delegate the 
work to an employee or employ an ad- 
vertising agency or free lance copy 
writer?” Eighty-three and four tenths 
per cent stated that the owner did this 
work. Less than 5 per cent used other 
help. 

The final question, “What size adver- 


[CONTINUED FROM PAGE 68] 


tising mats do you use?” brought highly 
scattered answers. The majority, how- 
ever, indicated that they preferred 2 
columns by 10 inches, and 2 inches by 
10 inches. The remainder ranged from 
1 column by 4 inches through the vari- 
ous multiples of this size to 2 columns 
by 10 inches, and from 1 inch by 5 
inches through 3 inches by 6 inches. 
There were some sizes that went up as 
high as one-half page. 


Summing Up 


The following quotations from the 
“Summing Up” question serve to re- 
emphasize in the retailers’ own words 
their complaints and suggestions for 
better window displays and service. 
One retailer says, “Would like to see 
more interest in our window problems. 
Definite seasonal live wire material and 
large enough to be used successfully. 
Perhaps different sizes for small and 
large windows. Approximate a larger 
share of advertising allotment to win- 
dow display to dealers that buy shoes 
and again, eye-catcher, preferably mo- 
tivated signs.” And another retailer be- 


lieves, “There is not enough thought 
given when display material is shipped 
out. It should be checked at the office 
and be flexible enough to display the 
styles purchased; at least 50 per cent 
is discarded because it displays styles 
other than those purchased, which rep- 
resents quite a waste.” Here’s an in- 
teresting comment, “Never able to buy 
shoes shown in the magazine advertise- 
ments until the season is over.” 


In Conclusion 


All in all, the window display is ap- 
parently the best salesman the retailer 
has, especially the small retailer. Of 
course, he finds fault with displays sup- 
plied by the manufacturer when their 
design and size makes them impossible 
or almost impossible to use, but he likes 
to receive them if they are more closely 
tailored to his needs, because he realizes 
that the display, if effectively and in- 
terestingly put together, means sales— 
and that’s one of the primary reasons 
he’s in business—if he can’t sell shoes, 
then the manufacturer is out of busi- 
ness too. 





Fitting and Service 
Build Children’s Business 
[CONTINUED FROM PAGE 65] 


where they can wear them to their own 
satisfaction, comfort and benefit.” 

Carrying an ample stock of some 
four or five thousand pairs of shoes, the 
store features only well-known national- 
ly advertised brands of footwear which 
are stocked in all sizes. One of the big- 
gest sellers in the store is the same line 
with which it originally started, which 
features shoes for children and growing 
boys and girls. 

“Our patrons may always be sure of 
getting the right fit in a nationally 
known branded line,” Mr. Hart con- 
tends. “We carry all sizes and enough 
of a variety in styles to offer full satis- 
faction with every sale.” 

The store advertises once a week in 
a community newspaper. This weekly 
is read mostly by housewives, and the 
returns are surprisingly good. How- 
ever, the most dependable advertising 
is word-of-mouth which gains new cus- 
tomers daily. 

The friendly atmosphere of the store 
plus its modern and attractive appear- 
ance are two other important factors 
entering into its success. Every patron 
is treated as a guest is treated in a 
home. “The problems of my patrons 
are my problems, too,” says Mr. Hart. 
“Any service which will ease their shoe 
problems is offered. We like to remem- 
ber our patrons, and we appreciate the 
fact that they remember us.” 
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Repair service, deliveries, special or- 
ders, all those and more, are cheerfully 
executed. A genuine friendly greeting, 
a smiling face and a congenial atmos- 
phere create a pleasant store in which 
the customer feels at home and is more 
responsive to making a purchase. Chil- 
dren, too, want to come back, for they 
are given balloons, comic books, and 
toys. 

“You must know the needs of your 
customers,” Mr. Hart maintains. “Sup- 
ply them with quality shoes, be their 
friend and counsellor, give them 100 
per cent service, and fit them perfectly. 
Then watch your business grow.” 





Promote Leathers in 


Season 
[CONTINUED FROM PAGE 57 


leathers are more appropriate, and this, 
too, can be emphasized in selling and 
promotion. 

Granted that more stores today men- 
tion leathers in their advertising copy 
and feature it in their displays, there 
is still a chance to do much more to 
dramatize leathers in the eyes of your 
customers. On these pages we show 
nine shoes designed to suggest types, 
patterns and leathers especially suited 
to the six selling months from August 
through January. There has been no 
thought of implying that these are the 
only leathers that should be sold in 
these periods. These are the leathers 
that we suggest for promotion during 


these months. Well-styled, cleverly pro- 
moted shoes, backed by a selling story 
that makes sense to the average woman, 
should keep your women’s shoe depart- 
ment busy every month of the year. 
And remember, leather and the story 
that you can tell about it—its style and 
functional story—can play a big part in 
achieving that desirable goal. 





Andresen Heads Drive 
For USO Fund 


New York—John C. Andresen, presi- 
dent of John Andresen & Company, 
Inc., is chairman of the Leather and 
Hides division in the New York USO 
Campaign for a minimum goal of $800,- 
000 which began February 1, announced 
recently by general chairman John J. 
Raskob. 

The local effort is part of a national 
drive for $6,650,000 to continue enter- 
tainment for wounded veterans through 
Veterans Hospital Camp Shows and to 
provide club and other USO services 
for the estimated 2,100,000 men in the 
armed forces in 1949. 





Shoe Retailers’ League in 
New Headquarters 

New YoRK.—The Shoe Retailers” 
League, Inc., has announced the re- 
moval of its offices from the old loca- 
tion at 47 West 34th Street, to new 
quarters in Room 1705 at 521 Fifth 
Avenue. 
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NO OTHER LEATHER WILL EVER Do! 




















Soft, supple, easily cared for and shined, Kangaroo has a loyal 
following who will not willingly wear shoes of any other 
leather. They, and the legion of customers who “try Kangaroo” 
for the first time, account for the steadily growing consumer 
demand for genuine Kangaroo tanned in America. Much of 
the growing popularity of Kangaroo Leather has been won 
for it by the fine tanning techniques which have been put into 
it by America’s experienced tanners of Kangaroo leathers. 
Over six decades of tanning “know-how” is the record of these 
long established firms, specialists in Kangaroo tanning. That 
is why more retailers are planning to be kind to their customers’ 
feet in ‘49 by giving them more shoes of Genuine Kangaroo. 












Kangarco Leather is 17% 
stronger, weight for weight, 
than any other leather used 
in shoes. 
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New York City 
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MONARCH LEATHER COMPANY 
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continuous tone. They can possess black 
and white and all the grays that are 
between the two extremes. The basic 
difference between a line engraving and 
a halftone is that the halftone uses a 
plate glass screen, made by ruled hori- 
zontal and vertical parallel black lines. 
When the picture is taken, the screen is 
placed a short distance in front of the 
negative in the camera. The exposure 
allows the light to affect the sensitized 
negative. 

However, before the light actually 
reaches the negative, the image is bro- 
ken into thousands of tiny dots. The 
gradation of tones of the original copy 
is now represented by these dots on the 
negative. Where the original area was 
white or light gray, many dots close to- 
gether appear on the negative. Con- 
versely, where the portions are black or 
dark gray, fewer dots are reflected on 
the negative. The negative is then pho- 
toprinted on metal (usually copper). 
Consequently, we now have the reverse 
of the negative, or many massed dots 
for black and few dots for white, with 
a medium number for the grays. 

The metal is then engraved with 
acid, and the result is a duplication of 
the original drawing or photograph 
broken up into dots in relief on the 
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plate. The dots, which represent the 
ink carrying areas, print a simulation 
of gradation of tone on paper. 

The halftone screen may differ in 
size. The screen may range from a 
course 50 screen (or 50 lines to the 
inch) to a fine 200 screen. The more 
lines on the screen, the more dots to the 
inch and the finer the gradation of tone. 
The type of paper to be used for print- 
ing determines the screen. 


How to Save Money on 
Plate Making 


1. Remember that all illustrations to 
be printed in your ad must first be 
made into a plate. Your type matter 
can be set up mechanically by the news- 
paper or engraved as a line plate. 
Usually, the average local advertise- 
ment uses a combination of illustration 
and type matter. 

2. If you have more than one illus- 
tration to be engraved, paste them close 
together on one sheet of illustration 
board. Make one plate of the lot and 
ask the engraver to cut them apart. 
This will save you the cost of single and 
individual plates. Be sure, however, 
that the illustrations on the board are 
either all line or all halftones. 


Producing the Advertisement 


3. If your engraving is to be used for 
a newspaper ad, have the plate deliv- 
ered “unblocked.” Unless otherwise 
specified, all cuts are sent to the cus- 
tomer backed with a wooden block. This 
is unnecessary for newspaper repro- 
duction, although required for catalog, 
booklet and magazine work. 

4. If you subscribe to a mat service 
and can use their illustrations, you can 
save money. These are usually already 
screened and will save you the cost of 
a halftone engraving. 

5. Do not discard or destroy old en- 
gravings or paper proofs. They can be 
used over and over again whenever you 
decide to use the illustration. 

6. Mats will save you the cost of 
making an original plate. Usually a 
mat service supplies mats of all their 
work. These mats, which are cardboard 
molds of the original plates, are used 
to make metal castings or stereotypes 
for printing purposes. 

7. Save your original drawings and 
photographs, especially when you feel 
that you may have future use for same. 

8. Get yourself a copy of an engrav- 
er’s chart. This will give you the exact 
figures from which you can determine 
costs in advance of the making of the 
engraving. 


Boot and Shoe Recorder 





The very best in lasts... and 
shoes ... is none too good for 
growing feet, And youngsters 
are hard on shoes, as every 
mother knows. That is why we 
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pay painstaking attention to the 
creation of master lasts which 
are scientifically designed to 
make well-fitting footwear and 
sound-wearing footwear for 
America’s youngest market. 
Moreover, as long as little girls 


and little boys (?) like to dress 


mA we 


Window Photographed at Saks Fifth Avenue 


ptted Last thinks o€-the children oo! 


up...even in the “little feller” 
models you'll detect the note of 
high style that’s so typically 
United Last! 


United Last Company 


Boston, Massachusetts 








Accent Leather in 
Accessory Selling 
[CONTINUED FROM PAGE 58] 


ferent costumes and uses. They ask for 
the leather that they want. They can, 
however, be made even more conscious 
of these distinctions by the right kind 
of promotions. Pointing out the indi- 
vidual qualities of different leathers, 
from the point of view of both appear- 
ance and performance, you increase con- 
sumer interest in shoes and accessories 
and stimulate the desire to buy more. 
Probably you yourself will become more 
interested in seeing what shoe and ac- 
cessory leathers are just right in cer- 
tain patterns and colors to wear with 
certain clothes. 

















Scarab Green, new deep beetle tone in 
Fieming Joffe's cobra colors for Fall. 
Shoe by John Marino. Bag by Josef. 


Why, for instance, is black patent 
leather so especially pretty with Spring 
clothes and prints? What makes calf- 
skin such a thoroughly satisfactory 
leather for smart daytime wear? Why 
are certain soft colors, as well as rich 
dark ones, so lovely in suede leathers in 
dressier patterns? Why is kidskin so 
typical of elegance and also so very 
style-right for informal Summer leisure 
wear? And what about reptiles? What 
is the appeal of alligator that brings it 
back year after year? Why do the new 
delicate or glowing colors seem so 
suited to snakeskin and lizard? 

With most leathers it is the actual 
quality and texture that is the real 
answer to these questions. Sometimes 
there are additional reasons. Sometimes 
the source or origin of a leather gives 
it an atmosphere that seems to belong 
in certain colors and styles in both shoes 
and accessories. Cobra snakeskin, for 
instance, suggests the exotic and so do 
the new colors in which it is appearing. 
There is plenty of romance to be found 
in leathers, in their finishes as well as 
their colors, and so there are countless 
suggestions for dramatic and appealing 
promotions of your leather accessories 
and shoes. 
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Washington Newsreel 
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competition from leather substitutes. 
While this competition has not resulted 
in any reduction in sales of sole leather, 
it has made serious inroads in luggage 
and smal] leather goods. 


As to retail sales, Commerce Depart- 
ment field reports indicate a good 
volume of business during January, 
due chiefly to markdown sales. Many 
months ago the Department had pre- 
dicted an increase in the number of 
year-end sales as well as greater 
volume during these events. 


To Celebrate Anniversary 


TurRTLE CREEK, Pa.—I. Fineman & 
Co. will this March celebrate their 
fiftieth anniversary in the retail busi- 
ness. I. Fineman, the founder, is still 
the active head. 

He started in business in Turtle Creek 
in March, 1899 with $400.00. Today this 
concern is considered one of the best 
known establishments in Western Penn- 
sylvania. Only the better known shoe 
lines are carried. 

In addition to the store located in 
Turtle Creek, other stores are in La- 
trobe, Pa.; Tyrone, Pa.; New Kensing- 
ton, Pa.; and Sharpsburg, Pa. 

Meyer Helfer is in charge of the shoe 
department at the Turtle Creek store. 









WHITE, BLACK and COLORS 
* Glazed and Suede 
Also Slipper and Lining Stock 








When you use Oxide Kid, every customer gets a better appreciation 
of good leather and of the quality your brand name represents. 
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COME TO BOOTH 14 
at the 
LEATHER SHOW 
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Shoes and Leather— 
Fall °49 
[CONTINUED FROM PAGE 77] 


period of economic boom and expansion, 
such as the last two or three years, they 
did not participate in volume gains; 
during business adjustment or correc- 
tion, shoes do not suffer the loss in 
volume of other merchandise. This 


stability may be deemed unfortunate at 
times; it is an asset which should not 
be ignored in appraising the outlook 
during a period of uncertainty. How- 
ever, it would be unfortunate if the shoe 
industry should overlook the imperative 





necessity of intensifying its merchan- 
dising efforts with two primary ob- 
jectives: First, to assure consumer 
recognition of the inherently great value 
in footwear. Second, to maintain and 
expand the minimum volume dictated 
by the per capita requirements of 149 
million people. 

One of the invaluable purposes served 
by the coming Leather Show will be its 
graphic demonstration of the merchan- 
dising possibilities which leather can 
open up. For Spring and Summer foot- 
wear tanners have cooperated with 
manufacturers and retailers in assem- 
bling the most varying range of upper 
leather colors in many years. While the 
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LINED and UNLINED WEIGHTS— 6 
black, white and colors. 





shoe business has not been as responsive 
to color and style influences as it should 
have been during the past year, there 
can be little doubt that the new stress 
upon color evident in Spring and Sum- 
mer will carry over to the following 
season. Leather lends itself to exploit- 
ing these potentialities because it car- 
ries to the overwhelming majority of 
consumers the implication of value. 
What better approach is there for the 
shoe business than to stress the value 
of its product and to utilize leather as 
a dramatic symbol of the value which 
consumers obtain? 

In many industries a crossroads has 
been reached or is in sight; one fork of 
the road leads to indiscriminate em- 
phasis upon price, and the other to 
insistence upon value and the main- 
tenance of quality standards. The shoe 
industry should endeavor to maintain 
quality standards consistent with costs 


| in every grade and type of footwear. 


Examination of the facts of raw ma- 


| terial supply lends both assurance and 


continuing uncertainty to the outlook. 
No great changes are expected in 1949 
in domestic raw material supplies, with 
most expert sources agreeing that a 
slight decline in cattle and calf slaugh- 
ter is in prospect. 

Both the American Meat Institute 
and the Tanners’ Council believe that 


| the decline in cattle slaughter during 


1949 will range somewhere between 2 
per cent and 5 per cent from the pre- 
ceding year. 

It is in connection with imports from 


| abroad that continuous problems are 


faced by tanners. During 1948, the 
United States was able to import a suf- 
ficient quantity of foreign raw material 
to supplement its domestic resources. 
Imports on the same scale are expected 
in 1949, but this flow of raw material is 
subject to pressures and obstacles which 
represent a factor of serious cost to the 
domestic tanning industry. In various 
parts of the world currency unsettle- 
ment and fears have led to the hoarding 
of raw materials and the accumulation 
of idle inventories. Funds made avail- 
able by the United States under the 
Marshall Plan have not always been 
employed in the most efficient way to 
further economic recovery abroad and 


| have helped contribute upward pres- 


sure in foreign raw material markets. 
The factors of supply contingent 
upon developments abroad cannot be 
foreseen with any certainty. In the 
tanning industry it is believed that in 
spite of current difficulties and restric- 
tions, a sufficient quantity of hides and 
skins will be moved to the United States 


| to enable tanners to meet their cus- 


tomers’ production goals for the year. 
However, persistence of abnormality in 
foreign trade may well be reflected in 
the continuance of import difficulties 
and cost pressures. Only greater sta- 
bility in currencies and the elimination 
of trade restrictions in Argentina, in 
Europe and elsewhere can produce the 


| normal flow of supply to the United 


States. 
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have large concentration of race track 
personnel and those parts of the coun- 
try within which riding academies are 
numerous and rodeos find their head- 
quarters, contribute considerably to 
over-all cowboy boot sales volume. 

Several well known governors of va- 
rious states are known for their avid 
purchases of cowboy boots. Movie per- 
sonalities, bandleaders and radio celeb- 
rities, by their wearing of cowboy boots 
make attractive publicity for this type 
of footwear. Farmers of the real dirt 
variety wear them for practical pur- 
poses, and gentleman farmers don them 
at their earliest opportunity for lei- 
sure wear. 


/ HARVEY SUEDE 
cA. 


Lyre Bee 


T. M. Reg. App. for 


in BLACK, BROWN and COLORS 
for FALL 








Leading shoe manufacturers 
will tell you it makes the 


FINEST FINISHED SHOE 
e 


Bootu 45, LEATHER SHOW 
Waldorf-Astoria, New York 


THOMAS B. HARVEY 


LEATHER COMPANY 
PHILADELPHIA, 
BOSTON OFFICE — 16 SOUTH STREET 


PA. 











Cowboy Boot Bonanza 


[CONTINUED FROM PAGE 62] 


follows the contour of the foot so 
closely in those areas at which it makes 
contact, that its fit can be described 
only as glove-like. The high fiddle 
shank, which is a criterion of good cow- 
boy bootmaking, and the steel shank 
over which it has been worked, with its 
high Cuban heel gives it unusual under- 
arch fitting qualities. 

Your old-time cowboy actually did 
very little walking, but he did more 
than his share of jumping on and off 
his horse, and the split-second stopping 
on a rough terrain, while roping, hog- 
tying and branding a steer, was enough 
to break down even the most rugged 
arch or twist a strong ankle. The fact 
that the cowboy boot developed into the 
accepted shoe for this type of footwork 
meant that it must have proven a 
highly utilitarian shoe for the job for 
which it was selected. 

So, let us assume that the one draw- 
back that we, as shoe men, attribute to 
the cowboy boot, namely its short-om- 
ings of fit, can, by care at the fitting 
stool, be reduced to that point at which 
it becomes an acceptable shoe for the 
consuming public at large. 

It is interesting to note, too, on the 
subject of orthopedics, that as late as 


110 


1920, sizes four and five were common, 
six and seven standard, eight was a 
large size, and nines were considered 
outsizes. The wearer of a size above 
nine was dubbed a “splayfoot.” Men’s 
size schedules today start at eight, with 
nine considered a standard, and, in long 
lines, sizes frequently run as high as 
18. Add statistics for the state of 
Texas, where most boot sales are made 
for occupational use, sizes run on the 
average considerably lower than in the 
rest of the country. Of Texan men’s 
feet, a resident manufacturer of cow- 
boy boots comments that his fellow citi- 
zens have the narrowest feet in 
America, and probably the smallest, 
although their feet. like those of other 
Americans throughout the country, are 
increasing in size. 

The United States is country of 
origin for cowboy boots sold and worn 
in Australia, New Zealand, France, 
Italy and Switzerland. Every state in 
the Union buys cowboy boots: Canada, 
due in part to its famous Calgary Stam- 
pede, is extremely cowboy boot con- 
scious. The state of Texas still contrib- 
utes the largest dollar volume in cow- 
boy boot sales, although New York, 
Kentucky and those other states which 


Dude ranchers, and kids everywhere, 
often just out of the toddler and into 
the “Lone Ranger” stage, and lumber 
jack and levi addicts and square-dance- 
happy high school kids live in them. 
College boys find them “swell” for 
Winter wear on Northern campuses. 
With long distance truckers, they have 
become a specialized occupational shoe, 
because of the fact that their unique 
heel and high, solidly built arch stands 
up during long hours of driving. Thou- 
sands of itinerant factory and farm 
workers, both men and women, find 
them ideally suited for their migratory 
car and trailer existence. 

Of course, the largest single type 
of consumer is the so-called “dude 
rancher,” captains of finance who for- 
get the chill winds of Wall Street in 
the warm sunshine of an Arizona ranch 
house, and the clerks who sport cowboy 
boots on hired horses in Central Pa~k 
or spend a tightly budgeted weekend at 
one of the score of “dude ranches” in 
Westchester or Long Island. 

The appeal of the cowboy boot for 
the small fry is unbelievable. To the 
natural impulse of a youngster to play 
cowboys and indians, the radio and tele- 
vision have brought Gene Autry and 
the Lone Ranger to whip young imagi- 
nations into piggy-bank breaking pro- 
portions. A visit of the rodeo to city 
stadium or country fair inevitably lures 
small boys’ savings out of the bank, or 
causes parents to “cough-up” the neces- 
sary money for a pair of boots, levis 
and a 10-gallon hat. 

No wonder cowboy boot manufactur- 
ers and alert retailers rub their hands 
and say, “What a business this is, 
pardner!” 


The Continental Air 
[CONTINUED FROM PAGE 60] 


distinguishing mark to shoe men of 
those well-dressed foreigners who were 
visiting us in such great numbers at 
that time. It was quickly noted bv high 
grade retailers and one midtown Madi- 
son Avenue store soon featured Ameri- 
can-made interpretations of this shoe. 
It is interesting to note that these early 
models were made by a manufacturer 
who enjoyed a nation-wide reputation 
for orthopedic wedge types and for 
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FINE LEATHER ON DISPLAY MALIS LEATHER CO. 


BOOTH 66 


315-319 ARCH ST., PHILADELPHIA 6, PA. 
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81 Years of Tanning Craftsmanship 


Eagle-Ottawa Leather Co. 
GRAND HAVEN, MICHIGAN 
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GLORIA BLACK SUEDE 
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shoes designed to increase the male 
stature. These shoes, which instantly 
jumped from other shoes displayed in 
the retailer’s window because of their 
different look, sold at fabulous prices 
and during the war found ready accep- 
tance among the “haute monde” of 
Madison Avenue and Central Park 
South. 

They were distinguished by their full 
broad last, which tapered sharply te the 
toe, and by their heels which were wide 
and well cupped. They were extremeiy 
easy-fitting shoes and were made up 
first in heavily ornamented bluchers. 
Patterns for the most part were bold 
with multiple bold perforations and 
heavy pinking. Black smooth and waxed 
calf and high shades of tan polished to 
a gloss were favored leathers. But the 
unusual appearance of these shoes re- 
sulted from their broad flat tread, 
heavy soles and heavy edge trims which 
were wide wheeled and carried ex- 
tremely wide spaced white stitches. The 
heel seat was always welted and the 
“outside line” came forward from this 
extended heel seat to make a line which 
was held as straight as possible until 
it reached the ball and then tapered 
abruptly forward to the toe. Looking 
down upon the shoe, the effect was one 
of extreme straightness and clubbiness. 

So much for the background of the 
Continental. Why then is it in the style 
picture now and what are its implica- 
tions of influence on feature styling? 
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In its current development, the Con- 
tinental is a very attractive and un- 
usual shoe, adaptable to many types 
and weights. It has the appearance of 
being a heavyweight and yet it is ac- 
tually a middleweight. Unlike the ex- 
tremely heavy types we have been pro- 
moting for the past few months, it is 
not confined to butted-forepart blucher 
treatments. It is a rich looking shoe, 
both in its shoemaking and in its ap- 
pearance of weight which contribute 
equal shares to its attractiveness. 

Several shrewd style men to whom we 
have talked recently, say that the Con- 
tinental is here to stay as a basic last, 
and as a trim and pattern treatment. 
They point to its versatility and to the 
strides which it has made in a very 
short time, despite the fact that it was 
a war or prewar baby. 

But they look most to its possibilities 
of adaptation to medium and light- 
weight shoes. In the past few weeks, 
we have seen models being developed 
for Fall, which combine the Continental 
last and its straight outside edge, with 
extremely simple, classic styling of up- 
pers. They are medium and very light- 
weight shoes and are simple, clean 
gentlemen’s types. Samples suitable for 
photography should be ready within the 
next month or so, and will, as soon as 
available, be photographed for RE- 
CORDER readers. 


Suburban Store Opened 


LOUISVILLE, Ky.—Silverman’s, a sub- 
urban department store, in the High- 
land Park section, Louisville, has just 
completed the remodeling and enlarg- 
ing of a store at 4444 Park Boulevard, 
the main stem of Highland Park, into 
one of the largest and finest general 
family clothing stores in the city. This 
store is all on one floor, and handles 
men’s, women’s and children’s shoes, 
clothing, general wearing apparel, 
ready to wear, hats, furnishings, and 
dry goods. 


Store Opened in Hotel 


Los ANGELES, CALIF.—The Morris 
Bootmaker, retail shoe store of Beverly 
Hills, has opened a branch in the Bilt- 
more Hotel in which the Bannister, 
Bass and Bespoke lines are featured. 
Ben Morris is giving the new venture 
his individual attention. Furnishings of 
the Biltmore store are in keeping with 
the locale. 


New Kinney Store Planned 


BorGeR, TEX.—The Kinney Shoe 
Store chain will open a store in the 
building formerly housed by Furr Food 
Store. The store will have a 25-by-120 
foot floor space. The new front will be 
modernistic. 
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moulded structural unit formed to fit the last . . . provides 
the shoe with strength and grace without bulk. 

Makers of Cements, Littleways and McKays in particular 
will appreciate the snug fit at heel seat, waist and ball areas. 
Unishank helps the shoe retain its shape, hold its proper 
tread, provides proper support to the foot and makes pos- 
sible superior heel anchorage. Cement sole attaching is 


simplified because a wider lasting margin may be 


? 
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What UNISHANK Adds to Shoes 


Fit — last measurements preserved through waist. 
COMFORT — firm, snug-fitting waists. 
STRENGTH — without bulk. 
APPEARANCE — top lines preserved — helps shoes 
hold shape until worn out. 
BETTER HEELING — cuts returns due to “run under” 
and/or “kick back” heels and 
torn Louis Heel flaps. 
UNIFORMITY — shanks accurately located preserve 
last contour. 


retained through the shank area. VITA-TEMPERED STEEL SHANKS c> 


Your United representative can provide full par- When cleon, tough, hard, uniform VITA-TEMPERED 


ticulars about adapting Unishank to your operations. 


STEEL SHANKS are used in Unishank assemblies, 


it‘s a combination hard to beat. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Shoes in the News 


CoorDINATION, well-planned, is one of the most im- 
portant factors in retail operation today. Smart merchants 
know that stocks move twice as fast when a woman can come 





Shoe from Goodwill Slipper, 
bag from Dover Handbag, 
belt from Foxcraft Leather 
Goods. Shoe and belt of 
‘Suedecloth” and bag of 
“Plasticsuede,” both from 
Pinehill Products. Materials 
closely resemble suede, vat- 
dyed in 44 colors. 











in to their store and pick out, not just a shoe, or just a bag 
or a belt, but all three or four or five, that make a complete 
accessory wardrobe. This desire on the part of women is 
not a high style taste; it extends from the highest to the 
lowest income brackets. The store that can give such ser- 
vice in the lower price field is doing a real job for the 
great majority of women in this country. 


- + & 
LicHT blond tones are top fashion colors for Spring. They 


are being used in straws, raffias and fine leathers. They are 
part of the fashion interest in the color family that starts 


Classic suit shoe in Golden 
Bamboo calf from Delman. 





with brown, cocoa, orange, and runs the gamut to pale 
beige and natural. Beiges in ready-to-wear are slated to be 
the highest style neutral this Spring. Everything is being 
keyed to them, including hosiery. 


= 2 @ 


MANUFACTURERS of children’s shoes know that if they 


can combine style with practical features, their shoes will 
find a ready market. Thus, a style feature, such as the use of 


Ilandmade two-buckle model 
by R. J. Potvin Shoe Co. 
To be made in elk in white, 
red, brown, and smoked. It 
has no inside seams, fea- 
tures flexible soles, a spring 
heel, and is hand lasted. 





multiple buckles, has a practical aspect in that it makes it 
difficult for a youngster to pull the shoes off his feet. Hence 
mothers have taken to the strapped and buckled idea in 
shoes for their offspring, and demand is expected to con- 
tinue for shoes of this sandal type. 
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IRSI......... 


in BEAUTY... 
PERFORMANCE... 
building SALES! 








PRIMEX is designed (1) to speed the 


buying decision (2) to get new, perma- 
nent customers (3) to modernize and 
beautify your store. Its many mechanical 
improvements are unequalled for build- 
ing sales and customer goodwill. 


* new X-ray unit 
LOOK AT x new low step 
THESE * new 3-Ray penetration 
STAR * anew wide platform 
FEATURES * mew compact size 


* 2-year guarantee 
PRIMEX offers a variety of harmonizing styles 
for all types of store interiors. For full details, 


write PRIMEX EQUIPMENT CO., Dept. BS-3, 
135 So. La Salle Street, Chicago 3, Illinois. 


PRIMEX 547%, 


SHOE FITTERS 
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Large Attendance Expected at Coming Allied Products Show 


Semi-Annual Event to Be Held at Hotel Belmont-Plaza, New York, March 6th Through 


9th — Emphasis on Style in Footwear Expected to Draw Heavy 


New YorK—A greater emphasis on 
style in footwear for Fall is expected 
to draw a much heavier attendance 
than ever before for the 16th semi- 
annual Allied Shoe Products and Style 
Exhibit in New York City early in 
March. 

The Allied Show, as this increasingly 
popular event is now better known, will 
start Sunday, March 6th and continue 


through Wednesday, March 9th. The 
trade can again take advantage of this 
usual early start ahead of the important 
Leather Show for Fall, sponsored by 
the Tanners’ Council of America, which 
opens a two-day session at the Waldorf- 
Astoria on Tuesday, March 8th. 
Visiting shoe manufacturers and re- 
tailers, their buyers and executives will 
find their advance Fall style planning 


Attendance. 


greatly accelerated by attending the al- 
lied group exhibit. A record number of 
firms will present an impressive array 
of new developments, new products and 
processes in this coming 16th semi- 
annual event. Exhibits will be concen- 
trated on three special show floors and 
in suites in the Hotel Belmont-Plaza 
directly across the street from the Wal- 
dorf-Astoria. 





What 


Teeko-Smooth, Chrome, Semi-Aniline 

Manhattan Brown No. 6 

Black No. 9 

British Tan No. 10 

American Burgundy No. 11 

Tawny Tan No. 12 

Brandy Tan No. 13 
Tattoo, Smooth, Chrome, Aniline 
Golden Sunset No. 100 
American Burgundy No. 101 
Tawny Tan No. 102 
Brandy Tan No. 103 


Hikon-Boarded Elk 
Black No. 709 
Manhattan Brown No. 
British Tan No. 743 
White No. 762 


718 


VF omen’s Colors 

Teeko, Smooth, Chrome. 
Black No. 9 
Burnt Mocha No. 6 
Cafe Brown No. 7 


Semi-Aniline 


Diamond Patent Leather 
Black and Colors 


G. LEVOR & CO., INC. 


White Glazed Kid & Brazil Cabretta 
Black & White Suede Cabretta 
Flexy Kid 

Black. White. Colors 


J. LICHTMAN & SONS 


Swagger Buk 
Brushed Leather in all popular colors 
for Fall 1949, for men’s. women’s 
and children’s shoes and personal 
leather goods 


Full Grain and Corrected Lining Sides 
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Flexible Splits 
Ooze, Finished and Retan 


LINCOLN LEATHER CO. 


Calf, Sides, Elk and Splits 
Smooth, Crushed, Boarded and 
Embossed 
In All Colors in both Men’s and 
Women’s Weights 
Cafe Brown, Continental Green, 
American Burgundy, Taupe 


LOEWENGART & COMPANY 

Suede Kid 

Gold & Silver Kid 

Lining Kid 

Slipper Kid 

Flexible Inner Sole Splits 

Vegetable & Chrome Tanned Deep 
Buffs for shoe uppers & linings for 
the Shoe Trade 

Vegetable & Chrome Tanned Side 
Leather 

Vegetable & Chrome Tanned Goatskin, 
like Morocco, Saffian, Crushed Goat 
& Multitone 

Vegetable Tanned Pigskin 

Vegetable & Chrome Tanned Buffalo 
Calf & Cow Calf 


E. I. Kips 
In aniline. lacquer, pigment finishes. 
and in all grains including alligator 


and lizard grains 
For Luggage. Haadbag, 
Novelty Trade 


& Leather 


HERMANN LOEWENSTEIN, INC. 


Technical (Smooth & Boarded) 
Putty (Town Taupe) No. T-20 
Brick No. T-21 
Blue Spruce No. T-19 
Cherry Red No. T-215 
Mulberry No. T-420 


the Tanners Will Show 


Parkway Green No. T-99 
Olive Tree No. T-93 
Mahogany No. H-78 
Promenade Brown No. T-42 
Cognac Brown No. T-44 
Admiral Blue No. T-190 
Tabasco No. T-212 
Mistletoe No. T-33 
Copper Rust No. T-385 
Nutmeg No. T-46 
Slate Gray No. T-70 
Gunmetal No. T-100 
Palomino Blond No. T-80 
Green Pepper No. T-94 
Balenciaga No. T-240 
Gamuza (Suede Calf) 
Black, White. Colors 
Gama (Reverse Calf for Unlined Shoes) 
Black, White, Colors 
Genuine Buckskin, Black & White 


MALIS LEATHER COMPANY 
Suede Kid, Black & White 
Suede Cabretta, Black 
Glazed Kid, Black, Army Russet. Bur- 
gundy, Wine, Blue, Green, Yellow 
Kid Linings, Grey. Waterlily. Black & 


Brown Waterproof 


HARRY MANN LEATHER CO., INC. 
Capeskins 
Blue, Black, Green, Red, Yellow. 
White, Burgundy, Baby Blue, Baby 
Pink, Town Brown, Turftan 
Finished Linings 
Grey, Fawn, Waterlily 
Ooze Linings 
Grey, Fawn, Waterlily 
Lacquer Linings 
Black, Brown, Waterlily 
[TURN TO PAGE 116, PLEASE] 
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Yes! Surrey Sandals make friends of 
customers wherever they're featured. 
Top values you can merchandise 
successfully because they come to 
you in a fitting variety of colors 

and sizes in all price ranges. 








Supple elk leather uppers on longer 
wearing rubber soles. Ful and half +860 Brown 


sizes 5 to 3. Price $1.45 36! Red 
362 White 












HURRY YOUR ORDER 


.- . But you needn't order too 
many. Surrey has prepared sufficient 
in stock to supply your 

reorders promptly. 





SURREY FOOTWEAR, inc. 


143 DUANE STREET e NEW YORK 13, N. Y. 
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What the Tanners 
Will Show 
[CONTINUED FROM PAGE 114] 
McNEELY & PRICE CO. 
Suede Kid 
White, Black, Promenade 
Cognac Brown, Admiral 


Town Taupe, Slate Grey 
Glazed Kid, Black, Colors 
Lining Leather 
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Lining Splits 
Nos. 38, 48, 68 





IN THE HANDS — 


Double Shoulders 4-5 oz 


. weight, 
All Current Colors 








ON THE SHOE — 
KISTLER SOLE LEATHER 
SHOWS ITS QUALITY 


Elk Sides, White 
Smooth Sides, White 


_ MONARCH LEATHER COMPANY 


Vegemont Sides 











Brown. 


Blue, 
Parkway Green, Cranberry Red, 


As a shoe dealer you do not hove 
opportunity of the manufac og Sad 
‘udge leather quality by Me - 
4 wever there would be no erret 

‘udgment if you could feel the sub; 
ae the firmness, the flexibilily © 


KISTLER SOLE LEATHER 


Tannage 
The Balanced Bark ' : 
For Men's, Women's and Children s Shoes 


ini would be 
‘cht off, your opinion Wor, |” 
sway thom js something unex¢ a ; 
that this outstanding sole — 
will make a feature - noes poor 
j sales clincher, 
nate Tight. Shoes bottomed 
: : tomed 
with it are selling at 4 — 
st to coast. 
mark-up, from coa me 
1T MAKES ANY SHOE A = 
For Any Member of the Foml'y 


street, dress, sport, work and maton ee 
pag cowboy boots and he = ud 
oe are bottomed with it. 

today for names of lines. 


i = 1 2 OL = 7 0 


TREET, BOSTON 11, MASS. 
WESTERN DEPT. IN CHARGE OF F. A. SHACKELFORD, 744 NORTH FOURTH ST., MILWAUKEE 3, WIS. 


MERRIMACK LEATHER CO. 
Side Leather 


Turf Green, Copper Rust, Cherry 


Red, Palomino Blond. Pastel 
Yellow 


Heads for Uppers 
All Prevailing Colors 


W. MILENDER & SONS 
Linings 
Nos. 30, 40, 45, 95 





Montan Smooth Sides 
Yucatan (Corrected Elk) 
Elk Sides 

Ainslie, Dartmoor 

Scotch Grains 


MURRAY LEATHER COMPANY 


Wurmoc 

Army Russet, Green, Natural, Red, 
Wine 

Elk and Smooth 


Army Russet, Black, Green, 
Turftan. Town Brown, Wine, White 


Black Patent 


Bag and Pocketbook Leather 
Black. Blue, Brown 


Splits 
Black Suede 
Suede in All Colors 
Black Ruffies 
Linings 


Workshoe 


R. NEUMANN & CO. 
BurFaLo CALF 
Embossed Football Grain for Men’s and 
Children’s Shoes 
Desert Beige, Golden Harvest, Green 
Pepper, Bengal Brown, Oxblood 
Embossed Pig Grain for Men’s Shoes 
Hazel. Oxblood, and Midnight Blue 
SEAL 


Sealbuk ( Brushed Seal) for Men’s Shoes 
Slate Grey, Palomino, Dark Brown, 
Midnight Blue. Tobacco Tan 
CALFSKIN 


Embossed Alligator Grain for Women’s 
Shoes 


Midnight Blue, Continental Green, 
Black, Rust, Burnt Mocha, Beige, 
Promenade Brown, Admiral Blue 


Embossed Lizard Grain for Women’s 
Shoes 


Brown, Black, Spruce Green, Admiral 
Blue 


NORTHWESTERN LEATHER CO. 
Sport Elk 


Sootan 
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Elko Extremes 
Elko Kips 
White & Colors 


Smooth Pac (Heavy Weight) 
Large, Extremes, Kips 
Snoboot (Waterproof) 
Kitchener (Retan) 

Elk Sides (Workshoe) 
Lining Splits 


Smooth Sides 
Mackinac 
Tamarac Extremes & Kips 


Black & Colors 


Pac Leather Sides (Chrome, Heavy 
Weight) 
Extremes & Kips 
(Tartan & Essex Grains) 
Slipper Sootan. Red. Burgundy. Blue. 
Brown 


OHIO LEATHER COMPANY 


Men’s Calf 
Brown Oak No. 88 
British Tan No. 19 
Tawney Tan No. 67 
American Burgundy No. 71 
Golden Harvest No. 80 


Women’s Calj 
Promenade Brown No. 526 
Cognac Brown No. 588 
Admiral Blue No. 578 
Parkway Green No. 524 
Cherry Red No. 521 
Town Taupe No. 520 


Embossed Calf in Alligator & Lizard 


Grains matching the above colors 


PFISTER & VOGEL TANNING CO. 


Workshoe & Boot Leathers 
Ski Grain 
Chrome Waterproof 
Nimrod 
Diana 
Wiscona 

Sport & Children’s Shoe Leathers 
Pfisterski 
Elk 
Econo 
Zenith 


Juvenile 


Dress Leathers 
Playshu 
Pevee 


In Currently Popular Colors 


FRED RUEPING LEATHER CO. 

Kin Kin 

Kankakee 

Hiawatha 

Mohawk 

Rue Buck 

Tomahawk 

[TURN TO PAGE 123, PLEASE] 
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COMPARE 


... we always say and a national shoe 
retailer did just that. At their buying head- 
quarters they engaged unbiased electrical 

and mechanical engineers to check all 

three, Adrian and the other two leading 
X-Ray shoe fitting machines, for design 9 a> 
features and durability—they engaged Z 
physicists and rhentgenoligists to test all 
three for safety. All reported that the 
Adrian was far superior in every way 
and recommended the Adrian as the 
machine to buy. 








As a result of this experi- 
ment this national 
retailer is placing all 
future orders for Adrian 
equipment exclusively. 


| r ; \ 
Send for New Catalog—No Obligation. \ ly | 


m. B. AORIAA & SONS sme, 
; RAY a 3 


X -R COMPANY 


M 


LWAUKEE 7, WIS 


Report from the Chicago Market 


C nicaco shoe factories and wholesale sources are feel- 
ing the effect of the record January clearance sales. Al- 
though well cleared stocks and greatly reduced inventories 
point to good future activity, current reorders to the factory 
are not in as large a volume as expected. Consumers did 
their major Winter shoe buying in January and are cur- 
rently holding off on additional purchases. Retailers, back 
to buying on a purely seasonal basis. continue cautious. 
Inventories, now down chiefly to current shoes, are being 
kept that way. Most merchants have, by drastic price 
reductions, cleared their stockrooms of all excess merchan- 
dise, some of which went back to the immediate postwar 
period. 

The prospects for lighter and Summer-type shoes are 
excellent, and this type of buying may begin earlier than 
usual at the consumer level. Clothes and shoes bought for 
a late Easter will carry through the season, and many 
women will buy entire wardrobes at this time. 

Viewing the Summer outlook from the style standpoint. 
it is expected that whites will be good only in the lover 
end, and moderately so in the medium price ranges. Spec- 
tators are expected to continue in demand, but in all better 
grades colors, and particularly pastels, are expected to 
dominate demand. Two-tone effects in particular are slated 
for heavy promotion, and several factories are concentrat- 
ing heavily on these types. 

Since it is evident that consumers are now interested 
only in Spring shoes and that heavy buying will not begin 
until late, sales volumes for the first six months will not 
be equal to those of last year. Several leaders expect the 
heaviest volume to be concentrated in the second six months 
period. 


Editorial Outlook 
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might be the cumulative effect of losses in income 
to consumers that could result from lower prices of 
farm products and from loss of wages of industrial 
workers as a result of layoffs and increasing unempioy- 
ment. Government sources and economists not con- 
nected with the government express confidence that 
these deflationary influences will stop short of a serious 
recession. They remind us that a similar if less far- 
reaching shakeout took place in February of 1948. 
They refer to the powerful factors of government pur- 
chases and disbursements of various kinds that operate 
to sustain prices, production and purchasing power. 
Their arguments seem logical and in any event there 
is little to be done at the moment by business men save 
to strive for efficiency in operation and promote the 
sales of their products as vigorously as possible. 

Firms that succeed in the attainment of these objec- 
tives will have little to fear from any situation that has 
developed to date or seems likely to develop in the 
near future. As for the others who fail to heed the 
market warnings that boom conditions are giving way 
to a more evenly balanced situation between supply and 
demand. time alone can tell whether or to what extent 
economic history will repeat itself. 
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VAMOS 


LASTEX NEWS 


DRESSES 


hats, and other items of wearing apparel are usually altered to fit the 


individual customer. 
SHOES cannot be altered that way. 


THE GREAT SUCCESS of shoes 
made with VAMOS “Lastex” is 
due to the fact that they do fit the 


individual customer perfectly. 


SHOES made with VAMOS 


‘““Lastex”’ move quickest from 





your shelves. 


ie aah g THE BEST STRETCHABLE 
BELMONT PLAZA 


shoes are made with VAMOS 


SUITE 1133 - 1134 communes 
MARCH 6-9 





* Reg. U.S. Pat. Off. 


ALFRED VAMOS INC. 


47 WEST 34th STREET ° NEW YORK 1, N. Y. 
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by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 


Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


UNel 


FINS AES 


and the Return of 3 Old 
Favorites 


A New Formula for Heels 
and Edges 





It's NEW BOSTON HEEL 
& EDGE STAIN 
¢ Better Fill 
e Easier Working 
* Uniform Color Coverage 
* High Wax Content 
* Rich Mellow Lustre 
¢ One or Two Set 
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SUPERFIL NATURAL EDGE STAINS 

SUPERFIL EDGE BLACKINGS 

SUPERFIL HEEL BLACKING 

¢ The preferred pre-war edge finishes. 

¢ More wax — more fill than other edge 
finishes. 

We've never sold finer black and nat- 
ural edge and heel finishes. 


PRODUCTS 
OF 


BB CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS © EDGES 
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IN STOCK 
STYLES: 


Outflare Last Knox Last 
5100 and 5400 5106 and 5406 


One of the strongest repeaters you've ever known! 


COPEGS for men and women are the kind of shoes that make their 
wearers supremely happy with them. It’s an extraordinary shoe in 
every way — in design, in craftsmanship, in unique structural fea- 
tures, and in marvelous fitting, wearing and comfort-giving qualities. 
Its sturdy, resilient, hand-pegged arch never lets the foot down — 
one of the secrets of the tremendous popularity of COPEGS! 


Yes! Dr. Scholl’s COPEG is the same footwear made since 1868 by 


The Custom Crafted 
Shoe with the 
“made-to-order” 


Inwood Last for Womens 
2407 and 2107 


In Stock — Men's 6 to 16, 
AAA to EE; Women’s, 
4% to 12, AA to EE 


Dover Last Tim Last 
5107 and 5407 5144 and 6144 


the old guild of master shoemakers of Copeland & Ryder Co., 
Jefferson, Wis., now a division of The Scholl Mfg. Co., Inc. 
OPPORTUNITY! Open a Dr. Scholl's Foot Comfort Service Department, 
fitting Dr. Scholl's Arch Supports, Remedies, Shoes. Write for details and 
catalog of Dr. Scholl's COPEG Shoes. 


THE SCHOLL MFG. CO., INC. 
213 West Schiller St., Chicago 10, Ill. * 62 West 14th St., New York 11, N.Y. 








Study Men’s Shoe Buying Habits 


SURVEYS have been conducted to discover practically 
every secret of the American people, but seldom have the 
surveys probed into men’s shoe habits, uses and preferences. 
Now, Commonwealth Shoe & Leather Co., Whitman, Mass., 
has investigated this phase of man’s life in a survey con- 
ducted last year by its advertising agency to find out what 
men wanted in shoes, where and how often they bought 
them, how much they paid for them and other pertinent 
information. 

Interviewers talked to 5855 men over 16 years of age, and 
288 independent retailers in 32 cities. They found that: 
men look first of all for fit or comfort in shoes they buy; 
then durability or wear, style and price, in that order. The 
price consideration ran a poor fourth. More men (63 per 
cent) bought their last pair of shoes in shoe stores than in 
department stores (19 per cent) or men’s wear stores 
(15 per cent). Seventy-six per cent of the men knew what 
brand of shoes they were wearing, and 81 per cent said 
there was nothing they did not like about their last pair 
of shoes—a compliment to the expert craftsmanship of 
shoe manufacturers. 

The average man buys a new pair of shoes every 10 
months, Commonwealth found out, and young men under 
25 buy them every eight months. 

Magazine advertising was the most noticed medium by 
men, according to the survey. Store or window displays 
tied with newspapers for second, direct mail third and 
radio was a poor fourth. 


The business was founded in 1888 by Charles H. Jones, 
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father of President Paul Jones and of Vice-President 
Charles H. Jones, Jr. The founder’s philosophy was to 
build shoes designed to provide “Comfort through proper 
fit.” Style and fitting qualities continue to be emphasized. 


This year, Commonwealth wiil spend $250,000 on maga- 
zine space, compared with $45,500 on all space for the 
entire year of 1923 when it first started advertising. The 
magazine advertising budget for Bostonians is 68.4 per 
cent over 1948, and for Mansfields it’s 69.5 per cent. Color 
ads of both brands will appear for the first six months 
in Esquire, Life, Saturday Evening Post and Time. The 
ads will highlight a single shoe against a benday back- 
ground of cities, famous places or sporting scenes, such 
as New York, Chicago, Cape Cod, New Orleans, etc. 

The national advertising campaign will be supported 
locally. Large dealer kits have been distributed tc 2600 
dealers. Dealers are given a choice of seven booklets, 14 
postcard variations of national ads, spot radio transcrip- 
tions, and newspaper mats. Store and window display 
material are also available. 

Trade advertising will focus dealers’ attention on the 
current advertising campaign with color spread inserts. 





To Open Store in New Jersey 


Livingston, N. J—An experienced shoe retailer, Dan 
Goldin, about March 15 will open his own store here at 17 
East Mt. Pleasant Avenue. The store, to be known as 
Daniel’s Shoe Shop, will specialize on shoes for children 
and teen-agers but will also carry some growing girls’ lines 
and a few women’s. 
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THE “INVISIBLE” SHOE FORM! 
FITS ANY SHOE! FITS EITHER SHOE! 


One form for all sizes and styles... casuals, high heels, slings, ankle 
straps, etc. Looks like human foot yet does not hide trade mark on insole! 


EASY TO INSERT * GUARANTEED UNBREAKABLE 
$1 5.00 per dozen pair. 
(Orders for six pair or less will be sent C. O. D.) 
See your local jobber or order direct. 


Write for catalog, “MODERN moma = DISPLAY. “ Illustrates individual 
plastic displ gation, of course. 





Representatives in principal cities. Trade Mark registered.* 


ROGER KENT COMPANY... Adcsdex F 


11 N. Seventh St. St. Louis 1, Mo. 














x ~ Sai » 
Yanks Ses 





@ featuring true-moccasin comfort for <=> 
golfers... backed by national advertising. 
Smart styles for men and women. = 


New York Office: 658 Marbridge Building 


= OUTDOOR FOOTWEAR = 
= BAS WILTON, MAINE 2 














Monthly Retail Trade Report 


(Released by Department of Commerce, 
Bureau of the Census) 


SHOE STORES—DECEMBER 1948 


PER CENT CHANGE 


Dec. '48 12 Mos. '48 Dec. '48 
CITIES Compared Compared Compared 
With Ww ith | With 


Dec. '47 12 Mos. ’47 _Nov. 48 


California—Los Angeles. . —4 -— 8 +33 
Oakland. : +1 2 +24 
Sacramento... .. —4 —14 +32 
San Francisco. . —20 —14 +24 

Connecticut—Hartford....... - 8 -17 +42 

D. C.—Washington........ —10 | — 6 +22 

Illinois—Chicago. cS ae +3 | 0 +24 

Maryland—Baltimore...... —4 —10 +57 

Massachusetts—Boston. . . . +10 0 — 6 

Michigan—Detroit........ - 2 —10 +18 

Minnesota— Minneapolis. . -—7 -—7 -11 

Missouri—St. Louis......... -9 - 9 +34 

New Jersey—Newark....... —- 7 —12 +35 

New York—New York... - 9 -—4 +14 

Ohio—Cleveland = — 3 +2 +32 

Youngstown.......... +14 +6 +64 

Pennsylvania—Philadelphia.. . -— 3 —10 +41 

Pittsburgh. . . . +11 —4 +39 

Texas—San Antonio....... —12 —14 +36 

Washington—Seattle...... ye —15 —12 +23 

Wisconsin—Milwaukee...... + 5 -1 +45 








Builds Business by Using 
Classified Ads 


Ausurn, N. Y.—Clark Street in this city is not the maia 
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thoroughfare, and merchants operating stores on that street 
sometimes feel sorry for themselves and wish they could 
find a better location. One of them who has no such 
thought, however, is H. B. Gamble, whose store at 7 Clark 
Street carries men’s shoes and cowboy or Western outfits 
for the entire family. Mr. Gamble has proudly adopted the 
name of “Side Street Gamble” and advertises his wares far 
and wide by using small, classified advertisements in a 
dozen or more small-town papers within a radius of 60 
miles and changing his copy every Saturday. 


A Sample Ad 


Last Fall, for instance, Mr. Gamble ran the following 
in a space one column wide and not much more than an 
inch in depth: 

“Side Street Gamble says: Folks! Do your Fall shopping 
in Auburn’s splendid stores. Four good movie houses. 
Spend a day in Auburn, leave packages here. Ask for in- 
formation about the city. This store famous for men’s 
shoes and cowboy styles for the whole family. 7 Clark 
St., Auburn.” 

Somewhat later he gave every reader of all the papers 
he uses this hot tip: “Well, folks! It looks as though the 
‘Good Old Days’ are back again in Auburn—Vaudeville! 
Yes, sir, vaudeville Thursday, Friday and Saturday each 
week! Also Side Street Gamble has a big sale on men’s 
oxfords at the ‘Good Old Days’ price of $4.95 to $7.95.” 

Mr. Gamble’s advertising budget would be referred to by 
any major store as infinitesimal but his messages reach his 
customers and prospects and they react in a highly satis- 
factory manner. 
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What the Tanners 
Will Show 


[CONTINUED FROM PAGE 117] 


Pawnee 
Hopi 
In all of the standard shades 


SETON LEATHER COMPANY 
Patent Leather 
Cafe Brown, Admiral Blue, Burnt 
Mocha, Continental Green, Cherry 
Red, Gunmetal 
Duderoo, Fall Colors 
Durona Kips & Sides 
Manhattan Brown, British Tan. 
American Burgundy, Cherry Red, 
Cherrytone, Continental Green, Ad- 
miral Blue, Cafe Brown 
White Zephyr Buck 


SIGMA LEATHER 
MANUFACTURING CORP. 


Gold & Silver in all leathers 


S. W. SIMON LEATHER CO., INC. 


Taupe, Slate Gray, Navy Blue, Cafe 
Brown, Mocha, Medium Green, Con- 
tinental Green, Burgundy, Ruby Red 


SURPASS LEATHER COMPANY 


Glazed Kid 
Black, Blue, Brown 
Black Suede Kid 
Genuine Black Glazed Kangaroo 
Kid Linings 
Pastel, Beige and Grey 


TAN-ART INC. 


Suede Kid 
Black, White, Colors 


R. J. WIDEN COMPANY 


Dudemoc 
Ladies’ Handbag. Cow Sides 


Wallet and Novelty Leathers 
Cow and Kip Sides 


Luggage Leather in Cow Sides 
All in complete line of colors 


WINSLOW BROS. & SMITH CO. 


Full Chrome Linings in a complete 
range of colors including Pastel, 
Black and White 

Vegetable Linings to match Chrome 
colors 

Sueded Lambs, both Chrome and Vege- 
table 

White Chrome Outside Leather, both 
Play shoe and Baby shoe 

Shearlings in Electrified Colors, Chrome 
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The Berkeley 
LOTUS 


A good leader . . . 
this British brogue 
in rich warm brown 


Hees a truly magnificent combination of styl- 
ing and leather to excite the admiration of 
every man. Superb Scotch-grain leather, fashioned 
in a sweeping wingtip oxford. Detail work is in the 
current “bold look” manner, the popular styling for 
men this year. Leather soles and heels . . . leather 
lined. Built on the comfortable Berkeley last. Sizes 
514 through 12, widths A through E. Order Num- 
ber T-8185. 


IMMEDIATE DELIVERY on all LOTUS 
footwear from New York stock. 







TWO MORE LOTUS LEADERS 


1, THE VELDTSCHOEN waterproof shoe. 
(nationally advertised) T8113 


2. THE WESTCHESTER, a distinctive me- 
dium weight shoe for spring and sum- 
mer. Golden russet leather. T8125 


LOTUS SHOES, INC. 47 W. 34TH STREET, NEW YORK, N. Y. 





For Women’s Shoe Uppers & Handbags 


and Vegetable Natural Finish and 
Embossed 


RICHARD YOUNG COMPANY 


Crushed Cape Lambskins 

Saddle Aniline & Calf Finish Lamb- 
skins 

Rychrome Lambskin Linings 


Men’s and Women’s Weights 


Vegetable Lambskin Linings 


Glazed Black Kangaroo ‘ 
In New Fall Colors 


Glazed Texas Tan Kangaroo 
White Suede Kangaroo 
White Jack Buckskins 
White China Buckskins 
Kips—Colors and Black , 


ZIEGEL, EISMAN & CO. 


Black Glazed Kangaroo 
Black Suede Kangaroo 
Popular Colors in Kangaroo 
Dull Yellow-back Kangaroo 


( Additional lists will be found on p. 137.) 


Rychrosuede 
Smooth Cape Lambskins 
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. Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Demand Stepped Up for Heavy Leathers 





Increased Buying of Shoes by Armed Forces Mainly Responsible for 
Tighter Supplies; Tanners Buying Little Rawstock 


CHIcAGO—Demand for heavy leather 
in the Midwest, both sole and side, has 
tightened the supply situation consider- 
ably. 

In kid leather, the call is for suede. 
A late Easter may result in a longer 
run of Spring colors. Tanners report 
sales are good on kid suede of almost 
every hue. The same goes for black. 
They predict that pastels will continue 
to move well through most of March, or 
even longer. In any event, they are 
very much wanted right now. The same 
goes for black suede, with black glazed 
a slower item. However, the latter is 
showing some signs of picking up, but 
gradually. 

The expansion of the shoe procure- 
ment program by the Government is 
responsible, at least in part, for the 
firm market on sole and upper leather. 
It is estimated that requirements for 
retan side upper leather until Septem- 
ber will approximate 3% to 4 mil- 
lion feet, based on bid calls already 
issued. 

Tanners are hopeful that recent 
breaks in the hide market may result 
in some downward price adjustments 
in leather. There have been a few 
already, most notably in kip sides. The 


market on side leather extremes, how- 
ever, is generally unchanged as far 
as prices are concerned. Heavy weight 
side leather, especially of the aniline 
type, brings a slight premium. 

Surprisingly, and despite predictions, 
there was no heavy movement in hides 
at the lower prices reached recently. On 
the contrary, hide trading has been 
light in Chicago. Lower hide prices 
have failed to attract tanners and one 
reliable source said he wondered where 
the leather for shoes has been coming 
from with such a limited movement in 
rawstock. 

Calf leather prices are steady and 
there has been more inquiry for this 
type of leather. Leather buyers are 
reluctant to go along with tanners on 
prices increases, despite higher costs 
of skins. They are of the opinion that 
demand for their shoes is not sufficient 
as yet to ask more for their footwear. 
They prefer to wait and see what hap- 
pens. In the meantime, orders for calf 
leather are small and the prices steady. 


Current production of sheep leather 
for the shoe trade is ample to take care 
of present needs and leather prices, 
by and large, are unchanged. 





Record Number of Exhibitors 
To Display Leathers 


NEw YorK—The Tanners’ Council of 
America lists the following hotels, in 
addition to the Waldorf-Astoria which 
is the headquarters for the Leather 
Show, as having made blocks of rooms 
available for exhibitors and visitors 
during the period March 6 to 9: 

Ambassador, Park Avenue and 51st 
Street; The Barclay, 111 East 48th 
Street; Belmont-Plaza, Lexington Ave- 
nue at 49th Street; Biltmore, Madison 
Avenue at 43rd Street; The Roosevelt, 
Madison Avenue at 45th Street; and 
The Shelton Hotel, Lexington Avenue 
at 48th St. 

The Council has also announced that 
a total of 86 booths have been assigned 
which is the largest number of partici- 
pants on record. The actual dates of 
the show are March 8 and 9, at the 
Waldorf-Astoria. 
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Northwestern Travelers 


Elect Officers 


MINNEAPOLIS, MINN.—A new panel 
of officers and directors has been elected 
by the Northwestern National Shoe 
Travelers Association. 

Paul Cook is now president; Francis 
Langer, vice-president; and Henry 
Thorson, secretary-treasurer. In addi- 
tion, Roy Miller was appointed record- 
ing secretary. 

Ed. Trench, Joe Bribois, and Claude 
Sheldon, retiring officers, were re- 
tained on the board of directors. It 
was their request that they be relieved 
of the direct duties of officers in order 
to devote more time to their new and 
intensive campaign for continued ad- 
vancement and expansion of shoe shows 
for this area. 

Dave Larson, Sr., Henry Nylander, 
and William Strub complete the board 
of directors. 


Navy Awards Shoe Contracts; 
Army Opens Bids 


New YorK—The Navy Purchasing 
Office has announced the award of con- 
tracts to make 700,000 pairs of black 
oxfords of the regulation Navy type. 
Of this quantity, 400,000 pairs are to 
be made by the International Shoe 
Company, 100,000 at $5.355 per pair, 
120,000 at $5.48, 110,000 at $5.415, and 
70,000 at $5.54. 

Of the remainder, 300,000 pairs, the 
J. F. McElwain Company will make 
100,000 pairs at $5.47; the General 
Shoe Corporation, 90,000 at $5.53; the 
Givren Shoe Company, 30,000 at 
$5.5944, 30,000 at $5.6243 and 30,000 
at $5.7742; and the Hubbard Shoe 
Company, 20,000 at $5.6343. 

The Army has awarded a contract to 
E. J. Givren Shoe Company to make 
1000 pairs of Type 11 service shoes 
with composition soles at $5.25 per 
pair; and a contract to the Endicott- 
Johnson Corporation to make 3000 
pairs of russet combat service boots at 
$7.01 and 200 pairs at $7.365. Army 
contracts in the offing cover the manu- 
facture of two lots of these boots, one 
totaling 275,000 pairs and the other, 
156,000 pairs. 

Opening of bids on February 14 on 
these two lots of Army combat boots 
totaling 431,000 pairs resulted in offer- 
ings of nearly 1,900,000 pairs, 680,000 
on the 156,000-pair lot and 1,192,000 on 
the 275,000-pair lot. 

Low bidder on both was the Inter- 
national Shoe Company which bid $5.91 
net on the smaller lot; and $5.86 on the 
larger. From these lows the bids ranged 
up to $7.97 minus one-half of one per 
cent, 20 days, on the smaller lot; and 
the same price minus the same discount 
on the larger lot. Eleven companies 
participated in the bidding. 

Also to be awarded is a contract to 
make 1000 pairs of combat boots with 
grain outside. 

Recent bids opened on one lot of 
29,239 pairs of low-quarter tan shoes 
for the army were: 

Hubbard Shoe Co., 29,329 pairs at 
$4.25; Craddock-Terry Shoe Corpora- 
tion, 29,239 at $4.29; Doyle Shoe Co., 
5000 at $4.3275; International Shoe 
Co., 29,239 at $4.34; General Shoe Cor- 
poration, 29,239 at $4.36; Brown Shoe 
Co., 29,239 at $4.47; E. J. Givren Shoe 
Co., 29,239 at $4.50; Endicott-Johnson 
Corporation, 29,239 at $4.515. Following 
this opening, a contract to make 23,220 
pairs was awarded to Hubbard Shoe 
Co. 
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Mayor Proclaims St. Louis Shoe Week 





Left to right, Franklin Cornwell, manager of the Brown-Bilt Franchise Depart- 
ment, Brown Shoe Company, and president of the St. Louis Shoe Manufacturers 
Association; Harry Bennigson, vice-president of Hamilton Shoe Company and gen- 
eral chairman of the forthcoming St. Louis Fall Showing; Mayor Aloys P. Kauf- 
mann; A. J. Brauer, Jr., president of Brauer Bros. Shoe Co. and publicity chairman 
for the show; and Arthur H. Gale, secretary of the St. Louis Association. 


St. Louris—Proclamation of “St. Louis 
Shoe Week” April 25-30 by Mayor Aloys 
P. Kaufmann of St. Louis has given 
added force to promotional plans of the 
St. Louis Shoe Manufacturers Associa- 
tion for their forthcoming Third Fall 
Showing, to be held at Hotels Statler 
and Lennox here April 27-30. The Asso- 
ciation anticipates an attendance of 
approximately 2,000 retailers from the 
entire country. 

This tribute to the contribution and 
service of the industry here, which em- 
ploys 62,500 persons in the St. Louis 
area, will serve as an additional focal 
point for local publicity during the 
April showing. An extensive program 
of newspaper, radio and television pub- 
licity is already under way under the di- 


rection of A. J. Brauer, Jr., president of 
Brauer Bros. Shoe Company, and Pub- 
licity chairman for the event. 

Harry Bennigson, vice-president and 
general manager of Hamilton. Shoe 
Company and general chairman for the 
Fall Showing, has announced that the 
Hotels Statler and Lennox, situated 
directly across the street from each 
other, have arranged t> accommodate 
all exhibitors of shoe lines. 

Overflow exhibits by accessory firms 
and allied trades may spread to the 
nearby DeSoto Hotel, Mr. Bennigson 
added. The prevailing hotel situation, 
he explained, has necessitated the con- 
fining of exhibiting companies this year 
to those in the St. Louis area. 





Outlines Rules for Success 
In Buyers’ Market 


DETROIT — The Detroit Shoe Retail- 
ers’ Association turned out in a near- 
record crowd for a recent luncheon 
meeting to hear J. Gordon Dakins, gen- 
eral manager of the National Retail 
Dry Goods Association, talk on “Sell- 
ing More Goods in 1949.” Stressing 
the theme, “sell your goods or someone 
else will be selling your store,” Dakins 
pointed out that “most retailers do not 
deserve much credit for the selling done 
in the last few years” because of the 
prevailing sellers’ market. 

He outlined eight rules for adequate 
merchandising practice and promotion 
under present-day conditions: 

1. Devote as much attention to your 
sales force as to your sales figures. 

2. Reduce selling expense through 
constructive training, not through de- 
structive slashing. 

3. Use your advertising to buy your 
customers, before you expect your cus- 
tomers to buy your merchandise. Spend 
as much as is profitable on advertising. 
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4. Do in your advertising what your 
customers want, in order to induce your 
customers to do what you want. That 
is, advertise what your customers want 
to buy, when they want to buy it, not 
what you want to sell them. 

5. Base your advertising upon proven 
facts, rather than on unsound opinions. 

6. Take display out of the window- 
dressing class. Display is equal in 
selling potential to advertising and 
personal salesmanship. 

7. Capitalize on your point-of-sale 
audience. 

8. Apply successful new techniques 
to display. 





Department Store Adds 
Children’s Shoes 


BINGHAMTON, N. Y.—A new chil- 
dren’s shoe department has _ been 
opened on the Youth Fashion Floor of 
McLean’s department store here. The 
department features shoes for infants, 
children, girls, boys and _ tenn-agers, 
rubbers, boots and sneakers. 





Dates to Remember 


Sixteenth Semi-Annual Allied Shoe Prod- 
ucts and Style Exhibit, Hotel Belmont 
Plaza, New York March 6, 7, 


Michigan Monthly Shoe Show, Michigan 
Shoe Travelers’ Club, Statler Hotel, 
Detroit, Mich. March 6, 7, 8, 


Opening of American Leathers for Fall, 
Tanners’ Council of America, Waldorf 
Astoria Hotel, New York. 

March 8 and 9, 


Baltimore Shoe Fair, Southern Hotel, 
Baltimore, Md. March 13, 14, 15, 16, 


Shoe Show, Shoe Travelers’ Association 
of Chicago, Hotel Morrison, Chicago. 
March 15, 16, 17, 


Spring Showing, Associated Shoe Trav- 
elers, Hotel Wisconsin, Milwaukee, Wis. 
March 20, 21, 22, 


Shoe Manufacturers’ Fall Opening, Man- 
agement Eugene A. Richardson Asso- 
ciates, Hotel New Yorker, New York. 

April 3, 4, 5, 6, 7, 

Shoe Show, Tri-State Shoe Travelers As- 

sociation, Hotel Statler, Buffalo, N. Y. 
April 24, 25, 

Fall Style Show, St. Louis Shoe Manu- 
facturers’ Association, Statler, Lennox 
DeSoto and Mark Twain Hotels, St. 
Louis. April 27, 28, 29, 30, 

Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 

April 30, May |, 2, 3, 

Advance Fall Showing, Southeastern 
Shoe Travelers’, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. May |, 2, 3, 4, 

Fall Shoe Show, Central States Shoe 
Travelers, Hotel Muehlebach and Phil- 
lips Hotel, Kansas City, Mo. 

May |, 2, 3, 

Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. May !, 2, 3, 

Advance Fall Opening, Guild of Better 
Shoe Manufacturers, New York. 

Week of May 2, 

Fall Shoe Show, Pennsylvania Shoe Trav- 
elers’ Association, William Penn Hotel, 
Pittsburgh, Pa. May 7, 8, 9, 10, II, 

Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker and 
Southland Hotels, Dallas, Tex. 

May 8, 9, 10, 11, 

Fall Shoe Show, lowa Shoe Travelers As- 
sociation, Fort Des Moines Hotel, Des 
Moines, la. May 8, 9, 10, 

Grand Rapids Shoe Fair, Michigan Shoe 
Travelers’ Club, Pantlind Hotel, Grand 
Rapids, Mich. May II, 12, 13, 

Shoe Show, West Coast Shoe Travelers 
Associates, Hotels Plaza, St. Francis 
and Sir Francis Drake, San Francisco. 

May 15, 16, 17, 18, 

Shoe Show, Ohio Shoe Travelers’ Club, 
Hotels Gibson and Netherlands Plaza, 
Cincinnati, O. May 15, 16, 17, 

Foot Health Week May 21-28, 

Popular Price Shoe Show, National As- 
sociation of Shoe Chain Stores and 
New England Shoe and Leather Asso- 
ciation, Hotel New Yorker, New York. 

May 23, 24, 25, 26, 

Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6, 7, 

National Shoe Fair, Chicago, Ill. 

October 31, November |, 2, 3, 
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Good Buying at 
Pittsburgh Show 


PITTSBURGH, Pa.— Apparently con- 
vinced that shoe prices are not going 
down sufficiently to justify waiting 
longer before placing orders, retailers 
bought freely on the first and third 
days of the recent shoe show held in 
the William Penn Hotel here. The 
second day, it is presumed, would have 
been equally as good from the buying 
standpoint had not a heavy snowstorm 
interfered with travel. 

In men’s shoes, reports Joseph Har- 
ris, secretary-treasurer of the sponsor- 
ing organization, the Pennsylvania 
Shoe Travelers’ Association, best sell- 
ing colors were tans and burgundy; 
best patterns were spade toes, mocca- 
sins and brogues; and crepe soled shoes 
sold well. The larger demand was for 
shoes to retail under $10. 

Black I¢d all other colors in women’s 
high style, high-heel shoes, followed by 
gray, brown almond, and blue suede. 
In medium heel styles, colors bought 
included black, Town Brown, and blue 
calf with some high shades in suede in 
flats. Plenty of plain pumps were 
ordered and there was also a demand 
for sling-backs with half-inch plat- 
forms. 

Light-weight ballerinas and sturdy 
sports shoes sold well in the teen-age 
category, as well as dressy flats of 
many kinds. 

The next show will be devoted to a 
display of Fall shoes and will be held 
in the William Penn Hotel May 7 to 11, 
inclusive, with entertainment moved 
from Monday night to that of Tuesday, 
May 10, since many stores in this area 
remain open Monday nights. 





Record Attendance Expected 
At Southeastern Show 


BIRMINGHAM, ALA. — L. A. (Bud) 
Gerland, president of the Southeastern 
Shoe Travelers, said here recently that 
final plans have been about perfected 
for the next shoe show sponsored by 
his association, to be held May 1 to 4, 
inclusive, in the Sheraton Bon Air Ho- 
tel, Augusta, Ga. At that time, he 
said, the more than 300 members of 
the association, representing about 400 
manufacturers ‘and wholesalers, will 
have their lines on display. 

The coming show is to be well ad- 
vertised throughout the eleven south- 
eastern states. E. M. Cousins, the as- 
sociation’s executive secretary, with 
headquarters in the Tutwiler Hotel 
here, already has sent to all members 
all information needed to enable them 
to make reservations for the show; and 
plans to send soon to a list of 4,000 
retailers an elaborate brochure contain- 
ing, among other important informa- 
tion, the program which is being ar- 
ranged for them. One of the features 
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WHO8 THE TRIMPO0 MAW HERE? 


Women who know look for the Trimfoot Man 
when they shop for shoes. That’s why being the 
Trimfoot man in your store will mean extra sales 


and profits for you ... the year ‘round. Trimfoot 
pays liberal P.M.’s...and you'll find Trimfoot 
appliances sell easily .. . because they offer quick 
relief from ‘‘high heel strain’’ — yet fit unseen 


into the daintiest shoe. 


Write to Trimfoot today —let the Trimfoot Man 
from Farmington show you how to start making e? 


more profits . . . now! 


APPLIANCE PRODUCTS DIVISION 


had 4 







j 


Trimfoot Company ¢ Trimfoot Terrace* Farmington, Mo. 





will be the daily smorgasbord lunch- 
eons at which retailers will be the 
guests of the exhibitors. The show will 
be preceded by a meeting of the asso- 
ciation’s board of directors in Augusta 
on Saturday, April 30. 

“We believe,” said Mr. Gerland, “that 
the attendance will surpass the more 
than 2200 buyers who attended our 
show last November. Practically the 
entire city is cooperating to make it a 
success. Through the Chamber of Com- 
merce and the Hotel Men’s Associa- 
tion, Mr. Cousins has arranged for 
every first class hotel in the city to 
have rooms available for visitors and 
there will be, as well, 300 rooms in 


private homes furnished through the 
Convention Bureau of the Chamber of 
Commerce.” 


Correction 


It was stated on page 147 of the Feb. 
15 issue of BooT AND SHOE RECORDER 
that the Baltimore Shoe Show to be 
held at the Southern Hotel, Baltimore, 
Md., March 13 to 16, was under the 
sponsorship of the Baltimore Shoe Club. 
This was incorrect. The show is con- 
ducted by Frank Bogan and Louis Ber- 
man, neither of whom have any con- 
nection with the Baltimore Shoe Club. 
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PERFECT SETTING FOR .SUCCESSFUL SELLING! 
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SUPERBLY STYLED 


To your store’s setting for selling, 
ROYALCHROME contributes air-cushioned 
comfort... trim, flowing lines... rich, 
Super-Tuftex leatherette colors... 
great structural strength and dura- 
bility. The Royal way, you'll discover, 
is the right way to buy. Write our 
Display Division now for Royal Cata- 
log illustrating other display furniture, 
lounge and office groups — a complete 
seating service from one source. 


No. 377 Chair .in Ganys 
we snned installations of 
Royalchrome Choirsing 


—ind r pieces r 


compactly cssemblie 


No. 358 


No. 350 
Shoe Fitting Stool Shoe Mirror 


ROYAL METAL MFG. CO. 
175P North Michigan Ave. 
NEW YORK ¢ LOS ANGELES * PRESTON © ONT. 


¢ Chicago | 














Munster, Ind.—Mrs. Mary Keith of Munster recently visited the Sax shoe store 
in nearby Hammond and selected twelve pairs of DeLiso Debs and twelve Lennox 
handbags, part of the $30,000 jackpot won by her husband on Ralph Edwards’ 
Truth or Consequences radio program. Sam Sax, owner of the store, did the honors. 





Shoe Company Chartered 


SAVANNAH, Ga.—Shoe Manufactur- 
ers Outlet, Inc., this city, has obtained 
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a charter from Superior Court Judge 
David S. Atkinson to deal in men’s, 
women’s and children’s footwear and 
accessories. 


To Honor Shoe Group 
For Aid to Israel 


New YorK—Six leaders of the Shoe 
and Allied Industries Division of the 
Israeli Histadrut Campaign, headed by 
Judge Walter S. Brower, will be hon- 
ored at a $50 a plate testimonial din- 
ner for their efforts in behalf of the 
Jewish State. The dinner will take 
place on Wednesday, March 9, at 6:30 
p.m., on the Starlight Roof of the Wal- 
dorf-Astoria Hotel. 

In addition to Judge Brower, those 
to be honored include David S. Cohen, 
of M. Cohen & Sons Shoe Company; 
Samuel Farkash, of Samuel Farkash 
Company; Andrew Geller, of Andrew 
Geller Company; Harold Gessner, of La 
Marquise Footwear, Inc.; and Isidore 
Rosenberg, of the New York Council 
Shoe Workers’ Union (CIO). Judge 
Brower is impartial chairman for the 
shoe industry. 

General chairman of the division is 
Benjamin D. Schwartz, of Schwartz 
and Benjamin Shoes. Gerry Burke, of 
Ramsey Shoes, is chairman. Co-chair- 
men are Joseph Goldsmith, of the Shoe 
Foremen’s Association; Michael Miller 
of Miller Shoes; and David Serling, 
of Serling Last Co.; Marie Norton, di- 
rector of the New York Shoe Board of 
Trade, is secretary. 

Members of the Sponsors’ Commit- 
tee are: Ralph Abrams, Jerome Alt- 
schul, Morris P. Arnoff, Arthur Basch, 
James Birnbaum, Max Bergman, Wil- 
liam Burroughs, Louis A. Carlin, Ben 
Cohen, Herman Delman, Fred Dia- 
mond, Frank Faleck, Irving Fife, Mrs. 
Edith Forschner, Charles Fox, Lou 
Friedman, Monroe Geller, Moe Gin- 
gold, Sidney Goldblatt, Isidore Hoffen- 
berg, Isidore Goldzimer, Louis W. Gor- 
Don, Morgan Grossman, John L. Jerro, 
Herman Kivelson, Dominick La Valle, 
Al Lewis, Charles Lilian, Herman 
Linn, Sam Lipson, Arthur A. Livers, 
Maurice Miller, Martin Palter, Ben 
Passweg, Leopold Pick, Lester Pincus, 
A. H. Plotkin, Charles Putterman, 
Charles I. Rockmore, Aaron Runstein, 
Lou Sachar, Milton Salomon, Lawrence 
Schiff, Benjamin Seligman, Julius 
Shapiro, Philip Sobel, Joseph Starr. 
Sidney Thalheim, Abraham Turiansky, 
Seymour Weitzman. 

Sponsoring organizations are Shoe 
Manufacturer’s Board of Trade of New 
York; Slipper and Playshoe Manufac- 
turers’ Association; Stitchdown Manu- 
facturers’ Association; Joint Council 
No. 13, United Shoe Workers of Amer- 
ica (CIO); and Superintendents and 
Foremen’s Association. 





“Cut-Rate” Store Opened 


Macon, GA.—The Poplar Cut-Rate 
Shoe Store, 536 Poplar Street, held its 
formal opening recently. The new en- 
terprise is owned and operated by N. 
Canter, who is well known here, hav- 
ing operated a new-and used general 
merchandising outlet for the past eight 
years. 


Boot and Shoe Recorder 








Popular Price Show Reservations Heavy 





EDWARD ATKINS 


NEw YorK—Applications for display 
space at the Popular Price Shee Show 
of America are coming in at more than 
double the rate of last year’s show, it 
has been made known by Maxwell Field 
and Edward Atkins, co-managers of the 
show. 


The Popular Price Shoe Show of 
America, under the joint auspices of the 
New England Shoe and Leather Asso- 
ciation and the National Association 
of Shoe Chain Stores, will hold its Fall 
market week May 23 to 26 at Hotels New 
Yorker and McAlpin, New York. “Ex- 
hibit offices of the show at 210 Lincoln 
Street, Boston, have been literally del- 
uged with requests for space from the 
shoe trade following the first mailing 
of official application forms,” the co- 
managers declared. 

Following the expiration of a two- 
week option period to exhibitors at the 
previous PPSSA, several thousand ap- 
plications were sent to all other shoe 
manufacturers and members of allied 
and accessory trades, it was stated. 


Lower costs for exhibitors are a fea- 
ture of the forthcoming event, it was 
explained by the co-managers. Partici- 
pation fees not only have been reduced 
but include display tables, risers, racks, 
display sheets, door and directional 
signs. The management of the PPSSA 
also will prepay all gratuities to hotel 
service employees so that exhibitors will 
be assured of maximum service with- 
out the necessity for individual tipping. 
Exhibitors need not pay extra gratuities 
to assure the setting of display rooms, 
delivery and mailing of samples, trunks, 
ete. Prepayment of gratuities to the 
New Yorker will cover housemen, port- 





MAXWELL FIELD 


ers, housekeepers, maids, floor clerks, | 
telephone operators, electricians and | 
carpenters, but not bell boys. Further- 
more, the ‘hotel rental charges to ex- 
hibitors have been reduced from a seven- 
day minimum to a six-day rate. All dis- | 
play rooms will be set up and exhibi- | 
tors will be registered prior to their | 
arrival at the hotels. 


Sleeping rooms will be provided for | 
exhibitors in convenient Penn Zone ho- | 
tels including the New Yorker, Mc- | 


Alpin, and Statler. In addition, retail- | . 


ers and buyers will be mailed a complete | 
listing of New York hotels which have | 
set aside sleeping accommodations for 
this show. 


For the first time, suppliers of allied | ° 


and accessory lines will exhibit in regu- | 
lar display rooms at the Hotel New | 
Yorker. These displays will be spotted 
throughout the show, permitting buyers 
to check related items at the same time 
as they visit shoe display rooms. 


A streamlined merchandising fashion 
show to crystallize Fall style and color 
themes will be a feature of the market 
week. This fashion show, it has been 
decided by A. L. Morse, D. W. Herr- 
mann and Paul Kleven, members of the 
fashion show sub-committee, will be | 
held, not in the New Yorker, but in the 
grand ballroom of the Hotel Statler on | 
Monday morning, May 23 at approxi- | 
mately 10:15. The committee was re- | 
luctantly forced to give up its plan to 
hold the show in the New Yorker be- 
cause investigation showed that neither 
the seating capacity nor the facilities 
for dressing rooms, wardrobe space and 
lighting were adequate. 





To Feature Shoes at 
Canadian Fair 


TORONTO, ONT.—Preliminary space- 
booking in the Leather Goods section of 
the 1949 Canadian International Trade 
Fair, to be held at the Toronto Exhibi- 
tion Grounds, May 30 to June 10th, un- 
der the sponsorship of the Dominion 
Government, indicates a varied show- 
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ing of the latest creations in footwear | 
and luggage. 

A display of boots, shoes, saddlery, 
harness and traveling requisites will be 
displayed by an Indian manufacturer 
who is making his initial appearance at 
the Trade Fair. : 

The Czechoslovakian and _ United 
Kingdom leather manufacturers will be | 
substantially represented again. 





JUSTINS are the boots most 
folks want, because they are 
real Western boots ... favor- 
ites of cowhands and cattle 
kings for seventy years. You 
car make more profits with 
genuine JUSTIN BOOTS be- 
cause they attract the kind of 
customers who appreciate fine 
quality and will pay to get 
what they want. Plenty of new 
original styles in stock. Write 
for Catalog and Price List. 





Justin Boots Xo%" 


Standard of the West Since 1879 
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Al | ‘gators 


A case in point: Mess Oriental Lizards combined 


with pale or white suedes in a fresh interpretation of the spectator. 


Fos Pink, Porcelain Blue, Malachite Green in Cobra and 


(Snakes | 
Fleming - Sof fe, Kimited 


Basis lizards and snakeskins developed by F oon offe 
are midseason cues for footwear fashions that strike a new 
note ... with new ways to use old favorites. 


ZZ izards 





Siam Snakes for airy versions of the summer resort pump. 


aR Green, in Cobra and Siam Snake is 


a new way to show the all-important "summer dark’’ shoe. 


Ro. Ampalagua and Boa snakes in a full color range for | 
the “go everywhere’ young shoe with a casual air. | 


10 Jacob St., N. Y. 7, N. Y. 


WOrth 4-1680 

















Left to right: Herman C. Fischer, president, Flex Step Shoe Corporation; Charlies 
F. Lacy women's shoe buyer, Snellenberg's Department Store; Dave Hertzberg. 
buyer, Royal Shoe Stores; Joseph Winepol, president, Jordan's Shoe Stores; J. 
Kermit Lief, secretary, Flex Step Shoe Corporation. 


PHILADELPHIA, Pa. — Three promi- 
nent buyers interviewed in the show- 
room of Flex Step Shoe Corporation 
report a favorable outlook for Spring 
selling. With make-up orders already 
placed, buyers have a definite space in 
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their plans to purchase certain types of 
shoes from their wholesale resources, 
which will help them to do a maxi- 
mum volume of business on a minimum 
inventory in a market of shifting 
style trends. 


interviewed are 
Charles F. Lacy, buyer for the women’s 
shoe department in Snellenberg’s, one 


The three buyers 


of Philadelphia’s oldest department 
stores; Dave Hertzberg, buyer for 
Royal Shoe Stores, a chain of eight 
stores in Philadelphia and surrounding 
areas; and Joseph Winepol, president 
and buyer for a chain of shoe stores 
in Maryland, North Carolina and 
South Carolina. 

Flex Step Shoe Corporation has been 
well known to the trade for twenty- 
six years as Krischer, Rogers and 
Fischer. The firm recently changed its 
name to Flex Step Shoe Corporation 
as part of an extensive program to 
promote and advertise its brand name, 
“The Flex Step Shoe.” 





Boston Leather Merchant 
On Year Book Committee 


BosTtoN—At the first meeting of the 
Advertising Year Book committee of 
the 210 Associates, Inc. the national 
philanthropic foundation of the shoe, 
leather and allied trades, announce- 
ment was made by Al Aronson, chair- 
man of the committee, and sales mana- 
ger of the American Girl Shoe Co., 
that John E. Daniels, president of the 
John E. Daniels Leather Company of 
Boston, had accepted the position of co- 
chairman of the Year Book committee. 
More than twenty members of this com- 
mittee attended the dinner meeting, at 
which it was decided that advertising 
would be employed to publicize the 
philanthropic work done by the “210” 
throughout the country. James J. Mol- 
loy, president of the “210” Associates, 
and head of the Merrimack Shoe Co., 
Lowell, Mass., stated: “This year, we 
will need the support of every shoe, 
leather and allied firm in the country, 
if we are to raise the necessary funds 
through our advertising book. Our 
charitable aid is being extended to all 
parts of the United States, and it is 
only fair that we receive the support 
this worthy organization deserves.” 





Shoe Store Opens in 


Vancouver 


VANCOUVER, B. C.—W. T. Wayte, has 
opened a new shoe store at 1509 Com- 
mercial Drive, Vancouver. The store, 
which caters to family trade, features 
better grade men’s, women’s and chil- 
dren’s shoes. 

Mr. Wayte has had ten years’ experi- 
ence in the shoe business. For the past 
two years he was manager of Kent’s 
Shoes, at Granville and Hastings, and 
prior to five years’ service in the 
R.C.A.F. was associated with Craig 
Brothers Shoes, North Battleford, 
Sask. 

In addition to the retail business, he 
has a shoe repair department located 
in the rear of the shop. 

The new store is modern with fluor- 
escent lighting, natural cedar wood- 
work, and carpet in wine tones. 
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Group Chairmen for 
Charity Appeal Named 


New York—Appointment of special 
gift chairmen and vice-chairmen of 
home furnishings, floor covering, shoes 
and leather and cosmetics and drugs 
groups of the Cardinal’s Committee of 
the Laity for the 1949 appeal on behalf 
of Catholic Charities of the New York 
Archdiocese has been announced. 

Solicitation of New York business 
and professional men of all creeds by 
these and other special gift groups 
started recently, according to John A. 
Coleman, executive chairman of the 
Cardinal’s committee, who made public 
the appointments. 

Shoes and Leather Group (quota, 
$15,000) will be headed by Larry Horan, 
J. & J. Slater, as chairman. Vice chair- 
men are: George Burns, Charles Cush- 
man & Co.; D. J. Calderazzo, Eastern 
Footwear Corporation; James F. Dono- 
van, Plastic Products Corporation; 
James V. McGlynn, Well-Worth Slipper 
Co., and Nathaniel J. McManus, Julian 
& Kokenge Co. 


Collegiate Retailing 
Group Formed 


NEW YORK—The formation of an as- 
sociation of American schools and col- 
leges of retailing with the major pur- 
pose of raising the vocation of retailing 
to a professional standing, has been an- 
nounced by Dr. Charles M. Edwards, 
dean of the New York University 
School of Retailing, who was elected the 
association’s first president. 

Known as the American Collegiate 
Retailing Association, the organization, 
through demonstration and through 
public relations efforts, plans to main- 
tain and elevate the standards of in- 
struction among schools and colleges 
offering courses in retailing and to 
broaden and diversify the retailing cur- 
riculum now offered by schools and col- 
leges, Dr. Edwards said. 

Other newly-elected officers of the as- 
sociation are Dr. Wenzil K. Dolva, head 
of the department of retailing, Wash- 
ington University (St. Louis), vice- 
president; Professor Jennie S. Graham, 
head of retail instruction, University 
of Buffalo, secretary; and Professor 
Behrens H. Ulrich, Drexel Institute o7 
Technology (Philadelphia), treasurer. 





WCSTA Announces 
Next Show Date 


Los ANGELES—The next West Coast 
Shoe Travelers Associates’ shoe show 
will be held in San Francisco from 
May 15 to 18. 

Over 200 rooms will be available to 
the shoe men who will make the Hotel 
Plaza their headquarters with the St. 
Francis Hotel and the Sir Francis 
Drake cooperating. 

The convention chairman is Gil Win- 
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makes 
DOrsay's 
as well 


Weekly size-ups increase 
your turn-over and 

| profits—our enlarged 

| stock department gives 

| you quick, fast service. 


Made by master craftsmen 
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SS 


We put sixty-seven years of 
“know how” into our famous 
cuban heel D’Orsays. Solid 
comfort! Excellent fit! Finest satin! 
And style ...look at “Doric”, 
with its graceful roll front vamp, 
flattering to any foot. You'll 
take no chances on ordering 
“Doric” across the board. 

In widths AAA, AA, A and B. 
And sizes up to 10. 
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COMFY SLIPPERS 


NEW YORK 
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neguth, and assisting him with the 
hotel reservations, in addition to Dave 
Klinesmith, are Emil Goldman, Phil 
Graffis, and Alex August. 





Repair Shop Adds Shoes 


LINCOLN, NEB.—The Modern Method 
Shoe Shop, operated at 147 S. Twelfth 
Street by Henry Salzman, has added a 
new department where a nationally ad- 
vertised line for both men and women 
will be carried. The front part of the 
shoe repair shop has been remodeled to 
provide an attractive selling floor. 


Correction 


Reporting in Boot AND SHOE RE- 
CORDER, issue of February 1, on the 
organization of a new wholesale firm, 
Northern Footwear, by E. B. Bowman 
of Harbor Springs, Mich., and P. D. 
Campbell of Charlevoix, the name of 
a third member of the firm, Charles 
Carey of Cheboygan, was omitted. 
Furthermore, headquarters of the com- 
pany are in Harbor Springs, not Che- 
boygan, as reported. The new company 
will cover the upper peninsula of 
Michigan and the upper half of the 
lower peninsula. 
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THE FASTEST SELLING SANDAL LINE 
IN THE POPULAR-PRICED FIELD! 


Men’s, Boys’ and Children’s Styles 


NATIONALLY ADVERTISED! 
Write for 1949 Catalog. 


=" RECORDIA MFG. C0. IN. “2 


142 WEST 14th STREET °¢ 
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Veteran Achieves Ambition to Have Own Family Shoe Store 





Ashtabula, O.—With the opening of Ashtabula's newest 
shoe store, Richardson's, Inc., E. M. Richardson has ful- 
filled an ambition which he has had for ten years. Modern 
in every respect, this family shoe store of which Mr. 
Richardson is president and general manager, was opened 
in mid-January with a stock of International Shoe Com- 
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pany lines, and orchids, flown in for the occasion, were 
given all visitors. Mr. Richardson, who obtained his train- 
ing with the Stone Shoe Company and Chisholm's Boot 
Shops, Both in Cleveland, served with the Army Air Forces 
during the war. The photos above show how modern both 
éxterior and interior are. 





New England Production 
Off 14 Per Cent 


BostoN—The New England shoe 
states, Massachusetts, Maine and New 
Hampshire, produced during November 
9,813,000 pairs, a decrease of 14 per 
cent from November, 1947, according 
to an analysis prepared by the New 
England Shoe and Leather Association 
based on a report issued by the U. S. 
Bureau of the Census. The New En- 
giand shoe states registered the follow- 
ing percentages of decrease in output 
in this period: Massachusetts 10, New 
Hampshire 20 and Maine 17. 

The value of shoe shipments from 
New England during November to- 
taled $35,218,000, with a per pair aver- 
age value of $3.62. For the first 11 
months of 1948, New England shoe 
production totaled 130,626,000 pairs— 
a decrease of 1 per cent from a year 
ago. 
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The Massachusetts shoe industry 
employed approximately 38,085 workers 
during November and the average 
amount of total weekly wages paid them 
amounted to $1,337,140, according to 
the association’s analysis of the indices 
of the Massachusetts Department of 
Labor and Industries. This repre- 
sented a decrease of 4.3 per cent in em- 
ployment and 7.3 per cent in payrolls 
from the same month last year. 





Farr Bros. Celebrates 
$7th Anniversary 


ALLENTOWN, Pa.—Farr Bros. shoe 
stores entertained 140 employes and 
guests at the Elks’ club in celebration 
of the 87th anniversary of the firm. 
Pennsylvania Dutch hex signs, idioms, 
handicraft and artwork provided at- 
tractive decorations and table displays. 

Talks were given by Harvey L. Farr, 


- 


president; H. W. Benner, Jr., general 
manager, and the managers of Farr 


stores in Easton, Bethlehem and 


Reading. 


Shoe Salon Refurnished 


St. PAUL, MInN.—The shoe salon of 
Young-Quinlan recently invited the 
public to visit its newly decorated and 
refurnished quarters. 

The salon, which was formerly done 
in Victorian period furnishings has 
been changed to French Provencial. 
The strikingly beautiful furniture is 
grouped informally with settees, easy 
chairs and tables with growing plants 
set about to give artistic effect as well 
as comfort. Floor lamps have been 
added, placed at intervals. 

Walls were decorated in Normandy 
blue with backs of shadow boxes done 
in yellow. The children’s section was 
also decorated in yellow. 
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Obituaries 





Karl Heimberger 


THIENSVILLE, Wis. — Karl Heimber- 
ger, one of the best known shoe travel- 
ers in the Middle Atlantic territory, and 
for twenty-two years actively engaged 
in selling Kali-sten-iks, the children’s 
line made by the Gilbert Shoe Company 
here, died recently at the age of 68. 

His territory had included Pennsyl- 
vania, Ohio, West Virginia, Delaware, 
Maryland and Washington, D. C. 

He is survived by his widow, Mrs. 
Constance Heimberger, and family. 





Edward C. Thayer 


BROOKLYN, N. Y.—Edward C. Thayer 
who, until his retirement in the late 
20’s, was head of a large shoe whole- 
saling firm, died February 7 at his 
home, 5 St. Pauls Court, this city. 

Mr. Thayer was born in Cincinnati 
in 1864 but moved to Milford, Mass., 
with his parents while still an infant. 
In that town he grew up, graduating 
from the Milford High School in 1881 
and from Harvard College four years 
later. Later he moved to Brooklyn 
where he took over the wholesale firm 
which had been organized by his grand- 
father. 

He is survived by his widow, three 
children, two sisters and eight grand- 
children. 





Otto R. Helgeson 


DEvILs LAKE, N. D.—Otto R. Helge- 
son, owner of Blough’s Shoe Store here 
and one of the business leaders of this 
community, died recently from a heart 
attack at the age of 50. He had been 
the store’s owner since 1926 when he 
purchased it from its founder, Nels 
Blough, by whom he formerly had been 
employed. 

Mr. Helgeson was a veteran of World 
War 1 during which he won a commis- 
sion in the infantry. He was born in 
1898 at Viroqua, Wisconsin, and came 
here to work in Mann’s store until the 
war broke out. Following the end of 
that war he established his own busi- 
ness in Walhalla, N. D., but returned 
here soon afterwards and had lived 
here since that time. Active in civic 
and social affairs he was a past 
commander of Cyrene Commandery, 
Knights Templar, and past exalted 
ruler of the Elks lodge. 





W. J. McManigal 


LIBERTY, Mo.—W. J. McManigal, 48, 
operator of a shoe store here for ten 
years, died recently at the Research 
hospital in Kansas City. 

He had been engaged in the shoe 
business in Lexington, Mo., in earlier 
years. He was born and educated in 
Warrensburg, Mo. 

Survivors include his widow, Mrs. 
Nancy McManigal ; twosisters, Mrs.J.H. 
Bade, Cincinnati, and Mrs. Lawrence 
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Here are the Cowboy Boots your custom- 
ers prefer . . 
ing QUALITY BOOTS — Made in the 
World’s most modern boot factory. 

New design and new color combinations 
add attractiveness to the line. Dealers like 
to sell the famous NOCONA BOOTS. 





. the most popular, best-sell- 


NOCONA BOOT COMPANY 
ENID JUSTIN, President 


Nocona, Texas 








Schulte, San Francisco; and his 
mother, Mrs. J. H. McManigal, Cincin- 
nati. 





George E. Hipple 


HUTCHINSON, KAN. — George Ed- 
ward Hipple, 73, shoe and clothing 
merchant here for 44 years, died Feb- 
ruary 3 at a local hospital. He had 
been in ill health for several months, 
and entered the hospital January 20. 

Mr. Hipple was born at Atchison, 
Kansas, August 21, 1875. He traveled 
for the Howard Manufacturing Com- 
pany for several years before coming 
to Hutchinson 44 years ago. At that 
time he purchased a half interest in 
the Phillips-Hostutler Clothing Com- 
pany. After 11 years he purchased 
his partner’s interest and operated the 
store as Hipple’s until he sold out to 
Spine’s, of Wichita, Kansas, last De- 
cember. 

Surviving him is his widow, Mrs. 
Margaret Hipple. 





William R. Stacey 


FARMINGTON, N. H.—William Ran- 
dall Stacey, 78, who was a member of 
Thayer-Osborne Shoe Co. here until the 
concern went out of business in 1924, 
died recently at the Green Pastures 
Rest Home in Dover, where he had been 





a patient for about a year. For many 
years he was one of Farmington’s best 
known residents. 

A native of Cambridge, Mass., he first 
engaged in clerical work and bookkeep- 
ing before coming here and eventually 
becoming a shoe manufacturer. He 
was an ardent follower of sports and a 
music lover, being a member of the Con- 
gregational Church choir. He was also 
a member of the Masonic lodge and the 
Farmington Gun Club. 

Mr. Stacey was the last of his im- 
mediate family and is survived by only 
distant relatives. 





Nathaniel B. Hopkins 


RAYMOND, N. H.—Nathaniel Ball 
Hopkins, 71, a former shoe manufac- 
turer in Haverhill, Mass., died recently 
at the Mitchell Memorial Hospital. He 
was a native of Hebron and had resided 
in Raymond about 10 years. He was a 
member of the Raymond Grange. 

Survivors include a son, Nathaniel 
Hopkins of Chester; two sisters, Mrs. 
Eva Monfils of Haverhill, Mass., and 
Mrs. Grace Davis of Bristol; and two 
brothers, Herbert Hopkins of Laconia, 
and Irving Hopkins of Bristol. 

Funeral services were held in the 
Raymond Methodist Church and burial 
was in Hillsdale Cemetery in Haverhill. 
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No “blood and thunder" . .. Parents, churches and 
school groups revolt against it ... our comics are the 
kind you would not mind your own children reading. 





for information concerning our monthly delivery schedule 
which will enable you to get a series of new subjects each month in 
minimum quontities. This means you will always have a fresh stock of 











new subjects for the kids. 








HEADQUARTERS Since 190! for Good-wili Creating Toys 
Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 





Call or 


Write for 





THE Lederer INDUSTRIES, Inc. 39 West 19th St., N.Y. II 


Catalogue 


and prices 
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Jumping Frog Helps Sell Men’s Shoes 








Winthrop's traveling frog display as if appeared in the window of the M & M 
Shoe Store, Fort Wayne, Indiana. Put in for three weeks after Christmas, it made 


turn-of-the-year sales history. 


St. Louts—The Winthrop Frog, fast 
becoming famous with the nation’s shoe 
retailers, had, by February 28, jumped 
over a million times for applauding 
window shoppers. Actually, there are 
four frogs, each one traveling a different 
section of the country, at the request of 
Winthrop customers. The tours began 
immediately after Christmas and stop- 
overs have averaged about three weeks 
a store. 


To date, the display is booked through 
April, with requests still pouring in. 
Dealers who have already had it report 
extraordinary response. The following 
typical comment was made by Arnold 
Hirschberg, buyer for the M & N Shoe 
Store, Fort Wayne, Indiana: 


“We have had more comment and 
more people stopping and looking at 
our windows during those three weeks 
than at any display that has ever been 
featured in our window before. Not 
only the younger set, but the entire fam- 
ily has commented on its cleverness. We 
have had numerous comments from 
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other merchants on its attractiveness 
and sales inducement. We are interested 
in procuring other displays similar to 
Ge: ..." 

The M & N store booked the display 
for the three weeks after Christmas. 
Whereas business is usually slow dur- 
ing this period, Mr. Hirschberg said 
that this year sales stayed up, an oc- 
currence he attributed directly to the 
display and an accompanying give- 
away. 

The give-away consists of miniature 
toy frogs, bearing the Winthrop name, 
that jump when sprung. Winthrop is 
making them available to its dealers at 
cost (about a nickel each) and the 
M & N store ordered 500 of them. All 
500 were gone within a few days, Mr. 
Hirschberg said, adding that the con- 
signment was “not nearly sufficient” to 
meet the demand. 


New Store Opened 


Fr. Myers, FtA.—The New X-Ray 
Shoe Store operated by A. M. Leone on 





First Street, has been completed and 
held its formal opening recently. 

The stucco and concrete block build- 
ing is panelled on the inside above large 
stock shelves which permit easy service 
to customers. Burgundy-colored drap- 
eries and blue carpet make a pleasing 
contrast. 

This is a family store catering to the 
shoe needs of the entire family. A line 
of hosiery, handbags and accessories 
is also featured. The firm has been in 
business in Ft. Myers since 1932. 


Quebec Shoe Manufacturers 
Elect Officers 


MONTREAL, CANADA — J. Edouard 
Gagnon, vice-president of the Quebec 
Stitchdown Shoe Company, was re- 
elected president of the Quebec Shoe 
Manufacturers’ Association at the re- 
cent annual meeting in Quebec. 

Others elected were H. H. Gibaut, 
vice-president (re-elected), president 
of John Ritchie Co., Ltd.; and secre- 
tary and treasurer, Lucien G. Lafleur 
and Norman Lafrance, respectively. 
Elected directors were Lucient Blon- 
deau, Paul Samson, C. C. Laurie, Dom- 
inique Bertrand, Edgar Michaud. Di- 
rectors ex-officio are Ludger Paul Du- 
chaine, Alfred Marois; and auditor 
E. A. Parent; judicial counsel, Gerard 
Lacroix. 





Store Remodeled 


MILWAUKEE, WIs.—A stunning new 
all-glass front has made the Maling 
Shoe store at 175 West Wisconsin 
Avenue in downtown Milwaukee, Wis- 
consin, one of the most attractive in 
that section of the city. 


The two most outstanding features 
of the new front are the full length 
glass panes and the large pink neon 
sign done in script. A deeply indented 
promenade lobby is flanked by two long 
display windows. 

Beige and orange figured carpets, 
yellow upholstered chairs are features 
of the interior. 

This store manager is Dan H. Lee. 
His assistant is Hardin Miller. 


Boot and Shoe Recorder 





se.UcelC OUCM/'. SCéS®? 


~ 





Here's your TWO MONTHS fo TWO YEARS line! | 
HAND-LASTED 


MOCCASINS 


designed by Nature to 
encourage the normal 
growth of babies’ feet. 






WALKER*—Srock 

No. 50—with spring 
heel. Sizes 1 to 6, narrow 
and wide, white, red, 
brown and smoked elk. 


an *Potents pending 
he on i 


ae, 
: 
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Stock No. 
510—with ex- 
tended sole back 
stay. Sizes 1 06, nar- 
row and wide, white, red, 
brown and smoked elk’ 


When you stock the Buntees Walker 
and Hiker in your infants’ shoe de- 
partment, you cover the important 
2 months to 2 years size -—. You'll 
find Buntees nationally advertised | 
in Parents’ magazine. Further infor- 
mation may be obtained from 


R. J. POTVIN SHOE CO. 


Campello Station 
BROCKTON 26, MASSACHUSETTS 










Want 


Our national adver- 
tising creates higher 
traffic for you . . - 
stock Hyer and your 
profits go up! 


Write today for 
catalog. 








Brand They 


This Brand Indentifies 
America’s Finest Boots 


4 generations of Hyers have produced boots 
unequalled for quality, craftsmanship, style. 
Hyer is known the country over for QUICK 
CUSTOMER ACCEPTANCE! Hyer makes 
America’s most-wanted boots. Reason? 
They give long service, plus unmatched 

comfort... only top quality 

premium leather is used. 


HIM * HER 


Regular and 
custom-made styles. 


HYER makes Boots 
for 


rc. H. Hyer and Sons 


Makers of Fine Boots Since 1875 
i 
S OLATHE, KANSAS 
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About Shoe People 


George H. Trentman, vice-president 
and secretary of Wm. Eastwood & Son 
Co., shoe retailers of Rochester, N. Y., 
has been appointed chairman of the 
shoe trade group of the Retail Mer- 
chants Council of the Rochester Cham- 
ber of Commerce for 1949. Mr. Trent- 
man and Madison W. Pierce, president 
and treasurer of Eastwoods, also were 
among the men named to the executive 
committee of the council. 

* * x 

Two executives of the Spaulding 
Fibre Co., shoe counter manufacturers, 
of Rochester, N. H., have been named 
as officers of the Rochester Community 
Chest for the coming year. Robert D. 
Marsh was named as first vice presi- 
dent of the organization and S. Ells- 
worth Clow was elected third vice 
president. 

co x * 

Larry Halperin, Chicago representa- 
tive of Lake States Footwear Co., is 
the father of a baby girl, Karen, born 
December 9. This is his second child. 

* ~ * 

Meyer Goodman, former assistant 
manager of Rode’s Shoe Store, 116 
Main St. E., Rochester, N. Y., has been 
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promoted to manager. He started with 
the store seven years ago as a sales- 
man and served nearly two years over- 
seas with the 66th Infantry Division. 
o” ca 

Announcement has been made of the 
engagement of John R. Burns, former 
Dartmouth College baseball captain, 
now associated with the J. F. McElwain 
Co., shoe manufacturers, Manchester, 
N. H., to Miss Shirley R. Bowman cf 


Boston. 
oz is ~ 


Among new residents in Oklahoma 
City, Okla., are Patrick E. Dougherty 
and wife of Sioux City, Ia. Mr. 
Dougherty is a salesman for the Shoe 
Market. Two others are B. L. Gilkey, 
Jr., and wife of Muskogee, Okla. Mr. 
Gilkey is assistant manager of Berland 
Shoe Company. 

* 

Henry Coplon has opened a store in 
Birmingham, Ala., under the name of 
Styles Shoe Store. He formerly oper- 
ated a shoe business here from 1932 
until 1942. He was forced out of busi- 
ness at that time by rationing and went 
into the jewelry business. He sold this 
latter business in July. Location of the 


new store is at 210-A North 21st Street, 
in Birmingham’s central business dis- 
trict. 

eo -Soue 

Thomas W. Hall, formerly on the 
shoe selling staff of Manager James 
Zingale of the Better Shoe Salon, at 
Gimbels, in Milwaukee, Wisconsin, has 
accepted an appointment as manager 
of a shoe store for the Freeman Shoe 
Corporation. 

* * * 

Sam Adelman, formerly of New York 
City, has been made manager of the 
fifteenth store of’ London Character 
Shoes, recently opened in Pittsburgh, 
Pa. The store, first in the company’s 
westward expansion, is at 233 Fifth 
Avenue. 

* * * 

Miguel Martinez, owner of Martinez 
Bootery at 418 S. Broadway, Los Ange- 
les, Calif., has just opened up two more 
units. One is at the Subway Terminal 
Building on South Hill Street in Los 
Angeles which carries women’s casual 
shoes; and the other is in Gorton’s De- 
partment Store at 324 East Colorado 
Street, Pasadena: The latter unit car- 
ries branded lines for children. 
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Merchandisers by 


SPECIAL! 
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Sold in Case Lots Only 








SEND FOR TWO CIRCULARS 


showing Women's Play Shoes, Children's 


the press ond full of great in stock values. 


your name is on our list. 
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FOOTWEAR 


MARKS 


Men's KID Romeos 
R-508: Good Brown Kid 


vo house every Live Retailer should know 


C. W Marks Shoe Company 


41S. Wells St., Chicago 6, Ill. 


leather with no-mark 
composition sole and 
rubber heel, drill lined 
vamps. Sizes: 7 to 12, 
also 7 to 13, assorted, 
24 pair cases. 





Immediate 
Delivery 


English 


Crepe 


to retail at ‘5 


Phy1!-Flex 


The first imported English 
Crepe since 1941 — in 
Women’s and Misses’ 
Sports. Balloon crepes 
are sweeping the country. 
Write for new catalog of 
crepe-soled shoes. In 
stock! 


PHYLLIS 
SHOE CO. 


Loweil, Mass. 

















Shoes. Just off Es 
Be sure = 






FOR EVERYBODY 





Established 1870 





CHILDREN'S $2.98 RETAILER! 


CENTERVILLE SHOE CO. 
CENTERVILLE, MICHIGAN 


ANKLE Strap Mary JANE 
IN BLack PATENT oR WHITE ELK 


A dressy shoe just like sister's—con- 
structed of the best materials for 
long wear—with leather soles. 


150 
#151 
, 3307 91/, to 2 Bik.- Pot. $2.15 
£308 9'/, to 2 Wht. Elk $2.15 
Terms: 2% 10 days 


4to9 Bik. Pat. $1.85 
4to9 Wht. Elk $1.85 














Kansas City, Mo.—Newly elected officers of the Central States Shoe Travelers, 
installed at a recent dinner meeting held here, include J. D. Mittelbach, president; 
Jack Elledge, vice-president; and J. Rosco Sells, secretary-treasurer. The associa- 
tion's next show will be held May 1, 2 and 3, 1949, in the Muehibach and Phillips 
hotels, this city. New Fall styles will be displayed by more than 125 travelers. 





Melville Reports Increase 


NEw YorK — Melville Shoe Corpora- 
tion has reported retail sales for the 
four weeks ending Jan. 29 of $3,857,217, 
compared with sales of $3,511,904 for 
the similar period of 1948, an increase 
of 9.8 per cent. 
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To Buy Women’s Footwear 


NEw YorK.—J. J. Blick, women’s shoe 
buyer for Bloomingdale’s, has expanded 
his buying activities and is now buyer, 
in addition to women’s dress shoes, of 
women’s slippers, play shoes, and rub- 
here. 


Enzel of Paris to Open 
Baltimore Shop 


PHILADELPHIA—Another store in the 
Enzel of Paris retail women’s shoe 
chain will be opened at 5 West Lexing- 
ton Street, Baltimore, in the early part 
of March, it was announced by Irving 
Lewis, general manager of the chain, 
a subsidiary of the G. R. Kinney Com- 
pany. 

This shop will follow closely the pat- 
tern set by the Philadelphia store. 
Seating capacity will be about 85, and 
stock on hand will be between 10,000 
and 15,000 pairs. In addition, an acces- 
sory counter will feature handbags, 
hosiery and gloves coordinated with 
footwear. Shoe lines carried will con- 
centrate on the popular $7.95 to $12.95 
range. Store decor is to be modern. 





Metropolitan Chicago Stores 
Plan Ad Campaign 


CuicaGo—Fifty dealers in the Chi- 
cago area are scheduled to participate 
in a cooperative program of newspaper 
advertising to be staged locally with 
Queen Quality Shoes. The program, 
which will be built around Queen Qual- 
ity’s 50th Anniversary Fashion Fiesta, 
will start in the Chicago Tribune and 
continue through May. Dealers in the 
Chicago and suburban areas selling 
Queen Quality shoes will be listed in 
the advertisements. 
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Edison Brothers Opens 200th Store 





To hold the woman shopper's interest 


in the distant rear portion of the 125- 


foot-deep Chandler store in Chicago, the architects dropped the ceiling of the 
rear half of the first floor. A different color is used for each wall area, and fur- 


niture is arranged in units to harmonize 


CHIcAGoO—With the opening of the 
new Chandler French Room Shoe Salon 
at 133 South State Street, Chicago, Edi- 
son Brothers Stores, Inc., of St. Louis, 
also celebrated the opening of its 200th 
store. It is the largest unit of the com- 
pany and is also expected to do a larger 
dollar volume than any of the other 
Edison Brothers stores. This Chandler 
store marks the third of the Chandler 
salons opened in the Chicago area in 
1948. The first one was opened in Oak 
Park, the second on Michigan Avenue. 

This 200th Edison Brothers shoe shop 
is four stories high. The first two floors 
are sales floors, the other two serve as 


with that particular wall color scheme. 


stockroom and general offices. The first 
floor, designated as the Boulevard Shop, 
features sportswear, casual wear, house 
shoes, and rubber footwear. The second 
floor is the French Room Salon, which 
features dress shoes and street shoes 
exclusively. 

Jack Schwartz, for 16 years associa- 
ted with Edison Brothers, is the general 
manager of the store. The ten Edison 
Brothers Stores in the Chicago area are 
under the supervision of regional man- 
ager Dave Glaser. Jack Westbrook, as- 
sistant vice-president of the company 
with headquarters in Chicago, is the 
division executive. 





What the Tanners 
Will Show 


(Additional listings received too late to 
be included in alphabetical list.) 


J. S. BARNET & SONS, INC. 


Calf Leathers 
Thorobred 
Barlite 
Brawnie 
Gloria 
Barnet Suede 
Kips 
Thorobred, Barvel 


CARR LEATHER CO. 


Suede Calf 
Parkway Green No. 15 
Bermuda Brown No. 42 
Admiral Blue No. 108 
Royal Blue No. 111 
Cafe Brown No. 160 
American Burgundy No. 165 
Blueberry No. 180 
Black Tulip No. 200 
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Slate Grey No. 207 
Graybark No. 208 
Sailing Red No. 214 
Palimino Blond No. 237 
Manhattan Brown No. 301 
Midnight Blue No. 412 
Copper Rust No. 450 
Town Taupe No. 455 
Cabana Brown No. 460 
Turfgreen No. 465 

Black No. 100 


PRAGER LEATHER CORP. 


Colored Shoe Linings in Sheep & Lam! 
Skivers for Bags & Novelties 
Assorted Fancy Sheep & Goat 


SHRUT & ASCH LEATHER CO. 


Suede Kid 
Black. Town Brown, Cognac Brown, 
Park way Green, Continental Green, 
Cherry Red, Town Taupe, Wine & 
Admiral Blue also Slate Grey 
Glazed Kid, Black & Colored 


Slipper Kid, Golden Brown, Blue & 
Burgundy 
Kid Lining, in all Colors 


ALBERT TROSTEL & SONS 
COMPANY 


Side Leathers 
Wapiti 
Tuxedo 
Vegetable Antiquity 
Zebu 
Paratroop 
Garrison 


Calj Leathers 
Antiquity 
Nubian 
Atasco 
Pochette 





Looks for Well Attended 
Fall Opening in April 

NEw YorRK.—With a record breaking 
business prior to Easter and the Pass- 
over holiday predicted, shoe buyers 
across the nation are looking forward 
to the Shoe Manufacturers’ Fail Open- 
ing at the Hotel New Yorker, April 3 
to 7. Over five hundred shoe buyers 
for chains, department stores and 
wholesalers have already made sleeping 
reservations at the Hotel New Yorker 
and other Penn Zone hotels. 

Eugene A. Richardson, managing- 
director of the show, said in an an- 
nouncement: “The perfect timing of this 
show, combined with good business, is 
the barometer by which we judge shoe 
sales. Shoe merchants who have dis- 
posed of most of their stocks long be- 
fore Easter are ready for this market 
event, which will enable them to pro- 
mote new styles in June and July for 
the vacation trade and give them a head 
start on their early Fall presentations. 

“Most novelty and play shoe factories 
have been in need of business for two 
months. Salesmen returning from the 
road report that the buyers are placing 
no sizable orders before or after the 
April show. This alone is the answer 
to why this show has more applications 
for display space than they have had 
since the war. Shoe manufacturing 
firms who have not been at shows for 
the past eight years are showing at the 
Hotel New Yorker April 3 to 7. Co- 
ordination of present day conditions, the 
right timing and the possible chance 
that shoe prices will be slightly lower 
is the magnet that will draw thousands 
of buyers and hundreds of exhibitors 
to this show.” 





Shoe Department Opened 


HAMILTON, ONT.—Movieland Shoes, 
Ltd., 125 King St. East, has announced 
the opening of a new shoe department 
for girls and boys, featuring nationally 
advertised brands. As an opening fea- 
ture, the store offered a pair of chil- 
dren’s rubbers with every purchase of 
shoes. 
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ARCH STYLES 
for Comfort 


IN C, D, E and EEE 
SIZES 4 to ll..... 





| NOW IN STOCK FOR IMMEDIATE DELIVERY | 





Made from soft, durable leathers —faille lined — 
over exclusive new lasts, these high style com- 
fort shoes will slenderize the stoutest foot. 
Reinforced steel shank, cuban heel and 3/8” 
leather covered platform for all-day comfort. 


WRITE FOR CATALOG OF ADDITIONAL STYLES 
Terms 5°,— 10 Days, F.O.B., Factory 
Minimum Order— 12 Pairs of a Style 


Regular sizes & to 1O— $4.85 
Sizes 7 to 10 only — $5.10 
Sizes 10 and 11— $5.25 


Prices Subject To Change Without Notice 


M.& F. SHOE CO.,INC. - 


INTERESTED IN FUTURE SALES? 
FORGET YOUR CRYSTAL BALL.. 


Factory At 






Style *29C 





Style *30 








Style #29€ Style #30 


Also availablein 








Black Kid 
ates Black Suede 

Black Suede Black Patent Leather 
Biue Suede Blue Calf 
BlackPatent Leather Green Calf 
Green Calf Red Calf 
Red Calf 
Black Calf 









Blue Calf 






Haverhill, Massachusetts 


Financial News 





Johnson, Stephen and Shinkle 
Shows Profit Decrease 


St. Louts—Net profits of Johnson, 
Stephens and Shinkle Shoe Co. for the 
fiscal year 1948, which ended Nov. 30, 
amounted to $320,457.70 in comparison 
to $420,086.63 for the previous fiscal 
year. In terms of common stock earn- 
ings per share, the 1948 figure was 
$1.55 while the 1947 figure was $2.07. 

The statement showed that net sales 
(excluding inter-company sales) to- 
taled $10,118,693.96 for 1948; $10,716,- 
448.83 for 1947; and $7,483,509.57 for 
1946. The three-year comparison in 
shoe production contained in the state- 
ment showed that 1,298,946 pairs were 
produced in fisca] 1948; 1,596,474 pairs 
in 1947; and 1,281,165 pairs in 1946. 

Explaining the decrease was a state 
ment signed by Howard V. Stephens, 
chairman of the board, and Norman 
McDonald, president. In part, it read: 

“During the year under review (fiscal 
1948) we have been confronted with 
many difficult problems. As a whole, 
retail stocks were high, necessitating 
that many of our customers curtail 
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their buying so that their stocks might 
be properly balanced. Restrictions put 
upon shipments to many foreign coun- 
tries curtailed the volume of business to 
be done in those markets. 

“During July we streamlined and re- 
vamped one of our plants so that we 
could produce a line of casual shoes at 
a price which was extremely popular 
with the public. This necessitated low- 
ering production in that plant until 
these changes were made, but the re- 
sponse from our customers today on 
these shoes indicates that our judgment 
was correct.” 





Profit Decrease Reported 
By Allied Kid Co. 


BostoN—The semi-annual report of 
the Allied Kid Company shows a profit 
after taxes of $401,856.84, or $1.56 per 
share for the six-month period ended 
December 31, 1948, as compared with 
$689,282.93 for the same period in 
1947. Commenting on the decrease, Ben- 
jamin Simons, president of the com- 
pany, notes: 

“The unusually large profits of the 


corresponding periods in 1946 and 1947 
were caused in part by sales at rising 
prices from low cost inventories. The 
more normal gross profit for the past 
six months is due to a return of more 
stable market conditions. During the 
last few months we could have obtained 
higher prices on a portion of our sales, 
but we did not do so because we believe 
that price increases at this time would 
be detrimental to our own interests and 
those of the industry. We shall continue 
tc resist price advances unless forced tc 
change by still higher raw material and 
ether costs.” 


A. Shapiro, Philanthropist, 
Dies in Florida 


BostoN—Abraham Shapiro, dean of 
the New England shoe and rubber in- 
dustry, and one of the outstanding 
philanthropists in Greater Boston, died 
of a heart attack early in the morning 
of February 18, in Hollywood, Florida, 
where he had been vacationing for one 
month. He was 65 years old. He lived 
at 122 Clinton Road, Brookline, Mass. 
Funeral services were held at Temple 
Kehillath Israel, Brookline. 

Nationally known for his _philan- 
thropic interests, Mr. Shapiro was the 
founder and honorary life member of 
the “210 Associates,” the shoe indus- 
try’s national charitable organization. 
Scores of leading manufacturers in the 
industry have also benefited from his 
personal gifts. 

In the Boston Jewish community he 
was among the most generous donors to 
various appeals. He was a trustee of 
th Combined Jewish Appeal of Greater 
Boston and of the Associated Jewish 
Appeal of Greater Boston, and of the 
Associated Jewish Philanthropies and 
the Beth Israel Hospital. He was one 
of the key men in the founding of 
Brandeis University and his most 
coveted honor came when he was made 
the university’s first honorary alumnus. 

Besides Jewish philanthropies, he was 
also the benefactor of many New Eng- 
land non-sectarian institutions, among 
them Tufts College Medical School, the 
New England Medical Center and Bos- 
ton University. 

He was born in Lithuania and moved 
to South Africa when he was eight 
years old. He settled in Worcester after 
coming to this country and came to Bos- 
ton shortly after the first world war, 
entering the shoe and rubber industry. 
He is president of the Gold Seal Rub- 
ber Company. 

At the time of his death, his widow, 
Mrs. Sadie Daniels, and his son, Jacob, 
were with him. Other surviving mem- 
bers are his sons, George, Sidney, 
Robert; his daughters, Mrs. Alice Dorn, 
Mrs. Dorothy Kassel, Mrs. Jeannette 
Rosenburg, Mrs. Evelyn Amdorsky; his 
sister, Anna Salomon. 

He was a director of Cannon Shoe 
Co., Baltimore, and of the Goodyear 
Rubber Co., Middletown, Conn., a mem- 
ber of the Board of Brandeis Founda- 
tion, and sponsor of the Albert Einstein 
Foundation. 
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What’s New 





Gro-Cord Marketing 
New Cord-on-End Sole 


Lima, OHI0—The Gro-Cord Rubber 
Company of Lima announces a new 
cord-on-end shoe sole. The company, 
which started in 1920, originated cord- 





Newly designed cord-on-end sole for 
adults’ and children's shoes. 


on-end construction, and the perform- 
ance of this sole was the basis upon 
which the company’s reputation was 
built. During World War II the cord- 
on-end type of sole was discontinued 
due to the lack of pure rubber. That 
situation no longer exists. 

The new cord-on-end sole, with new 
design and matching heel, has been 
named “Gro-Cord.” A complete line of 
Gro-Cord cord-on-end soles for young- 
ters’ and adult shoes is being manufac- 
tured. The company claims they give 
extra long wear, are non-slip and 
waterproof. They are available in both 
brown and black. 





Reflecting Band on 
Children’s Boots 





Mishawaka, Ind.—To meet an ever- 
growing need, an extra margin of safe- 
ty has been put into Ball-Band's 1949 
line of rubber footwear for children by 
the addition of "Scotchlite" to the Ball- 
Band "Craig" pull-over boot for boys 
(right) and the "Betty" pull-over boot 
for girls. For safety's sake a "Scotch- 
lite" reflecting band has been placed 
all around the tops of these boots. In 
the dusk or dark, this band “glows” 
brilliantly when approaching light 
strikes it. 
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Plastic Boots for 
The Young Fry 


Winona, Minn. — Boots of Vinylite 
plastic, that the kindergarten set can 
pull on by themselves, make slush and 
puddles nothing to be feared. Scuff and 
weer resistant, the new boots can be 
wiped shiny new in an instant, and their 
attractive colors never fade. Available 
in three styles, low overshoes and ankle- 
high puddiers, as well as boots, these 
new lightweight protectors for small 
feet come in red and combinations of 
white with red, blue or green. They are 
manufactured by Plasti Industries, Inc., 
Winona. 





Frankel Announces New 
Children’s Shoe Forms 


New YorK—Frankel Plastic Corpo- 
ration, of New York, has recently be- 
gun production on a new line of chil- 
dren’s plastic shoe forms. The product 
represents two years of engineering, 
experimentation and preparation. 

According to Frankel, these plastic 
forms offer many distinct advantages, 








especially for children’s shoe display 
since they have body and durability; 
they cannot collapse; and they are im- 
pervious to flame, moisture, fading or 
chipping. The forms are available in 
three sizes—infants’ size 7; children’s 
size 10; and misses’ size 13. 





Which is your 
Window? 





FADED display goods and fix- 
tures mean costly losses! 


UNSIGHTLY “‘blindfolds” lose 
sales—protect only halfway! 





WITH FAMOUS 


TRANSPARENT SHADES 


WHY suffer from sunfading—or why 
hide your windows? Like 75,000 other 
merchants, you can enjoy both Sun 
Protection PLUS Visibility. Just install 
Infra-Chem Transparent Shades! 
* This exclusive “miracle shade” gives 
top-to-bottom protection—stops both 
direct and reflected fading rays as awn- 
ings alone can’t do. Never weather- 
beaten nor shabby either, for Infra- 
Chem fits INSIDE your windows. 
* For lower display costs and more 
sales, see all the Infra-Chem story. 
Mail this coupon or write—TODAY. 


FREE : 


SAMPLES 
BROCHURE 

ESTIMATE 

YES— Rush me new brochure, generous Infra- 
Chem test samples, and estimate data. All 











| 
without charge. i 
init rama 
STORE WANE t 
AOGRESS ts-239 (ase) : 


RANSPARENT SHADE CO. 
50! N. Figueroa St., Dept. 163C 
Los Angeles 12, California 


139 








Whee LO 


buy a, 


ee oe ee et S oF eer mee Se oem rm ce Orme 


JOBS 


= al eel 








QUALITY SHOES 


We sell branded qual- 
ity shoes below current 
prices. Nationally 
known for surpluses 
from the nation's lead- 
ing manufacturers. 
Write us your needs. 





/ 
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1215 Washington Ave. 
St. Louis 3, Mo. 
While in Town See Weil 











Los Angeles Sample Room, 
1005 Haas Bidg. 
New York Sample Room, 
855 Marbridge Bldg. 
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RUBBER FOOTWEAR 
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They're available again. They'll 
sell for $1.00 per pair, pouch in- 
cluded. Colars: black and brown. 
Sizes: small, medium and large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 


rae PR) runner company 


MASSILLON, OHIO 











Buy Savings Bonds 
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Trade Literature 


New Book on Correct 
Business Manners 


A new book, Etiquette in Business, by 
Marie L. Carney, was published re- 
cently by McGraw-Hill Book Company 
as one of their series in business educa- 
tion. It takes up the question of how to 
act, what to say and do in a large num- 
ber of business situations, not only in 
the office, but in the retail store as well. 


Written in simple conversational 
style, and illustrated with sketches by 
the author’s sister, Vida Carney, the 
book considers the subject from the 
standpoints both of the new and the ex- 
perienced employee. Stress is put on 
the importance of courtesy in business, 
not only to one’s fellow-workers, but to 
customers who judge a store by the 
manners of its employees. 





Display Catalogue 
Issued by Adler-Jones 


CHIcAGoO—A wide variety of displays 
and decorations for Spring, Easter, 
Mother’s Day, Summer and Father’s 
Day is présented in the new edition of 
“Guide to Better Displays” issued re- 
cently by Adler-Jones, display design- 
ers, of 521 South Wabash Avenue, this 
city. 

Included are garlands, flower sprays, 
foliage, screens, decorated candle units, 
props, trees, post pieces, tropicane fix- 
tures and displayers, pictorials, dis- 
play papers, and accessories, also 
many illustrations suggesting various 
ways of incorporating the units in dis- 
plays. The guide is available without 
charge to stores and organizations us- 
ing displays. 





Goldbaum Re-elected Head 
Of Wood Heel Group 


HAVERHILL, MAss.—Robert H. Gold- 
baum, Russell Heel Co., was re-elected 
president «f the Wood Heel Manufac- 
turers’ Association, Inc., formerly the 
National Association of Wood Heel 
Manufacturers, at its annual meeting 
in Haverhill recently. William Orn- 
steen, William Ornsteen Heel Co., was 
named vice-president. 


Also re-elected were Russell L. Gore- 
vitz, New England Wood Heel Co., sec- 
retary; and Edward F. Curtin, Victory 
Wood Heel Co., treasurer. An executive 
committee was established in accordance 
with a constitutional change voted some 
months ago. It includes Harold E. Doh- 
erty, Eagle Wood Heel Co.; Earl Ash- 
worth, Universal Heel Co.; and Frank 
Kunefsky, Century Wood Heel Co.; 
also the officers of the association. 

Lucius F. Foster, of the Guild Associ- 
ates, will continue to manage the as- 
sociation. 
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CHILDREN'S SHOES 
~ EXCLUSIVE SPECIAL 
A) FEATURE SHOE 


Silent tread takes 
the jar out of 
each step, shapes 
to any width heel. 












$] 90 
Sizes 2 to 5 
Sizes 5'/, to 8 
$2.15 


—— 


C & D Widths in White, Smoke, 
Brown, Red, and Br/Smoke. 
Manufactured by 


SHOE CRAFT, INC. 


3425 VLIET, MILWAUKEE 8, WIS. 
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FOOT SURGERY 
~ AND CHIROPODY 


FS APPROVED FOR VETERANS 





Write for Bulletin BS-3 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicaae 1, Ill. 








Store Changes Hands 


DETROIT—The Wilson Shoe Shop at 
9500 Joseph Campau Avenue in the 
North End suburb of Hamtramck has 
been purchased by Joseph Brod and Eli 
Chodorewski, and renamed the Chad 
and Brod Wilson Shoes. Ben Jaffe, 
who had been a partner with his late 
father, Philip Jaffe, in the store since 
1944, disposed of it to the new owners, 
and will continue himself to operate the 
Rob Lee Shoe Store across the street. 

Brod was formerly a department 
manager for the Federal Department 
Stores, a local chain. Chodorowski has 
been a traveler for the Nu-Way Shoe 
Company in the Michigan and Ohio 
territory for several years, and was 
manager of a Boston shoe store and 
with A. S. Beck in an executive ca- 
pacity prior to that. 
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General Shoe Holds Retailers’ Clinies 





Fortunet clinic meeting, February 11. Left to right: Ben Willingham, general 
manager Kentucky Branch; Clovis Coleman, Leonard Bros., Fort Worth, Texas; 
Earl Porterfield, Newman's, Joplin,Mo.; Bill Piper, Geuting’s, Philadelphia, Pa.; 
Fred Arnold, Arnold Shoe Company, Macon, Georgia; Charles Guthrie, sales 
manager Fortunet division; Elsie Whitlock, secretary to Mr. Guthrie; Gilbert Jonas, 
director of Customer Relations; Martha Kendall, model. 


NASHVILLE, TENN.—Prominent retail- 
ers from widely separated parts of the 
country were guests of the General 
Shoe Corporation, Thursday, February 
10 and Friday, February 11 in Nash- 
ville. They attended special “Customer 
Clinics” sponsored by the Barrett Shoe 
Company division, makers of “Twenty- 
One’s,” and the Fortunet Shoe Com- 
pany, makers of “Fortunet” shoes. 

Present at the Twenty-One’s meeting 
were Bill Owen of the Owen Shoe Com- 
pany, Dallas, Texas; Andrew Brummel 
of Brummel Shoes, Inc., Evansville, In- 
diana, operators of fourteen leased 
departments located in the Central 
States; and Warren Miller of the O’Neil 
Company, Baltimore, Maryland. 

Present at the Fortunet meeting were 
Clovis Coleman of Leonard Bros., Fort 
Worth, Texas; Bill Piper of Geuting’s, 
Philadelphia; Ear] Porterfield of New- 
man’s, Joblin, Missouri; Fred Arnold 
of The Arnold Shoe Company, operator 
of several leased departments in Geor- 
gia. 

The “Twenty-One’s” meeting con- 
sidered the merchandising possibilities 
of high-style women’s lines of $10.95 


March |, 1949 


shoes for the early Fall retail selling 
season. Items discussed were materials 
and colors, patterns, lasts and heels, ad- 
vertising and promotions. Briggs Mc- 
Lemore, sales manager of the Barrett 
Shoe Company, presided at the meeting. 

Charlie Guthrie, sales manager of 
the Fortunet Shoe Company, presented 
for discussion various phases of the in- 
creasingly important dressy and casual 
low heel picture, the specialty of this 
particular division. Interesting sugges- 
tions and ideas were brought out on 
ways and means to use color and pat- 
tern ideas to make this type of even 
greater importance for the early Fall 
season of 1949. 

These clinics are the first of many to 
be held by each of the shoe companies 
which make up the Generai Shoe Corpo- 
ration. By considering the fashion and 
merchandising needs of a retailer this 
far in advance of the actual time of re- 
tail selling, it is possible for each com- 
pany to make its plans, design its shoes 
and prepare its promotion and merchan- 
dising aids to be of maximum benefit to 
the fetailer. This is in line with the cur- 

[TURN TO PAGE 145, PLEASE] 
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Dealer Help Program Set Up 
By Dr. A. Posner Shoes 


New YorK — Herbert Posner, presi- 
dent of Dr. A. Posner, Shoes, Inc., an- 
nounces the appointment of Seymour 
I. Kawaller as head of the sales promo- 
tion and advertising department, and 
the inauguration, under Mr. Kawaller, 
of a new service designed to help Dr. 
Posner dealers step up their sales efforts 
at retail. 

This new department will provide all 
Dr. Posner dealers with comprehensive 
advertising and promotion material. 
Individual campaigns will be developed 
for dealers who request them. The co- 
ordination of dealer tie-ins with the 
“Big n’ Little Club” radio show spon- 
sored by the company will also be one 
of this department’s responsibilities. 

According to Mr. Posner, the need 
for such a department has been long 
felt but physical space was not available 
until the company’s recent move to new 
offices at 101 West 31st Street, this city. 

Mr. Kawaller assumed his new du- 
ties February 1. Previously he was an 
account executive with The Fashion 
Advertising Company and advertising 
manager for a New York department 
store. 


Grossman Now Sales Manager 


Of Sydney Bag Co. 


New YorK — Milton Grossman has 
joined the Sydney Bag Company of 
Chicago as sales manager. Permanent 
New York offices have been opened at 
330 Fifth Avenue, suite 1204. 

Sydney Bag Co. has been established 
for 21 years and has been a prominent 
factor in the coordinating handbag 
field. The line also incorporates many 
styles suitable for sales other than in 
coordination with shoes. 

Mr. Grossman has been with Capri 
Handbags for the last six years in the 
same capacity and in complete charge 
of the bag division and as director of 
styling. 


Boger With John E. Lucey 


BRIDGEWATER, MaAss.—Carl H. Boger 
is now associated with John E. Lucey 
Co., Inc., of Bridgewater, and will 
travel West Virginia, Eastern Ohio, 
and Western Pennsylvania. Boger is 
the son of C. P. Boger, for a number of 
years connected with the Nunn-Bush 
Shoe Co. 
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Merton E. Porter Joins 
Compo Staff 


Boston—Merton E. Porter was re- 
cently named to the chemical depart- 
ment of the Compo Shoe Machinery 





MERTON E. PORTER 


Corporation, Boston. His work at 
Compo will deal with adhesives of all 
types with primary emphasis on those 
based on synthetic rubbers and resins. 

Mr. Porter has been connected with 
the Dewey and Almy Chemical Com- 
pany in Cambridge, Mass., where he 
was employed 14 years as a research 
and development chemist. In 1946 he 
joined Dee’s Adhesive and Chemical 
Company in Lynn as rubber chemist de- 
veloping adhesives for the shoe in- 
dustry. 

Mr. Porter is a member of the Ameri- 
can Chemical Society and the Boston 
Rubber Group. 





Doll House Line to Be 
Made by Thomasetti’s 


St. Lovuis—Samuel Wolff, presi- 
dent of Wolff-Tober Shoe Co., has con- 
firmed a report that Thomasetti’s, Inc., 
Sedalia, Mo., is making shoes under 
contract for an affiliate of Wolff-Tober, 
the Deb Shoe Co. 

The Sedalia plant, he said, is making 
Deb’s new Doll House children’s casu- 
als under an agreement whereby Deb 
furnishes the materials and Thomaset- 
ti’s the labor. This may soon be ex- 
tended, Mr. Wolff explained, to include 
the production of Hooligan Kicks at 
Thomasetti’s Cole Camp, Mo., plant. 

Explanation of this move, according 
to Mr. Wolff, stems from the heavy in- 
crease in orders Deb Shoe Co. and Para- 
mount Shoe Manufacturing Co. and the 
Wolff-Tober affiliate have enjoyed. 





To Sell Blue Grass Line 


NICKOLSON, Ky.—S. G. McCoy of 
Racine, Wisconsin, is now selling the 
Blue Grass line of casuals for Rein- 
hart, Inc. of Nicholson. He will travel 
the Midwest territory. 
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Maine Firms Open 
New York Offices 


New YorK—The Penobscot Shoe 
Company and the Old Town Shoe Com- 
pany announce the opening of a 
New York sales office in Suite 418-420, 
Marbridge Building, 47 West 34th 
Street, under the direction of Myron B. 
Wolf. The complete lines of Penobscot 
Trampeze and Old Maine Trotters styles 
will be on display. The factories of both 
companies are in Old Town, Maine. 


Moves Location of Saco-Moc 
In-Stock Division 


PorTLAND, ME.— The In-Stock Di- 
vision of the Saco-Moc Shoe Corpora- 
tion has been moved to Boston. This de- 
partment will now be known as the 
Longwood Shoe Company and will have 
offices at 179 Lincoln Street. 

A. Bloom, sales-manager of the com- 
pany, in making this announcement, 
stated that all in-stock shoes including 
the “Songo” hand-sewn line and the 
“Trail-Moc” Littleway shoes will be 
carried by the Longwood Division at 
Boston. The Saco-Moc factories will 
continue to be operated at Portland. 





Made Sales Manager of 


Barrett Shoe Co. 


NASHVILLE, TENN. — General Shoe 
Corporation has announced the promo- 
tion of Briggs McLemore to become 
sales manager of the Barrett Shoe Com- 
pany, a division 
of the corpora- 
tion which han- 
dles the “Twen- 
ty-One” line of 
women’s shoes. 
He succeeds Gil- 
bert Jonas, who 
became director 
of customer re- 
lations. 

McLemore 
joined General 
Shoe Corpora- 
tion in 1946 as 
assistant women’s 
styledirector,and 
subsequently was administrative as- 
sistant to Matt S. Wigginton, vice-presi- 
dent in charge of distribution. 

Before joining General Shoe he had 
spent four years in Australia, the South 
Pacific, India, Burma and China in the 
psychological warfare division of OWI. 
He is a graduate of Yale University, 
class of 1937, and the Virginia Law 
School, class of 1940. He was with a 





BRIGGS McLEMORE 


New York law firm before going over- 


seas in 1942. He is 34 years old. 
“Twenty-Ones” are a high-style line 
of women’s shoes, nationally advertised 
in Vogue magazine, Harper’s Bazaar, 
Mademoiselle and Glamour. 


Lester Greenwald With 
C. S. Pierce Co. 


Brockton, Mass.—C. S. Pierce Com- 
pany, manufacturers of a wide line 
of shoe trees for display as well as 





LESTER GREENWALD 


for resale for use in the home, has 
appointed Lester Greenwald to act as 
their representative in Metropolitan 
New York with headquarters at 1836 
East 18th Street, Brooklyn. 

Mr. Greenwald, believed to be the 
first to introduce the popular adjust- 
able spring trees, has been selling shoe 
trees for many years, is widely known 
in the trade and thoroughly conversant 
with its display problems. 





Predicts Consumer Demand 
For Quality and Service 


CHIcAGO—The fact that the consum- 
ing public will continue to demand 
even more in the way of quality and 
service in 1949 offers a definite oppor- 
tunity for manufacturers of quality 
footwear, G. D. Babcock, vice-president 
and director of sales of the Mishawaka 
Rubber & Woolen Mfg. Co., asserted at 
the company’s spring sales conference 
at Edgewater Beach Hotel, Chicago. 
Throughout his talk, Mr. Babcock 
stressed the necessity of being fully 
equipped to help dealers with their mer- 
chandising problems. 

In keeping with the theme, “Every 
Foot of the Family, Every Step of the 
Way” the 1949 line of Ball-Band water- 
proof footwear will be much broader 
and more comprehensive with greater 
emphasis on children’s items, more high 
style items, new constructions and a 
greater selection of industrial and 
sporting items. 

J. L. Duncan, manager of sales, pre- 
sided over the meeting, introducing Mr. 
Babcock and other Ball-Band officials. 
Following the three-day meeting with 
Mishawaka Rubber & Woolen Mfg. Co. 
salesmen at Edgewater Beach Hotel, 
officials of the company went to Brattle- 
boro, Vt., for a presentation before 
representatives of the Dunham Brothers 
Co., exclusive distributors of Ball-Band 
footwear in New England and Greater 
New York. 
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Elmer C. York 25 Years 
With Boyd-Welsh 


St. Louis—A testimonial dinner was 
given here recently for Elmer C. York, 
sales representative of Boyd-Welsh, 





ELMER C. YORK 


Inc., honoring him for his 25 years with 
the company. Lou Kane, president of 
the firm, made a short talk and pre- 
sented Mr. York with luggage on be- 
half of the company. 

Mr. York now is on a combined va- 
cation and business trip with his wife 
in Cuba upon the completion of which 
he will return to his territory. Mr. 
York travels in Minnesota, Wisconsin, 
Iowa, Nebraska, Montana, South Da- 
kota, Michigan and part of Canada, 
including the city of Winnipeg. 





F. L. Suter Retires from 
Armstrong Cork Co. 


LANCASTER, Pa.—The resignation of 
F. L. Suter as a member of the board 
of directors of the Armstrong Cork 
Company was accepted at a meeting of 
the board held here and C. F. Hawker 
was elected to fill the vacancy, it was 
announced by H. W. Prentis, Jr., presi- 
dent. 

Mr. Suter retired as first vice-presi- 
dent of the company in April, 1945, 
after serving more than 45 years as a 
member of the organization. He has 
been a member of the board of direc- 
tors since 1927. Originally employed in 
Pittsburgh, he moved to Lancaster in 
1909 to assist in the management of 
the company’s linoleum division. Later 
he became general manager of the lino- 
leum division, vice-president in charge 
of personnel, treasurer, and in 1938 he 
was elected first vice-president. 

Mr. Hawker joined the Armstrong 
organization as a member of the engi- 
neering department in 1930. In 1937 he 
was appointed chief engineer of the 
company and in 1944 he was elected 
vice-president in charge of manufac- 
ture, the position he now holds. 
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Reports Good Business 
In South America 


Cuicaco—Dr. Wm. M. Scholl, presi- 
dent and founder of The Scholl Mfg. 
Co., Inc., Dr. Scholl’s Foot Appliances, 
has just returned after an extended 
trip to Porto Rico, Brazil, Argentina, 
Chile, Peru, Ecuador and Cuba visiting 
the company’s branches and retail out- 
lets. 

He reports the company’s business 
good in all countries visited though 
hampered by many difficulties due to 
exchange. 





Colton Shoe Company 
In New Factory 


Los ANGELES—The Colton Shoe Com- 
pany of Los Angeles has just opened 
its new plant at 146 W. 21st Street, Los 
Angeles. The plant was built espe- 
cially for Colton and has twice the 
working space of the old one. The 
sample room also has been moved from 
the Haas Building to the new more 
central location. 





HARRY KAYE 


Harry Kaye is representing the com- 
pany in Chicago and New York City 
with offices in the Marbridge Building, 
New York. Nat Cohen is taking care 
of the South and Southwest from 
Georgia to Arizona. Al Davenport’s ter- 
ritory is the West Coast. 





Dave Arnie Now With 
M. K. Weil Shoe Co. 


St. Lourts—Meyer Weil, President of 
the M. K. Weil Shoe Company, here, 
has announced the appointment of Dave 
Arnie as Weil’s West Coast repre- 
sentative with offices and showroom in 
the Haas Building, Los Angeles. 

Mr. Arnie, who was formerly with 
Block’s Shoe Store in Seattle and Bax- 
ter’s in Tacoma, will have charge of 
West Coast sales of cancellations and 
jobs in quality shoes for men, women 
and children. 
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IN 


STOCK 


Elk Uppers—tLong-Wearing Soles in 
CHERRY RED or FOREST BROWN 


Infants—sizes 5-8—with spring heel. 
Childrens—sizes 814-12—with dropped heel. 
Misses—sizes 12'4-3—with dropped heel. 


ORDER NOW 


Other Sandals Up To $2.35 In Stock. 


BROMLEY & ZWANG SHOE CO. 


138 West Broadway, N. Y. C. 
BArclay 7-8166 
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W.L. Douglas Shoe Co, Brockton 15 Mass 
New York Offices, 508-510 Marbridge Bidg 
New York 1, New York 
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Box 548-K, Fort Worth 1, Texas a 
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WIZARD CORN PADS 


QUICK RELIEF 





per dozen... . $2.75 
O'BRIEN 
5441 Eichelberger St. Louis 9, Mo. 
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Rhinestone Side Bow 


Imported crystal stones 


clips. 
IMMEDIATE DELIVERY 
Fastest selling Buckle | 
retailing at o “DOLLAR” | 
Rhinestone Creations 


751 N. 39th St. Phila., Pa. 
| 








Chicago Firm Named to 
Sell Ross Leathers 


Cuicaco—A. H. Ross & Sons Co., 
Chicago, tanners of shoe, glove, gar- 
ment and specialty leathers announce 
the appointment of the J. K. Reynolds 
Co., Chicago, as representatives of 
their line of leathers in the Milwaukee 
and Wisconsin territory. The Reynolds 
Company will also represent Ross 
leathers in Illinois, Iowa, Indiana, 
Ohio, Michigan, Minnesota, and Chi- 
cago as they previously have. 

The J. K. Reynolds Co. staff selling 
this line consists of “Bill” Wolfen- 
barger, Madison B. King, William 
Brinkmann and R. J. “Bob” Reynolds. 
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Big Campaign Planned to 
Boost Polish Sales 


New YorkK—Knomark Manufactur- 
ing Co., Inc., is releasing one of the 
biggest national advertising campaigns 





Type of advertisement planned to pro- 
mote shoe polish sales. 


in quality polish history for Esquire 
shoe polishes, S. M. Abrams, president 
of the company, announced, in describ- 
ing plans for 1949. 

The drive will use an extensive list of 
media. A dramatic full-color, full-page 
advertisement in the April 4 issue of 
Life will be the beginning. It will be 
followed by two-color pages and half 
pages plus a series of black and white 
insertions during the entire selling 
season. 

Details of the Esquire advertising 
program will be presented to the trade 
via color spreads and color pages in 
business papers. In addition, there 
will be a series of special mailings to 
jobbers, shoe repair shops, shoe stores 
and shoe departments. Advertising will 
also appear in selected markets in Sun- 
day rotogravure sections, subway post- 
ers and the service papers. Emil Mogul 
Company, Inc., New York, handles the 
company’s advertising. Radio advertis- 
ing will be continued. 





Says Orders for Casuals 
Exceed Production 


St. Lours—A. J. Brauer, Jr., presi- 
dent of the Brauer Bros. Shoe Co., said 
recently that the firm’s order for cas- 
uals were running twice the present 
production capacity. 

“Orders were averaging 800 pairs a 
day,” he said, “though production was 
only 400 pairs a day.” These figures 
were revealed by Mr. Brauer late in 
January, and since that time production 
has moved up steadily. He pointed out 
that the firm’s potential production was 
1200 pairs a day for casual types. 

Brauer Bros. first offered casual shoes 
last October. Like many other manu- 
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Quality Shoes from Surplus 
Merchandise. Better for Less 
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Men’s Popular Priced Work Shoes 
and 
Men's Steel Toe Safety Shoes 
Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 
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Exclusive distributor of the popular ART 
| | CHROME Steel Furniture for the Shoe 
| | Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 


LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, NV. Y. 














facturers in the St. Louis market, Mr. 
Brauer believes the demand for casuals 
will be a continuing demand, and that 
it does not stem from price alone. 





To Sell La Crosse 
Rubber Footwear 


New YorK—The Hudson Rubber 
Company, 142 Duane Street, has been 
appointed sales agents for rubber foot- 
wear manufactured by La Crosse Rub- 
ber Mills Company of La Crosse, Wis. 
This is a new wholesale company, or- 
ganized late last year. President is 
Willard J. Scott and vice-president is 
Ray Fisher, both of whom formerly 
were associated with Hood Rubber 
Company. 
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in one job only... 
devoting all our skill 
to creating America’s 
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YOUTHFUL DANCING SHOES 
FOR AMERICA’S DANCING 
DAUGHTERS gs 












Patent 


or White 






$203 CHILD'S 8-12 
N & M Widths $2.55 


i 5204 MISSES’ 124-3 
Finest Low Heel Shoes— F N & M Widths 2.65 
i e 5205 GROW- 

to retail profitabl > 
P y x Happy dancing shoes for happy dancing feet, ~ rene 
at $6.95.to $8.95. j scintillating styles to catch the eye and 388 

delight of the heart of every gal from teens ; 

} thru twenties. Step out this dancing season Taps included 

with Whirlers. with order. 








General Shoe Holds 
Retailers’ Clinics 
[CONTINUED FROM PAGE 141] 


rent need for closer cooperation between 
the manufacturer and the retailer and 
recognition of the responsibility of the 
manufacturer for the selling of shoes 
at retail as well as wholesale. 

To develop a more intimate working 
relationship with the retailer through 
such clinics is one of the functions of a 
newly-created office of Customer Rela- 
tions in General Shoe Corporation. 
Other phases are services in the form 
of interchange of ideas between non- 
competitive retailers; assistance in mer- 
chandising problems of display; store 
planning; stock controls; retail person- 
nel training and development. Through 
this cooperation, it is expected that the 
team of manufacturer and retailer can 
meet the challenge before the shoe in- 
dustry of increasing shoe consumption 
and of making footwear an increasingly 
more important item cf the consumer’s 
wardrobe. 


Qne-Week Promotion 
Planned for Dealers 


St. Louts—Nearly 24 million male 
readers will be reached by national 
advertising scheduled by the Winthrop 


March |, 1949 


Shoe Company, to back its 1949 “Win- 
throp Week,” which opens March 9 
and extends through March 23. This 
is the third year the company has set 
aside a special week for more than 
one thousand Winthrop retailers to in- 
troduce the company’s new Spring 
line. 

“The promotion was exceptionally 
successful last year and the year be- 
fore,” Chester Williams, Winthrop ad- 
vertising director said, “and we antici- 
pate an equal sales stimulus from it 
this year.” 

“Winthrop Week” will be featured in 
color ads in Esquire, Life, Collier’s, 
and Saturday Evening Post. 

Theme of the campaign is “A Win- 
ning Combination,” stressing the im- 
portance of a complete shoe wardrobe 
and offering styles for every occasion. 
In all of the promotional material, 
shoes for dress, for leisure and for 
knock-about, will be spotlighted. <A 
full kit of promotional suggestions and 
aids was sent to dealers recently. 





New Fabric Company 


NEW YORK—Michael Schlansky, for- 
merly of Cornelia Footwear Manufac- 
turing Co., has now opened the Raymik 
Shoe Fabrics Co., at 401 Broadway. 
The company will specialize in satins, 
failles, taffetas and sateens. 


Blum Shoe Salesmen 


Assigned Territories 

DANSVILLE, N. Y.—Frank Kramer, 
who has been associated with the Blum 
Shoe Co. for the last five years, has 
just been assigned New Jersey and 
Long Island as his territory for the 
company. Hugh Brown, for some time 
the Blum representative in Texas and 
Oklahoma, has been transferred to the 
Northwest territory and will have his 
headquarters in Twin Falls, Idaho. 
Gross Lay, formerly merchandise man- 
ager of Perkins Brothers, Dallas, has 
been appointed to take over the terri- 
tory vacated in Texas by the transfer 
of Mr. Brown. 

James J. Blum, president of the 
company, recently went to the West 
Coast and Vancouver, B. C., in the in- 
terests of the company. 





Feldman Sales Manager of 
Monarch Shoe Co. 


CHICAGO—Eli Feldman, a shoe man 
with many years of experience, has 
been made sales manager of the Mon- 
arch Shoe Company, manufacturers of 
children’s shoes. He was associated for 
many years with Monarch, but left 
that company in 1948 to go with the 
Reyburn Shoe Company of Owensville, 
Mo. His return to Monarch, and his 
new position, were announced recently. 
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Made General Manager 
Of Wood Heel Company 


St. Louts—Justin P. Quirk, president 
of the United Wood Heel Co. here, has 
announced that Harry W. Darragh has 
joined the organization to become gen- 
eral manager. Mr. Darragh had been 
with the Selby Shoe Company as head 
of the methods department. 

Earlier, Mr. Darragh had approxi- 
mately two decades of experience with 
wood heels and lasts in an association 
with the Vulcan Corporation, where he 
was in charge of machinery design. 
When he left that firm about five years 
ago he was a vice-president, though in 
his earlier days with Vulcan he had 
managed heel plants of Vulcan at Anna 
and Effingham, IIl., and later in St. 
Louis. Immediately prior to joining 
Selby he was with the Williams Manu- 
facturing Co. 


Chicago Wholesaler to 
Carry Slipper Line 


AVISTON, ILL.—Huber Slipper Co., of 
Aviston, manufacturers of men’s house 
slippers, announce that William Cohan 
& Co., Chicago wholesalers, will serve 
them as distributors in Metropolitan 
Chicago, Wisconsin, Minnesota, Mich- 
igan and Oklahoma, the territory for- 
merly covered by Sam Goldman. 
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Edison Bros. Name New 
Assistant Ad Manager 


St. Lovuis—Stella Chaney Brown, 
former advertising manager of the 
Libson shops in St. Louis, is now asso- 





STELLA C. BROWN 


ciated with Edison Brothers Stores, 
Inc., in the capacity of assistant adver- 
tising manager in the department head- 
ed by Joseph Traxler, Sr. 

Mrs. Brown has also previously been 
associated with the Maurice L. Hirsch 
Advertising Agency as account exec- 
utive and copy director; and with the 
Harry Serwer Agency in New York; 
as well as with leading fashion adver- 
tising agencies in Los Angeles. She 
is also fashion. editor for Prom mag- 
azine, a St. Louis monthly publication. 

Mrs. Brown, who attended the North- 
western University School of Journal- 
ism, was born in East St. Louis. She 
is the wife of A. Harvey Brown of 
Krupnick & Associates, a St. Louis ad- 
vertising agency. 





Brief Adds New Line 
Of Dress Shoes 


Los ANGELES—The Brief Shoe Com- 
pany has added a new line of regular 
Compo dress shoes. This line retails 
around $20.00 and is being shown in 
22/8 heels without platforms, and in 
20/8 with platforms. 

This is an addition to their estab- 
lished lines of 14/8 dress casuals. As 
this firm makes shoes up to size 14 in 
women’s dress casuals, the larger sizes 
will be available in their California 
process lines. 





Made Department Manager 


WASHINGTON, D. C.—Following the 
decision of the E. T. Slattery Company 
of Boston to operate its own shoe de- 
partment, the former operators, Con- 
solidated Retail Stores, Inc., have trans- 
ferred “Jim” Mahoney, manager, to an- 
other of its stores, the Phillipsborn De- 
partment Store in this city. In this 
store Mr. Mahoney will also have charge 
of the shoe department. 


Nathan Hack Plans to 
Manufacture Casuals 


DETROIT—Plans for a new shoe man- 
ufacturing firm are being made by 
Nathan Hack, founder and president 
of the Hack Shoe Company of Detroit, 
who recently left here en route for his 
home in California. He is currently 
looking for a small shoe factory, which 
he plans to buy, in order to turn out 
a line of casual women’s shoes with 
the corrective principles for which 
Hack’s name has been known in the 
industry for many years. 

The business here continues to be run 
by his two sons, Dr. Morton Hack and 
Leonard Hack. 





Lester Fallon Promoted 
By Melville 

New York—Lester R. Fallon, gen- 
eral manager of the Thom McAn men’s 
and boys’ chain, was named executive 
vice-president of Melville Shoe Corpo- 
ration recently by Ward Melville, pres- 
ident. The post was vacant for nearly 
two years. 





LESTER R. FALLON 


Mr. Fallon was appointed vice-pres- 
ident in charge of operations and gen- 
eral manager of the Thom McAn men’s 
and boys’ stores in December, 1945. 
He became a member of the board of 
directors of the corporation in April, 
1948. As executive vice-president, he 
will coordinate the merchandising and 
operations of all three Melville chains— 
Thom McAn men’s and boys’ stores, 
Thom McAn women’s stores and the 
John Ward stores—and also coordinate 
their retailing operations with the J. F. 
McElwain Co., the manufacturing di- 
vision. He will continue to serve as 
general manager of the Thom McAn 
men’s and boys’ chain. 





Chain to Open New Unit 

Gary, IND.—The Diana Shoe Com- 
pany of St. Louis is spending $20,000 
to prepare quarters for their new unit 
here. 
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COLT-CROMWELL 


... The Captain in 
KID BOOTS 
All Children’s Sizes In-Stock 
IMMEDIATE DELIVERIES 


Only “TOZEEZ” Brings You This New Low 
| Price, Big-Selling Children’s Barefoot Sandal at 


$1.70 








Fancy Multi-Color Stitching . . . 
Eye-catching White Underlays 
.. . Sporty White Bindings . . . 
Dashing Underslung Heels... 
Non-Slip Heel Linings. 


YOUR CHOICE OF 2 STYLES 


Style 764 Style 754 
Tan Brown 
Vamp Vamp 
Brown Kid Red Kid 
Top Top 
PRICES: 
8/2-12—-$5.00 pr. 


12V2- 3—$5.65 pr. 


Also available in sizes 3/2 to 
6 at the price of $7.20 pair. 
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COLORS: 
RED, BROWN, 
WHITE 
SIZES: 5 to 3 


Top Grade Elk 
Hard Wearing Soles 





Order 
Now! 





Unlined Children's Barefoot Sandal 








MAKING 
TOZEEZ Features: 


Leather Counters 
Buckram or Soft Box Toes 
Stained Set Edges 






Also Available—Fully Lined 


Sell 
Fast! 


“TOZEEZ” 


HERSH SHOE COMPANY 


MASSACHUSETTs | 2070 White Plains Road e 


New York 60, N. Y. 





Management Retains Control of Douglas 





Wins Election Contested by Minority Group of Stockholders—John 
B. Atkinson Added to Board of Directors 


BROCKTON, Mass. — Stockholders of 
the W. L. Douglas Shoe Company have 
voted by a large majority to retain the 
present board of directors, it was an- 
nounced after a tally of approximately 
90,000 voters. The so-called “manage- 
ment slate” was opposed by a second 
slate. The stockholders committee had 
asked for proxies early this year to 
elect directors in opposition to a board 
proposed by the management. 

More than 100 persons attended the 
vote count which began at 10:00 o’clock 
February 17 and ended late in the 
evening. 

All the incumbents were returned and 


a new director added in the person of 
John B. Atkinson, well-known shoe 
executive who is also serving as city 
manager of Cambridge, Mass., and who 
has attained a national reputation in 
this capacity. 


Re-elected as directors were: Joseph 
W. Bartlett, president of the company; 
Charles W. Bartlett, Albert F. Doyle, 
Cyrus Monroe, Lawrence B. Russell, 
John F. Spence, Marshall H. Stevens, 
and Paul C. Wolfer. Mr. Monroe was 
selected clerk; Lawrence Russell, trea- 
surer; and Warren A. Weeks, assistant 
treasurer. 





Brown Shoe Dealers 
Attend Forum 


St. Lours—Four hundred and twenty- 
five dealers representing three-fourths 
of the Brown Shoe Company’s franchise 
store plan dealers met in St. Louis re- 
cently for a three-day meeting to plan 
sales and merchandising strategy. 

Franklin J. Cornwell, director of the 
Brown franchise store division, presided 
over the meetings, which included 11 
addresses, and a merchandise forum. 
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A. C. Fleener, Brown’s new vice- 
president in charge of sales, told the 
group that Brown franchise stores had 
shown a 5 per cent gain in sales over 
independent stores during 1948 and 
stressed the cooperation dealers could 
expect from the company on re-orders 
and in merchandising counsel. 

Clark Gamble, president, reported 
on the progress of the company during 
the past fiscal year and appraised the 
1949 outlook as optimistic. 

W. W. Stephenson, executive vice- 


president of the National Shoe Manu- 
facturers Association, made one of the 
principal talks and left with his audi- 
ence the impression that it was a fal- 
lacy to believe that consumer selectivity 
was due to price resistance alone. He 
declared there was a need for better 
merchandising, better promotion, and 
better handling of customers in the 
store. Like Mr. Gamble, he predicted 
continued good business for 1949. 





Amalgamated Appoints 
Canadian Representatives 


WILMINGTON, DEL—Fred J. Blatz, 
executive vice-president of Amalga- 
mated Leather Companies, Inc., an- 
nounces the appointment of two Ca- 
nadian distributors to handle the 
Amalgamated line of Charmooz, glazed 
kid, lining kid and genuine reptile 
leather. T. P. Nadeau, Reg’d, of 2019 
St. Timothee Street, Montreal, will han- 
dle sales in Eastern Canada and the 
province of Quebec. H. Simard & Com- 
pany of Preston, Ontario, will represent 
the company in Ontario and Western 
Canada. 


Opens Children’s Shoe Shop 


SouTH BEND, IND.—Dr. Posner shoes 
are being featured in the new Chil- 
dren’s Shoe Shop, opened by Ells- 
worth Department Store, 111 N. Michi- 
gan Street. 
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SALESMEN WANTED 








AN EXCEPTIONAL OPPORTUNITY FOR A FEW TOP NOTCH SALESMEN | 








‘to represent 








We have several territories open for high calibre salesmen, who have success- 
fully sold men’s better grade, nationally advertised shoes to the best dealers. 
If you are willing and able to travel 48 weeks per year. If you have the vision 
to realize the possibilities with an outstanding in-stock line of smartly stvled 
young men’s shoes priced to retail from $7.95 to $10.95, backed up by a most 
aggressive campaign of consumer and trade journal advertising, we want to 
hear from you. 

Applications should include a complete history of your past experience, a recent 
photograph or snapshot of yourself, and references. If your letter indicates you 
might meet our requirements, arrangements will be made for a personal inter- 
view — Address all letters to: 


GARDINER SHOE COMPANY, INC., Gardiner, Maine 
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EXPERIENCED SALESMEN 


Short Line of 
Nationally Advertised Ladies’ Shoes avail- 











able in two territories: 

MID-WEST: fowa, Illinois, Wisconsin, : ; 

Missouri Kansas, Nebraska, Minnesota, A Leader in the Manufacturing 

an Ou’ akota. e 

EAST COAST AND NEW ENGLAND: of Casuals to retail at $7.00 

stern New York, Maryland, Del ; ° : 

sae detaa. Sue ak Gokeodie enh and $8.00. Nationally advertised, | 
all of New England States. Branded and highly styled. 

Non-competing Side Line permitted—Give | 

full particulars with application. Have openings in most terri- | 

: ; | 

Address Box 140, care BOOT & SHOE RECORDER tories. Only those with estab- | | 


710 North 12th Bivd., St. Lovis 1, Mo. | 





lished territories need apply. 
| Give complete details in first | 
SALESMEN WANTED FOR FOLLOWING TERRITORIES | | letter. Inquiries kept confiden- 


Pittsburgh and Western Penna—West Va. and tial. 
Ohio—-Indiana and Kentucky — Alabama, Miss.. | 
Tenn., and Arkansas—Florida and Georgia. | 





Complete popular priced Women’s Line in stock: | Add £ B00 

Novelties, Casuals, Sports, and Arch Shoes. Na- i V47, care T & SHOE RECORDER 

ional sis r s "nusus | 

tionally known, consistently advertised. Unusual 100 East 42nd Street, New York 17, N. Y. | 


opportunity. Write full particulars. 


Address Bex 142, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. —— 






































STITCHDOWN 
SALESMEN 


With following for Well-known Factory, 
Make-up, and also in-stock for following 
States: 


IHinois Indiana Ohio 
Wisconsin lowa Minnesota 
Texas Louisiana Mississippi 


Address Box 138, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








10%, COMMISSIONS 


All territories open—Canadian Manufac- 
turer of fast selling Hand Made Slippers 
and Moccasins offers money making deal 
to experienced men. Our low prices will 
interest Volume Buyers. Goods shipped 
from American Warehouse. 

Address Box 150, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 











GOOD SALESMEN 
WANTED 


Leading Line of Women's Nationally ad- 
vertised quality shoes, manufactured by 
long established concern of best reputa- 
tion. Acquaintance and close familiarity 
with good trade in territory is most de- 
sirable. 


SOUTHEAST 
Washington, D.C. through to New Orleans 
MIDWEST AND SOUTHWEST 
Minneapolis through to Texas. 


Address Box 153, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN 


To earry Attractive Short Line of 
Instock Infants’ and Children’s Shoes 
advertised in Recorder, to retail at 
$2.98 (see Page 136). Guaranteed 
protection on territories now open. 
An ideal side-line. Address: 
CENTERVILLE SHOE CO. 
Centerville, Mich. 











SALESMEN WANTED 


To Carry Side Lines of Children’s, Misses’ and 
Growing Girls’ Stitchdowns and Compos; and 
Women's Casuals; In-Stock Department; for Penn- 
sylvania. Virginia and West Virginia, on 5% 
straigat commission, payable Ist and 15th of each 
month, or weekly as desired. 

Address Box (52, eare BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 


vertising except for regular advertisers on contract. 





‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


&&=> Advertisements for this page must be in our New York Office 15 days preceding publication date “Sj 
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SALESMEN WANTED 


SIDE LINE SALESMEN WTD. 











SHOE SALESMAN NEEDED BY LEADING CONCERN 


We are looking for a high grade shoe salesman to represent 
our nationally advertised products of women’s indoor and out- 
door casuals, California process, in the following states:— 


MISSOURI — KANSAS — NEBRASKA 


Only experienced shoe salesmen need apply. File handwritten 
application stating territories covered, present line carried, 
references, age, family status and residence. Enclose recent 
snapshot as well. Write Desco Shoe Corporation, 21-07 Borden 
Avenue, Long Island City, New York. 








YOUR FUTURE 


MAY BE IN THIS ADVERTISEMENT 


An excellent opportunity to travel for one of America’s best 
known Manufacturers of Rubber, Canvas Sport and Casual and 
Woolen Footwear. A line that is nationally advertised and pro- 
moted with a trade mark known to millions. This is a permanent 
position. To qualify you must be between 25 and 35 years of 
age, with retail footwear experience, and free to travel. Must 
be ambitious, aggressive, a hard worker, in good health and of 
good character. An automobile is necessary. It’s a job with a 
future. Tell all about yourself (in confidence), in your first let- 


ter to 


Address Box 145, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 








PENNSYLVANIA MANUFACTURER, ESTABLISHED CON- 
age Looking for reliable Salesmen to cover follow- 

territories with POPULAR LINE of INFANTS’ & 
CHILDREN’ ; PREWELTS, with Stock Department: 
Kentucky, Tennessee, Ohio, Indiana, Illinois, Wiscon- 
sin, Minnesota, lowe, Missouri, 

No. and So. Dakota, Colorado, New Mexico, Arizona. 
Give full details with application. 
Address Box 121, care BOOT & SHOE ppeeeee 

100 East 42nd Street, New York 17, N. 











SALESMEN WANTED FOR NATIONAL 

DISTRIBUTOR’S LINE of Men’s and 
Boys’ Shoes, in Texas, Louisiana, Mississippi, 
Alabama, Virginia, West Virginia. Pennsyl- 
Vania, Iowa, Northern New England. Address 
#965, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





EXPERIENCED SALESMEN CALLING 
ON INDEPENDENT RETAILERS. Fast 
moving Jobbers, offers Line of low priced Wo- 
men’s Casuals, Children’s Stitch-downs. Prices 
will meet competition. We pay 7% commission. 
Write us in strict confidence. Address #146, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





WANTED: EXPERIENCED, SOFT SOLE 

SLIPPER SALESMAN to handle Popular 
Priced Line of Slippers, on commission basis. 
Territory: Chicago and Westwards. Write giv- 
ing all particulars. Address #143, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York: 17; 3 WY, 





ULL TIME OR SIDE LINE SALESMEN. 

Manufacturer and Distributor of Nationally 
Known Boots, Moccasins and Tailored Hand- 
bags has opening in the following states: New 
York, Texas, Oklahoma, Arkansas, Louisiana, 
New Mexico, Kansas, Colorado, Oregon, Wash- 
ington and Iowa. Address #139, care Boot & 
Shoe Recorder. 100 East “42nd Street, New 
York 17, N. ¥ 
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| Naa ADVERTISED MEN’S 


enced salesmen for Texas. 


New 


LINE, Medium Price field, wants experi- 
Address #135, care 
Soot & Shoe Recorder, 100 East 42nd Street, 


York 17, N. Y. 





air per day. 
Vill consider interest in form. 
dential. 

a 


OR NEW YORK FACTORY making Popular 
Price Ladies’ Cemented Shoes; making 200 
Good opportunity for right party. 
Strictly confi- 
Address #157, care Boot & Shoe 
100 East 42nd Street, New York 17, 











SALESMEN 


One of America’s Leading Manu- 
facturers of Women's Fine Hand 
Sewn and Littleway Moccasins, also 
Wedge Heel and Style Shoes, re- 
tailing from $5.00 to $7.00, has ex- 
cellent opportunity for experienced 
salesmen. Must have good following 
among Independent Retailers, De- 
partment Stores, and Volume ac- 
counts—All territories open. 


This is a fast-selling in-stock Line. 
No objection if carried with other 
non-conflicting Lines. All inquiries 
kept in strict confidence. 


LONGWOOD SHOE CO. 
157 Linco!n St., Boston, Mass. 
Division of Saco-Moc Shoe Corp. 
Factories: Portland, Maine 











MANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires salesmen —s on Ladies’ 
Shoe Trade, to carry on sma y of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 





ALESMEN WANTED—Now calling on Re- 

tail Shoe Stores, Department Stores and 
Children’s Shops, to handle sideline. of Shoe 
Store Supplies; also Top Grade Infants’ Flexible 
Sole Shoes, sizes 1-5; and Children’s Slippers. 
In-stock department for immediate delivery. Ex- 
cellent commission. Many good territories avail- 
able. All inquiries confidential. H.R. HOILDEN 





& CO., INC., 134 Summer Street, Boston, 
Mass. 
IDE LINE SALESMEN WANTED—All 
territories, to handle Manufacturer's Popular 
Priced Line of Men’s, Boy’s Kid Leather 
McKay Process House Slippers, on commission 


basis, selling to Retailers, Department and Chain 
Stores, Address #144, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
& 3 





I F YOU HAVE FOLLOWING, and can “Sell 
something simple,” very good retail $5.95 
value, Women's Informals; just three basic 
styles that will give you re-orders. All terri- 
tories except California are open. Give refer- 





ences. SUNICAL SHOE FACTORY, LTD., 
Escondido, So. California. 
ELL GENUINE ALLIGATOR MEN’S 


WALLETS to Shoe Departments and Stores. 
Priced 40% below average retail price. Direct 








from Manufacturer. All territories open; Lib- 
eral commission; All particulars in first letter. 
HERBERT MANE, Box #811, GPO, New 
York 1, N 

IDELINE SALESMAN to carry Attractive 

Short Line of Children’s Barefoot Sandals 
and Slippers. Fast sellers. Address 3136, 
care Boot & Shoe Recorder, 100 East “2nd 
Street, New York 17, N. Y. 

IDELINE SALESMEN CALLING ON 


SHOE AND DEPARTMENT STORES to 
carry attractive Chair and Fitting Stool, Com- 
mission basis. Address: Pe CHAIR COM- 
PANY, Hickory, N. : 








FOR SALE 
hg = 50 Cases Compo 


bg the bg polenig! 
ston; Excellent floor 


space. oo oY lemstds Fully equipped. Help 
available Reasonable rent; No inventory to 
take over. Address #992, care Boot & Shoe 
ae. 100 East 42nd Street, New York 17, 





HOE STORE FOR SALE: One of the 
most beautiful Shoe Stores in America, 
handling finest Lines Women’s, Men’s, Chil- 
dren’s Shoes. Best corner location in city; 
doing fine business; Rent reasonable; Long 
lease; Located in fastest growing city of 
100,000 in the Country. Finest climate in 
the West. Address #104, care Boot. & Shoe 
en 100 East 42nd Street, New York 17, 


E ARE CUTTING 3 to 4 TONS OF WO- 

MEN’S UNDERLIFTING PER MONTH. 
Interested in primary consumer. Contact: J. 
WOLANIN, H. H. BROWN SHOE CO.,, 
Inc., 45 Grand Street, Worcester, Mass. Ad- 
dress #149, care Boot & Shoe Reco-der, 100 
East 42nd Street, New York 17, N. Y. 


ODERN FAMILY SHOE ~ STORE FOR 

SALE at So. Fallsburg, New York: Fea- 
turing Phvsical Culture Shoes. Write: 
SMITH’S SHOES, 600 Blake Ave., Brooklyn, 
New York. 


OR SALE: TYPE FX FISCHER X-RAY 

MACHINE; needs only minor repairs. Price 
$50.00 at our store. DE LULLO'S SHOE 
STORE, St. Marys, Pa. 


rs Y SHOE STORE, Essex County, New 

Jersey; Rent $150; Good location; Rare op- 
portunity for an experienced shoe man. Busi- 
ness established ten years. Clean stock, $12,- 
000. Price $15,000. Owner wishes to return 
to his pre-war occupation of Steamship Agent. 
Address #137, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. ¥ 














149 














HELP WANTED 


LINE WANTED 


| FOR SALE 





ANAGER WANTED FOR FAMILY 

SHOE STORE, with opportunity of buy- 
ing into organization operating two stores, or 
buying same for himself. Generous salary. 
Location Northern Indiana. For complete de- 
tails. Address #115, care Boot & Shoe 
oie. 100 East 42nd Street, New York 17, 





| oe e € e & e®°e 

e OWNERS LOOK e 

e FOR SUCCESSOR , 
Shoe Factory in Eastern part of 

e United States needs executive to e 
take over complete Management of 

& business. This factory now working e 
three shifts. Annual sales apprexi- 

e mately Three Million Dollars. Only 
reply if you are now active in shoe bd 
industry and do not earn less than 

© = $20,000 per year. This will be your © 
new salary, on top of which you will 

& receive free 20% of the common a 
stock of the company. This is a 

e unique opportunity for a unique man, ° 
and the reasons are unique, too. You 
may write first letter without giving 

@ = your mame or address. Just state © 
P. 0. Box and town. You do not have 


& to state where you work at present, & 
but give full details of experience. 


@ Address Box 154, core BOOT & SHOE RECORDER @ 
100 East 42nd Street, New York 17, N. Y. 
e@.°3 € e® eo Me ee 





WANTED TO LEASE 





ANTED TO LEASE SHOE DEPART- 

MENTS. Prefer Southern locations. Ad- 
dress #113, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





) ge to thd SALESMAN SEEKS NEW 
NNECTION with Established Manufac- 
turer r Ladies’ or Children’s Shoes for North 
and South Carolina, Virginia, Washington, 
Maryland, New Jersey and New York. Address 
#110, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





HOE SALESMAN, WITH LARGE FOL- 

LOWING among Chain, Department and 
Retail ~_ s, North, South Carolina, Georgia, 
Florida, Alabama. Now carrying three lines 
Women’s, Children’s Shoes; desires change to 
one Top Line. Address #155, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
m. 





WANTED TO PURCHASE 


A RCH TYPE oss FOR MEN, WOMEN 
Tag - CHILD uts or com- 

Stocks. eo top cash prices. 
STRARL SHOE CO., Exporters and Import- 
ers, 1230 Fifth Avenue, San Diego, California. 











WANTED TO PURCHASE 
FAMILY SHOE STORE 
Selling Advertised Branded Lines of 
Shoes; Doing Volume of $100,000 or 
more yearly. Information will be held 

strictly confidential. 


Address Bex 141, care BOOT & SHOE a Ae 
100 East 42nd Street, New York 17, N. 














MACHINE for 8 
Address #148, 
100 East 42nd 


ANTED: PLANING 
foot Wood Dinker Blocks. 
care Boot & Shoe Recorder, 
Street, New York 17, ‘ 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 











|| sonper IN MIDWESTERN CITY MUST SELL 
| | BUSINESS DUE TO ILL HEALTH. LONG LEASE, 
WITH LOW RENTAL. OVER 1,000 ACTIVE 
ACCOUNTS. WILL NEED ABOUT $35,000 TO 
SWING DEAL. EXCELLENT OPPORTUNITY) 
FOR HUSTLER. 
Address Box 156, care BOOT & SHOE paenneee 
100 East 42nd Street, New York 17, N. 








WANTED TO PURCHASE 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. ¥ 
Telephone: WOrth 2-896! 








GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








L. "Shoe Deve WANTS TO LEASE Women’s 
rtment in Eastern Pennsylvania, 
ty F. or Delaware. Address #129, — 
Best & Shoe Recorder, 100 East 42nd 
New Sox 7, m.' Ze 





SALES AGENTS WANTED 








SWISS SKIBOOTS 


Special Patterns. hand-made and 
others, first makes. Wholesale and Sole 
Agents Wanted in USA. Write. air 
mail, with bank reference to: 











JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 


ALWAYS RELIABLE 




















> - 132 No. 4th St. Phila. 5, Pa. 
ARMIN MULLER Phone: LO 3-9533 
Briderhofweg 23 Zurich 57, Switzerland 
POSITION WANTED pe Ag tle 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
THOROUGHLY EXPERIENCED SHOE- SHORT LEASES ASSUMED 
MAN SEEKS POSITION h Reliabl 
Company. Past ten years active ent Selling, B e Ss A B I N 
Buying, Sales and Personnel Management. Ad- 93 READE ST. NEW YORK 13, N. Y. 


dress $151, care Boot & Shoe Recorder, 
East 42nd Street, New York 17, N. Y. 


100 


150 








Telephone WOrth 2-2515 














WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 


BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 

















Opens Own Store 


VIRDEN, ILL.—Albert R. Alexander 
recently opened his own business in this 
city—a retail shoe store, under the 
name of Alexander Shoes, and reports 
business better than he had expected. 
His main line is the Roberts, Johnson 
& Rand. He began his business careet 
in 1935 and worked for the R. G. Kin: 
ney Company for ten years, managing 
Kinney stores in Muncie, Ind., and Day- 
ton, O. After serving one year in the 
Navy he was associated, before open- 
ing his own store, with Montgomery 
Ward & Co. in Salem, Ore., and Spring- 
field Ill. 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 











7 


Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fos 


#4” meade St. 





BARIS BUYS for CASH 








$ 
e Short Term Leases Assumed 
Our Name and Brand since 1932 


ARIS SHOE CO., Inc. 


New York 7, N.Y. 


Tel.: WOrth 2-5180 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








WINDOW REACHER —A 


Sturdy Construction, will last a life time. 
Overall length five feet. 


SALES SAVER 

















Price $5.50 





Flore Sales Saver Company, Room 700, 503 N. Twelfth Bivd., St. Louis 1, Missouri 


SS 


Spet new handise in your windows in on instent’s 
time. Save sales easily; try om any shee ond replace 
it without disturbing your reguler windew trim. 














Survey Shows English 
Children Wear Misfits 


SALFORD, ENGLAND—During a two- 
year survey of foot conditions among 
the town’s school children, made under 
the direction of the school medical of- 
ficer, the chiropodists of the Child 
Health Services has found that a fre- 
quent cause of foot ills among adoles- 
cent girls is the aping of film stars 
which leads to wearing unsuitable shoe 
styles. 

The chiropodist examined 5101 chil- 
dren (between five and 16 years old) 
and found also that about a quarter 
were wearing shoes a size too small. 
More than 10 per cent of the girls were 
wearing shoes two sizes too small while 
five per cent of the boys were also 
guilty. Also two-thirds of the five-year- 
olds entering school had perfect feet, 
but only about one-third of the school 
graduates were free from fot trouble. 

Worst sufferers were found to be 
girls between 12 and 15, many of whom, 
that is in the poorer districts, were 
forced to wear their mothers’ cast-off 
shoes, which, in addition to being mis- 
shapen, were extremely unsuitable for 
young feet. In other cases, girls fol- 
lowed film fashions or the example of 
elder sisters and wore “stylish” shoes 
which were responsible for many foot 
defects. 

It was recommended by chiropodists 
that children under 16 years should not 
be allowed to wear heels more than 14 
inches high. The chiropodists also indi- 
cated that manufacturers, at present, 
do not differentiate between the various 
types of children’s feet and concentrate 
on broad fittings. 





New Shoe Company Formed 


CoLumBIA, S. C. — The Secretary of 
State has issued a charter to Bomar 
Shoe Company, Charleston, which pro- 
poses to deal in shoes, boots, hosiery. 


March I, 1949 


New “Cradle to College” 
Store Opened 


Muncig, IND.—James W. Frymier, 
for the past two years with Nobil’s shoe 
stores and with a 26-year background 
in the shoe business, has opened his own 





JAMES W. FRYMIER 


shop at 117 South Walnut St., Muncie. 
His lines of merchandise are not en- 
tirely contracted, but he will specialize 
in “cradle to college” footwear for both 
sexes. The store is known as the “Jack 
& Jill Shoppe.” Personalized fitting is 
featured, Mr. Frymier supervising each 
sale. 

Mr. Frymier led up to his opening 
with a unique newspaper advertising 
campaign. A series of one-inch teaser 
ads, “Jack & Jill Coming to Town,” 
“? 2_Jack & Jill—? ?” etc., played up 
the mystery angle. 

Mr. Frymier is president of the corp- 
eration recently organized. Other off- 
icers are Marion J. Brown, Luie Brown, 
and Allan G. Weir, attorney. 





NEW ADJUSTABLE 


Price = i Pony Cup 


remains in 


desired posi- 4 
tion at all for Price Tickets 
times. =. 





This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 
half gross 


|| M. D. POLLINGER CO. | 


| | HOLLAND BLDG. ST. LOUIS, MO. | 











i KR 


FOR YOUR 


NEWSPAPER, ADVERTISING 


—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and newspaper 
advertising. 





2. Vincent Edwards Idea Clipping 


Service 


Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


@ 
VINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave. 
New York City 

















New Shoe Department 


In Penney Store 


SALINA, Kans.—The J. C. Penney 
store held its grand opening recently, 
after complete remodeling and redec- 
orating. A new basement department 
has been added. 

Because of this addition, more space 
has been allotted to departments on the 
main floor, balcony and second floor. 
At the back of the main floor is a new, 
modern family shoe department. 





Fluhr Representing Connolly 


Los ANGELES, CALIF.—Charlie Fluhr 
is now representing the Connolly Shoe 
Company in the states of California 
and Nevada. His headquarters are in 
the Figueroa Hotel, Los Angeles. Many 
knew him when he traveled out of Min- 
neapolis for a number of years. 











Another 





192 SOUTH ST., 


* Registered Trade Mark 370249 





DOMOC 


As a worthy companion to the 


exciting DOMOC KASHMIR 


A new soft pliable leather 


Chenango 


TO BE SHOWN AT THE WALDORF-ASTORIA 
MARCH 8th and 9th 


F. C DONOVAN, INC. 


First 


BOSTON, MASS. 











Jade Green Glass Used 
In Store Front 


ELKHART, KANS.—The new Pioneer 
Men’s Store, owned by A. E. Smith 
and Richard Akers, long-time shoe and 
clothing merchants in this area, was 
opened recently. 

Dealers in Forsheim and Jarman 
shoes, this firm has done considerable 
remodeling and redecorating during the 
past few months. The front below the 
windows and above, is of jade green 
structural glass, with aluminum 
frames, and zourite trim. Two large 
windows, each 8% by 9 feet, were built 


152 


so that the front angles in from one 
side to the door, which is six feet from 
“the front line of the building. An out- 
side show case is at the left side of the 
door, size 4 by 5 feet. 





Will Represent 
Brief Shoe Co. 


Los ANGELES, CALIF.—The Brief 
Shoe Co. of Los Angeles has appointed 
Irvin G. Dugins to represent them in 
the Southeastern states with headquar- 
ters in Greensburg, Ky., and Perry Ma- 
zur to sell the line in Greater New 
York. 


Retailers Gather 2,000,000 
Pairs for Europe 





New York.—Reviewing the success of 
the Michigan Shoe Drive for Foster 
Parents’ Plan for War Children, are 
Mrs. Edna Blue, international chairman 
of the plan; Ralph Terbille, of the De- 
troit News, whose paper sponsored the 
drive in Michigan; and Miss Sylvie Ham- 
ilton, chairman of the drive. The State 
of Michigan retailers collected two mil- 
lion pairs of shoes for foster parents’ 
campaign for the men, women, and chil- 
dren of Europe. 


Officers Elected by 
Pattern Association 


St. Louis — First president of the 
newly formed Shoe Pattern Manufac- 
turers Association of St. Louis is Wil- 
liam Hinson, president of the Browne- 
Tilt Pattern Co., Inc. Informally or- 
ganized for a number of years, the pat- 
tern manufacturers of St. Louis now 
have applied to the state of Missouri 
for a charter and plan to meet regularly 
to promote higher standards in the pat- 
tern making industry. 

Vice-president of the group is George 
B. Foster of the company of the same 
name; secretary, Ernest Hertzog, 
Amity Pattern Co., with the following 
as members of the board, in addition to 
Mr. Hinson and Mr. Foster: Harold 
Woebben, Woebben-Sehl Pattern Co.; 
W. H. Jones, Amity Pattern Co., and 
Frank Winter, Conaway-Winter, Inc. 





Will Add Men’s Shoes 


HUTCHINSON, KAN.— Hartley Lud- 
wig, who has been advertising manager 
for the Star Clothiers here, and well 
known in local men’s clothing circles 
since he left junior college in 1932, was 
recently appointed manager of Spines, 
formerly Hipple’s Clothing Company, 
Hutchinson, effective January 17. A 
complete remodeling program for the 
store at 105 North Main, was an- 
nounced by officials, which includes the 
addition of a new men’s shoe depart- 
ment. The remodeling will be done at 
intervals over a long period and will 
net involve any store closing. 
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PUT 
Sun Protection 


inside 


YOUR WINDOWS 


with 
TRANSPARENT SHADES 


.and get complete protection against 
sun fading—with no hiding—no 
weather wear—no costly upkeep! 


| REFLECTED RAYS 
| bounce under 
awnings—fade 
goods. Weather 
wear adds an- 
other cost. 


WINDOWS HID- 
DEN by shabby 
canvas conceal 
| your best adver- 


tising—cost you 
many sales. 











INFRA-CHEM Transparent Shades fit 


| neatly inside—give top-to-bottom side- 
to-side protection from fading rays,both 
direct and reflected! Yet shoppers get 
full visibility! Safe from elements... 
easily operated from inside, too! * For 
more profits, see a// the facts on amaz- 
ing Infra-Chem! Mail coupon TODAY! 





SAMPLES 
BROCHURE 
ESTIMATE 






















501 N. Figueroa St., DeptJ63-D 
Los Angeles 12, California 


t YES—Rush me new brochure, generous Infra- 
Chem test ples, and estimate data. Al 
: without charge. 
| WANE POSITION 
a sTcae want 
a 
r TODRESS TS-238 (457) 


RANSPARENT SHADE CO. 
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Vor Americas best titled én 


ETONIC 
vr SHOES 


“Double W eather-Sealed”™ Keep Feet Dry! 


Soon you'll be seeing Etonic’s great new ‘Double 
W eather-Sealed’’* shoes on Television, and no wonder 
. for in all the world there are no other shoes like 
these . .. you have to see ’em to believe ‘em! You can 
see their rugged good looks ... see the thick cushion- 
ing rubber midsoles . . . the waterproof-vulcanized 
leather soles and sole seams that keep water out... 
keep feet dry without rubbers. They’re -backed PY 
America’s largest in- stock range of sizes and widths . 


E TON Ic with Etonic’s exclysive plus 7 extra-fitting’ features . 


we and when you sed "em you'll agree . . .in all the world 
oatta We SHOES no shoes like these! *Pot. Pend 


SF r a 


CuHar_Les A. EATON COMPANY i} I | NI ( 


Brockton 64, Mass. ; Ty 
Please send me all details on Etonic’s 4m | Sil in PH \ Hi OF \ | 








Double Weather-Sealed’’* styles. 
‘ 











Store 


<n = Notionally advertised BOOTMAKERS a 76-7 


Address in Esquire 


eeccccccecceccesccsessecessecsscead’ MADE IN THE BOOTSHOP OF CHARLES A. EATON, BROCKTON, MASS Fine Bootmake 
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COLONIAL TANNING COMPANY, INC., Boston II, Massachusetts 














GERBERIGHO 


GREATEST NAME IN BOYS’ SHOES IN AMERICA 


MADE SO BY THEIR 
OUTSTANDING QUALITY 
AND THE CHARACTER OF THE 
DEALERS WHO SELL THEM 


WITH GERBERICHS 
YOU SELL ALL 
YOUTHS 121'/2-3 * BOYS 1-6 
BIG BOYS 6'/2-11 








